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MAITHAT are lumber retailers thinking most the spice of cynicism lacking, as for example, this 
See} and hardest about in these days of change from Texas: 

and readjustment? In an endeavor to “In my humble opinion the subjects assigned to 
find an answer to this question, and there- the high-chested oratory boys are not going to 
by to assist association executives and program make much difference, because after the ‘that re- 
committees to build convention programs that minds me’ story has been told and a few intro- 





shall be constructive, because dealing with sub-  ductory sentences disposed of the chances are that 
jects that are vital at this time, the AMERICAN LuM-_ the speaker is going to discard the subject and 


BERMAN has obtained from representative dealers, proceed to let the folks in on just what caused the 
located in many sections of the country, their depression, what the situation is at the present 
views on this most important subject. Because time, and then with a number of masterful strokes 
these views have been expressed with the utmost of oratory and sledge-hammer gestures tell what 
freedom and frankness a number of dealers have this country needs. During the coming year, lum- 


requested that their names be not used, and there- ber associations could raise their budgets by col- 

fore, in the interest of uniformity, only the State lecting fines of $10 for each time a speaker men- 

in which each dealer is located will be given. tions the depression or tells the folks what the 
While the merchandising of lumber and build- country needs.” 

ing materials, in the various applications of that With this hors d’oeuvre to preface the banquet 

term—including financing, the selling of complete of constructive suggestions set forth on this and 

units. the dealer's relations with contractors etc. an inside page, let us proceed to consider the 


—form the text of many of the replies received, suggestion coming from Alabama that “the 
some new and up-to-the-minute topics also are one major problem at this time is the lack of 
brought to the fore, as for instance, the effect that proper financing.” This dealer proceeds to 
the six-hour day and five-day week would, if elaborate upon this idea, as follows: “We have 
adopted, have upon the lumber business. Nor is many callers who are inter- [Turn to page 34] 
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CAMP MANUFACTURING CO., FRANKLIN, VA. 


EASTERN SALES OFFICES: 
NEW YORK: 51 East 42nd St. Vanderbilt Ave. Bldg. 
E. D. WOOD, Mer., Phone Vanderbilt 3071 & 3072. 


Otis Bldg., E. D. WOOD, Mer. 


MILLS: Franklin, Va., Marion, S. C., Wallace, N. C., St. Stephen, iy Sew 
DAILY CAPACITY: Saw mills 500,000 Feet; Planing Mills 600,000 Feet. 


mill is running on nothing but the very best selected 


At this same point, we have another sawmill which is 
cutting at least 50% hardwood and Cypress lumber. 


These immense facilities and the fact that we carry 
large, well assorted stocks of lumber on hand at all 
times should prove interesting to all lumber buyers. 






















Carolina, cutting 100% high grade Cypress, 
Maple, Tupelo Gum, and Sap Gum lumber. This 


other mills are devoted to North Carolina Pine 
and shed stock. 


MIXED CARS of Cypress, Hardwoods 
and Pine can be shipped from our two 
Marion, S. C., mills. 


PITTSBURGH: Oliver Bldg., GEORGE L. CAMP, Mer. 
TAMPA, FLA.: 3504 Barcelona St., B. J. WILKINS, 
Sales Rep. 
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Emergencies Put 


AMERICAN LUMBERMAN 


Strain on Ethical 


Merchandising 


OME dealers are seriously both- 
ered over the breakdown of prac- 
tical ethics in the retail field; and 


widely separated places come 
reports that efforts to produce volume 


from 


sales are crossing the line of fair prac- 
tice. 

[t is never easy to draw this line ex- 
actly, even in peaceful times; and 
emergencies put additional strains on 
the ethical structure. Many a dealer, 
these last few months, has found him- 
self with debts that could be met only 
by turning stock into cash; and a fail- 
ure to do it meant personal disaster. 
Sometimes he wished to keep his force 
employed, out of considerations of hu- 
manity, even at no money profit to 
himself. Then, too, an advance in ef- 
ficiency that reduces overhead may be 
passed along in reduced prices to the 
public; and this may look to a less ef- 
ficient competitor to be nothing but an 
unwarranted price cut. 

But when all allowances are made, 
it is clear that not all emergency polli- 
cies are advances in efficiency; and 


many an emergency measure fails to 
produce the desired results. They 
have wide-spread effects. 

“Suppose,” one well-known dealer 


remarked, “that I refuse to meet prices 
which will net me a loss. Some men 
tell me I’m better off with the stock 
in the yard than I would be if I sold 
it at a loss. But this doesn’t tell the 
People are more inter- 
ested in prices than I’ve ever known 
them to be before. 


whole story. 


If I refuse to meet 
competitive figures, my regular cus- 


tomers go away in resentment, and 
getting them back is hard. When I 


meet cut prices I do it to preserve good 
will and to make sure of future sales.” 

In a well-known city that has half 
a dozen yards, the dealers 
stated that prices had been cut below 
cost without adding a dollar to the to- 
tal volume of sales. 


one of 


“Prices ought to be reasonable, and 


even close, in these times,” he re- 
marked. “But I know of no place 
where they are now excessive. If lo- 


cal dealers had kept their heads, every 
yard could have had practically the 
volume it did have, and we could have 
met our operating costs, with a little 
left over. But one or two yards be- 
gan cutting prices in the hope of in- 


creasing volume. These cuts did not 
bring in a single new job that would 
not have come anyway, and they may 
have frightened some jobs away. Few 
people build on a falling market. The 
only possible increase in volume for 
one yard had to be in the form of 
trade taken away from a competitor; 
and this was checkmated by reductions 
made by the other yards. The result 
was a creation of public suspicion. 
One customer came in here and asked 
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what was the matter with local lyn. 
ber prices; since he couldn’t discoye, 
anything like a reasonabie level. , 
knew that similar goods ought t 
bring similar prices, but he could fing 
nothing remotely resembling uniform. 
ity. He went away without buying 
and said the local set-up didn’t look to 
him to be safe. In addition to this 
feeling of insecurity among customers 
we simply got ourselves into a fix that 
brought every yard a heavy loss. The 
panic and bullheadedness of a few deal. 
ers forced all of us into the same mess. 
It isn’t anything I like to remember.” 

Here is something to talk abou 
when dealers get together informally 
in the lobbies and hotel rooms at the 
coming conventions. 


Exact Knowledge of Product Is Power- 
ful Factor in Selling 


HE certainty of intense competi- 
Ty tion for the consumer’s dollar 

among “sales hungry” industries 
was given needed emphasis at the re- 
cent annual of Hoo-Hoo. It is up to 
the lumber industry to get its share, 
the Secretary stated, but there are so 
many phases of lumber merchandising 
that centralized effort is called for, par- 


ticularly in an educational way. Spe- 
cific suggestions were outlined for 


such efforts, directed especially to 
those who might be classified as users 
or specifiers of lumber products. 

The Secretary pointed out clearly 
the benefits to be derived from educa- 
tional lectures, such as those given be- 
fore the Hoo-Hoo clubs of Boston, 
Buffalo and Cleveland. Such efforts 
are directed primarily at the personnel 
of the lumber industry itself. They 
should much to increase the effi- 
ciency of the man on the fighting line, 
by furnishing him with powerful sales 
ammunition that enable him to 
sell “wood where wood is best.” 


do 


will 


It is notable that some of the largest 
organizations merchandising other 
products are using the present period 
of quiet trade to make similar sales 
preparations. They are gathering and 
organizing data in regard to the char- 
acteristics and applications of their 
products, and through intensive train- 
ing are putting these into the hands 
of their sales forces, through revised 
sales manuals, courses of training and 
trade literature. Even to maintain 
lumber’s present position, the sales 
forces of the industry will have to be 


as well equipped as are those of other 
industries. 

It is doubtless true that much of the 
selling done by representatives of lum- 
ber mills and wholesalers has _ not 
changed perceptibly in its methods in 
recent years. Much of it depends on 
friendship to perhaps too large an ex- 
tent. The sales forces often need to 
be supplemented by trained field ex- 
perts when a real fight has to be made 
for business. The work of the asso- 
ciation field man has frequently won 
for lumber, because he is able to an- 
swer all the questions that users may 
put to him, and support his statements 
with convincing technical data. 

Some time ago the salesmen of 
member mills were given a brief course 
in wood technology by the Southern 
Pine Association, the men spending a 
period at the Forest Products Labora- 
tory. Here they could get a better 
understanding through demonstration 
of the meaning of such terms as, say, 
“cross-breaking strength,” than would 
be possible through lectures alone. 
When a man is shown he knows and 
remembers. It would be highly edu- 
cational to all concerned in the mer- 
chandising of lumber if similar demon- 
strations could be given before Hoo- 
Hoo or other clubs in the principal 
lumber distributing centers. The lum- 
ber industry and co-operating agencies 
have in recent years developed an im- 
mense amount of valuable data in re- 
gard to its product, and there would 
seem to be no more effective way of 
using it to the best advantage. 
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AMERICAN LUMBERMAN 


| What’s On the Retailer's Mind in 
| These Hectic Days? 


number of 
representative lumber dealers— 
including some who are well 


known as leaders in that branch of the 
industry, with others who seldom are 
publicly heard from, contribute to a 
symposium appearing in this issue 
which, it is believed, will be read with 
more than ordinary interest. 

If it is true that in the multitude of 
counselors wisdom is to be found, cer- 
tainly this cross-section of retailer 
opinion should have decided value in 
the task of charting a course for the 
dealer in these days when the needle 
of the old compass wabbles so errati- 
cally. Dropping the nautical figure, 
that is to say that some of the old 
suide-posts to success in the retail 


lumber business need to be replaced 
by more modern ones. The destina- 
tions have not changed, but the ways 
of reaching them have. 

While it is not purposed in this lim- 
ited space even to summarize the opin- 
ions expressed, much less to make any 
adequate comment upon them, the em- 
phasis placed upon what has come to 
be designated as the modern merchan- 
dising of building materials, including 
more adequate financing facilities, is 
apparent. 

It is a fair inference from the opin- 
ions expressed by the dealers repre- 
sented, that they feel that solutions to 
some of the pressing problems of to- 
day, especially those pertaining to dis- 
tribution through channels other than 
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the regular lumber yard, must be 
found, and that speedily, if the retail 
lumber dealer is to continue to occupy 
his accustomed place in the industry 
and to prosper therein. 

The retailers, like any other group, 
doubtless can thresh out and solve 
within their own family circle many of 
the problems that confront them, par- 
ticularly those relating to the regular 
business routine, such as credit and 
collections—always a live topic and 
particularly so now—but for the equi- 
table and satisfactory adjustment of 
some of the questions pertaining to 
distribution and other manufacturer- 
dealer relationships there is needed the 
co-operation, in the common interest, 
of other branches of the industry. 

The conventions of retailers to be 
held during the next few months af- 
ford a forum for the discussion of 
those matters which retailers are 
thinking most about, and it is to be 
hoped that out of these gatherings may 
come constructive ideas and action. 








7. 
Los Angeles Receipts 
[Special telegram to AMERICAN LUMBERMAN] 

Los ANGELES, CaLir., Oct. 14—Cargo arrivals 
at Los Angeles harbor last week amounted to 
a total of 5,967,000 feet, a new low mark, there 
having been seven cargoes of fir with 5,518,000 
fet and two of redwood, with 449,000 feet. 
Arrivals the preceding week amounted to 7,058,- 
000 feet, consisting of nine of fir and one of 
redwood. Unsold lumber on the harbor totaled 
5,305,000 feet, compared with 5,972,000 feet the 
preceding week. Sixty vessels are reported laid 
up and one operating offshore; the preceding 
week sixty-two were laid up and one operating 
offshore. 


Revises Plans; Will Operate Dur- 
ing Winter 


DENVER, CoLo., Oct. 12.—The Cady Lumber 
Corporation, of McNary, Ariz., which had con- 
templated a shutdown, has announced it will 
continue in operation during the winter months 
with a force of 400 men. The mills will run 
seven hours daily, six days a week. 


Trainload Shipment Planned as 
Inaugural of New Rail Line 


Westwoop, Catir., Oct. 10.—What is claimed 
will be the largest shipment’ of lumber products 
ever made at one time is planned by the Red 
River Lumber Co., of Westwood, to mark the 
inauguration of traffic on the new Western Pa- 
tific-Great Northern California line. During 
the last fourteen months both lines have been 
extended to close the 250-mile gap, rushed to 
completion at record breaking speed of con- 
struction. 

The golden spike will be driven at Bieber, 
Calif, early in November with ceremonies at- 
tended by many of the most prominent figures 
i transportation, industry and public life. This 
will open a new transcontinental link and a 
new north-and-south line on the Pacific coast. 
What far reaching effects this change in the 
trafic map will have on the industrial and agri- 
cultural development of the Pacific coast can 
not be estimated at this time but it is expected 
that its stimulus will rank in importance with 
that of the coming of the first railroad. 





The “Paul Bunyan Prosperity Special” will 
leave Westwood as a feature of the inaugural 
program and run south to Keddie, Calif., where 
the cars for California points will be taken out 
and the rest proceed in a solid train shipment, 
eastward via Salt Lake, Denver, and Omaha 
where it will split, part going north to Minne- 
sota Transfer and a part to Chicago and the 
East. 

Paul Bunyan, the genial old giant whose 
mighty deeds are the subject of lumberjack 





[Sales-o-gram No. 86] 


COURAGE 


The timid driver is more likely to get 
hurt in a tight scrape than the confident, 
courageous one. Coaches say that the boy 
who makes a half-hearted tackle is far more 
likely to break a bone than the player who 
courageously plunges in. The timid sales- 
man, too, is far more likely to come out 
second best, than the courageous, hard- 
tackling chap. Courage lends an armor 
of protection that is very real in its effect. 





mythology and whose face is the Red River 
trademark, will bring Babe, his Big Blue Ox, 
in from the logging woods to stand by in case 
the powerful locomotives of the Western Pa- 
cific can not pull the train. 

The “Paul Bunyan Prosperity Special” will 
be a spectacular gesture toward the stimulation 
of confidence in the lumber and building indus- 
tries if the expectations of the Red River Lum- 
ber Co. are realized. Through the hearty co- 
operation of lumber dealers and manufacturers 
orders are rolling up that promise to make this 
train from the company’s mill at Westwood, the 
largest single shipment in the history of the in- 
dustry. 

Newspapers and the news reels which will 
be shown in every theatre in the country will 
bring the story of this Prosperity Special to 
the general public. Newspaper advertisements 
that will bring the consumer in direct contact 
with the participating dealers will be an im- 
portant feature. The railroads are co-operating 
in the publicity and, by special traffic arrange- 
ments, will permit reception of the train with 
suitable ceremonies at points of destination. 


Starts Operations Under Co-op- 
erative Production Plan 


New Lonpon, Wis., Oct. 12.—In accordance 
with the program in co-operation with Gov. 
Philip F. La Follette, to restrict production but 
at the same time to spread employment through- 
out the lumber industry, the Hatten Lumber 
Co.’s sawmill here is beginning its season’s 
operation. Present plans call for cutting of 
logs on a one shift basis, thus spreading the 
work over the entire winter. At times the 
usual two shift plan may go into effect, but 
only for short periods. 

The company mill at Saxon will not operate 
during the winter, throwing this added amount 
of material into the local yards. 





Reconstruction of Flooring Plant 
About Completed 


MENOMINEE, MicuH., Oct. 12.—Progress of 
reconstructing the J. W. Wells Lumber Co.'s 
hardwood flooring mill indicates that the plant 
will be ready for operation in about six weeks, 
A. C. Wells, president of the company, states. 
The new factory, replacing the one destroyed 
by fire April 13, 1931, is L-shaped, 173 by 164 
feet. The building will house two rip saws and 
three fast-feed flooring machines with a 10- 
hour capacity of 15,000 feet of flooring 
each. ‘The factory is to have a capacity of 
10,000,000 feet of hardwood flooring yearly, 
and the new flooring warehouse, 208 feet 
by 105 feet, will have storage facilities 
for 2,500,000 feet. The warehouse will also 
house the retail lumber and building supply 
business which will be continued by the com- 
pany. 





Committee to Develop 


Domestic Spruce Market 


PortLAND, Ore., Oct. 13.—For the purpose 
of developing a domestic spruce market, a 
committee consisting of W. B. Greeley, Chester 
J. Hogue and J. P. Keating has been ap- 
pointed by the Sitka spruce division of the 
West Coast Lumbermen’s Association. It hopes 
to have plans workable within a month. 





QUERY AND COMMENT 


Lumber Used in Construction 


In connection with some statistics I am 
preparing I have need of figures showing ship- 
ments of lumber used in construction work 
from 1910 through to 1931. The figures I have 
seen from the government do not cover con- 
struction uses only, and further are not on 
a comparable basis because of the varying 
number of mills reporting each year. 

I am writing to ask if you have any statis- 
tics that might show the trend in construc- 
tion, or if you have any figures that may 
make a comparison of the per capita use of 
lumber through the years 1910 to 1931.— 
INQUIRY No. 2707. 

[This inquiry comes from Illinois. So far 
as known at present there are no figures show- 
ing the exact amount of lumber used in con- 
struction work. It has been authoritatively 
estimated that about 40 percent of the lumber 
produced in the United States goes directly 
from sawmills into building and general con- 
struction, and that about 30 percent is included 
in planing mill products, flooring, sash, doors 
and finish. This would indicate that approxi- 
mately 70 percent of the total production goes 
into construction uses. 

Figures compiled by the United States Gov- 
ernment show the per capita consumption of 
lumber to be as follows: 


1910—465 feet 1919—325 feet 
1911—-435 feet 1920—315 feet 
1912—-455 feet 1921—-245 feet 
1913—430 feet 1922—-285 feet 
1914—400 feet 1923—330 feet 
1915—380 feet 1924—310 feet 
1916—395 feet 1925 325 feet 
1917—350 feet 1926—301 feet 
1918—310 feet 


The foregoing are the latest official figures 
now available, but from authoritative sources it 
has been learned that the per capita consump- 


tion in 1929 was about 284 feet, and in 1931 
it had fallen to 275 feet.—Ebp1ror. | 


Gold Standard and Export Shipments 


We do more or less shipping to Canada, and 
immediately upon England’s departure from 
the gold standard we ran into the problem 
of the disparity in exchange between United 
States and Canadian money. The disparity 
for some little time back before the departure 
from the gold standard by England was not 
over one percent, and this we felt we could 
afford to stand; but when the increase came 
to 10 pereent, and we now understand that 
it is 15 percent, it presents, as you Know, an 
entirely different problem, and one that thus 
far in our section seems to have no solution. 

During that period when our own and 
Canadian money was practically at a parity, 
we made no notations on invoices 
as to payment in United States funds, with 
the result that on payments that will come 
to us on stock already invoiced and not paid 
for, it will mean a loss to us on the difference 
in exchange, if we accept payment ren- 
dered 

The point that we 
is what international 
international law 


orders or 


as 


want to ask you about 
usage or perhaps even 
requires in a matter of this 


kind. To cite an exact case: If we should 
receive a check from a Canadian customer 
drawn on his Canadian bank, and if we de- 


posited this in our bank and 
percent because of the disparity in the ex- 
changes, would we be obliged to stand this 15 
percent, or could we tell our customer that the 
order had been taken and the invoice sent in 
good faith on our part, that the payment 
would made and should be made in United 
States funds at par? 
Another point that we 
cleared up is the 
on orders taken 


were charged 15 


be 


would like to 
matter of shipments made 
before the disparity in ex- 
change. Are we obliged to ship these orders 
based on payment in Canadian money, which 
will mean, of course, again the proposition 
that we shall be obliged to stand the differ- 
ence in the exchanges? 

It must be borne in mind that the payments 


have 
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coming to us now will be. made on invoices 
that were rendered before England dropped 
the gold standard and made for this great 


disparity.—INQUIRY No. 2708. 


{This inquiry comes from a Michigan man- 
ufacturer. It is believed that there can be no 
question about payment of bills incurred, that 
is orders accepted and shipments made, before 
the suspension of the gold standard. They must 
be paid at par. 

The principle is believed to be the same in 
the case of shipments to be made of orders ac- 
cepted before the suspension. Such transactions 
clearly were made in contemplation of the ex- 
istence and continuance of the gold standard, 
as it had been established for years. They 
also should be paid at par. 

There is, perhaps, a remote possibility of 
complications owing to the fact that in times 
past, before the suspension of the gold stand- 
ard, the inquirer bore the losses due to slight 
declines in exchange. However, it is believed 
that it could hardly be argued that doing so 
established a rule or custom that would in- 
clude such a decline as had been produced by 
the abandonment of the gold standard by Great 
sritain. 

In this connection it is interesting to note 
that leading exporters and shippers of lumber 
of Seattle, Wash., at a meeting held in that 
city Sept. 25, took the stand that contracts for 
delivery of lumber made prior to Great Brit- 
ain’s suspension of the gold standard must be 
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consummated on the gold standard valye i 
the pound sterling.—Ebiror. | 


Sawdust and Other Mill Waste 











october I 


| Souther 


South 

No doubt from time to time you come jy almost 
contact with manufacturing concerns that hays exceede: 
a good deal of mill waste, such as shaving — : 
sawdust and edgings. We are now in ty decline, 
market for such material in carload lots ony § slight Pp 
of white pine (dry), and if you know of an —, 10: 
such concerns that have such materia] and but mos 
that are not located too far from our factory have be 
we would be glad to be put into correspondeng cc 4S 
with them. They should be near enough to néss *». 
our plant to be able to ship on a rate no —& are taki 
exceeding $5 a ton. er of timt 

If there are any concerns of very large siz 
we would be willing to make a contract fy market 
their entire output. We may add also that export 
we can use sander dust; provided, of Course, ; ad 
it is white pine.—INQuIRY No. 2704. strictec 

[The foregoing inquiry is made by an office — 1 the | 
of a western New York concern that manufg. B low pt! 


tures wood flour. While the inquirer specifies 
that the waste must be white pine, it is as. 
sumed that he will be willing to consider the 
product of the white pines of the West as wel 
as the northern white pine. This inquiry, there. 
fore, should interest mills cutting Idaho white 
pine and California sugar pine. It is possible 
also that some of the other so called “white 
pines” would serve the inquirer’s needs. The 
name of the inquirer will be supplied on request, 
—Epitor. | 
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Probably the largest vessel 
ever built for lake traffic is 
now on the stocks at Cleveland. 
Certainly it will be largest on 
the lakes when launched, being 
3,200 tons burthen, and capable 
of carrying 100,000 bushels of 
grain. The vessel will be 302 
feet 6 inches in length, 39 feet 
breadth of beam, and 25 feet 
depth of hold. It is entirely 
of iron excepting the decking 


and finishing. It will be driven] gust.” The LumMserman gives sors. Just when the local trade 
ra 20. > 1@ —_ > 270i , j is |. nagenediee “ i . 

by a 200-horse power engine. the eit for what it is was congratulating itself upon 

a worth. - ~ having passed through one sea- 

A lumberman of mature The 1 ie at ‘tl son without the customary 

judgment gave an explanation he farge Stick Of tinrber/catastrophe of a break in 


of the causes leading to the 
present condition of the Chi- 
cago market. He said: “I told 
the boys last summer, when 
they were bulling the thing for 
all it was worth, and advanc- 
ing twenty-five to sixty cents a 
thousand every few days, that 
they would overdo the thing 
and their fall trade would 
come up gloriously missing. 


last 


* 


in the fall, having been caught 
once or twice. 
thing coming this time. 
such a terrible boom that they 
believed it might hold up in- 
definitely and they just stepped 
in and bought. 
the Chicago men find that their 
fall trade has been pretty thor- 
oughly discounted. 
generally do in September they 
did last July and early in Au- 


sawed at Port Blakely, W. T., 
autumn, by ex-President 
Hayes, was sent to San Fran- 
cisco, and there parchased by 
the Government to be used in 
the Mare Island navy yard. 


Agents of the New Mexico 
Railway Co., and of a Texas 
railway, have been 
contracting for the immigration 


good trade and good prospects 
at the beautiful Wisconsin cap- 
ital. Mr. Sorensen is one of 
the LumperMman’s oldest sub- 
scribers, having copies of this 
paper from its infancy up. 
Consequently * * * 


They saw the 
It was 


Again there is a “weakness” 
in the Chicago lumber market. 
It is as pronounced as it i 
causeless and as utterly unres 
sonable as any of its predeces- 


What they 


prices, the break actually came. 
It stole upon the District like 
a thief in the night, and took 


Weste' 
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a pretty firm hold before its 
existence was suspected. It 
came, and grew, in spite of the 
strenuous efforts of the clearest 
headed operators to avoid it 
and the formidable “Resolves” 
of the Lumbermen’s Exchange 
that it was not. 


in China 


It was, and 


They wouldn’t believe it. They 
had the greatest July trade 
that ever was known. It car- 
ried them completely off their 
feet, and they got to believing 
that the same thing would con- 
tinue right up to the end of 
the year. Now why did they 
have that extraordinary July 
trade? Simply because the 
country dealers have got on to 
this racket of booming prices 





of 1,000 coolies to work on the 
roads. They (the Chinamen) 
receive $1,25 a day, a price at 
which the Hibernian wielders 
of the pick and spade need not 
strike. 

* a * 

David F. Sorensen, of the 
lumber and building firm of 
Sorensen, Frederickson & Fish, 
Madison, Wis., called at this 
office last week and reports a 





is, and how long it will be, 
Providence and the District 
alone can tell. 
o * oa 

The schooner “Richard Mott” 
owned by Holt & Balcom, 
Oconto, Wis., is making Maud 
S. time as it were, this season. 
In seventy hours she made the 
round trip between Oconto an 
Milwaukee, including 
and unloading. 
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LUMBER MARKET REVIEW 


Southern Pine Moves in Small Volume to Rural Yards; 
Railroad and Export Buying Slow 


Southern pine bookings in the week ended Oct. 10 were 
almost 10 percent above the production, but were in turn 
exceeded by the shipments, and while stocks continue to 
decline, so do files of unfilled orders. There has been a 
‘slight pick-up in buying by middle West country yards, 
hut mostly of badly mixed cars, and a few straight cars 
have been sold by offers of low prices. In the East, busi- 
ness is slow and highly competitive. The cotton States 
are taking very little this fall. There has been fair buying 
of timbers for public projects, but railroads are in the 
market only infrequently and for small amounts. The 
export markets are very dull, for European trade is re- 
stricted by exchange difficulties, and lumber can be sold 
in the South American and Island markets only at quite 
low prices. 


Western Pine Bookings Fail to Keep Pace With Cut 
and Prices Show Decline 


Inland Empire production in the week ended Oct. 10 
was 30 percent of capacity, the same as during the preced- 
ing week, while there was a slight falling off in bookings, 
to 89 percent of the cut. Identical mills reported that the 
cut was 68 percent of that for the corresponding week last 
year, and orders 45 percent. Though order files are thin, 
the mills are going into the winter with low stocks, ship- 
ments to date this year having exceeded the production. 
Prices reported for the period Oct. 8 to 12 are almost with- 
out exception lower than those of the week before. The 
Nos. 2 and 3 common grades in Ponderosa and Idaho suf- 
fered the least, but there was an appreciable decline in all. 
Nos. 1 and 2 shop were off a little, but No. 3 strengthened. 
In the middle West, both retailers and industrial users 
are slow buyers. Some in the East expect withdrawal of 
the combination rail-water rate, and that all shipments 
will be put on an exclusive rail basis. 

California mills have recently been cutting about 75 per- 
cent as much as in the corresponding period of last year, 
and orders are not keeping pace with the cut, having been 
about 20 percent below in the week ended Oct. 10. Mill 
stocks are low, shipments to date this year having ex- 
ceeded the cut by 27 percent. 


Coast Shipments Greatly Exceed Orders and 
Production; Sales Fall Below Cut 


West Coast bookings for the week ended Oct. 10 show 
an unfavorable relation to production, being almost 4 per- 
cent below. There was no increase in the production, 
which made slightly less than 32 percent of capacity, or 


' about the same as during the preceding week, but new 


business in some sections of the market fell off. As ship- 
ments the last three weeks have been running heavily 
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ahead of orders, mill files are reaching a low level. Domes- 
tic cargo business showed a further decline from its low 
level of the preceding week and there was a decided drop 
in export trade, but rail volume was maintained. 
Practically all the rail distributing centers report that 


sales are slow, and that the yards are ordering only what 


they must have, in mixed cars for quick shipment. They 
generally report that prices are easy, but the mill sales 
report for the period ended Oct. 12 shows a strengthen- 
ing in the list. Flooring average recovered from the de- 
Clines of the last two weeks, advancing $1.30, the chief 
strength being in vertical grain items. Averages of finish 


Lumber Statistics Appear on Pages 41 and 61; 


and No. 1 boards each went up 70 cents, and No. 1, 2x4- 
inch dimension average was off only 7 cents. The mills say 
that there is a little more life in the inquiry, probably for 
fall needs, but there is no disposition anywhere to buy for 
stocking up. 

Domestic cargo trade has been declining for several 
weeks. While the $10 intercoastal rate is being adhered 
to, boat space is not all being utilized, and many buyers 
on the Atlantic coast are afraid that the rate can not be 
held. Current receipts are moving only in small part to 
retail yards, but the list is said to be firm on the scattered 
lots they are taking. California receipts in the week ended 
Oct. 14 reached a new low mark, and unsold stock declined. 

Offshore business has fallen off again. A large propor- 
tion of the movement was to the Orient, and the Sino- 
Japanese situation discourages buying, though Oriental 
stocks are reduced and freight rates low. Some believe 
more favorable exchange is turning Oriental buying to 
Canada. European buying now has to be done on the 
basis of American exchange, and the necessary increase 
in laid-down prices is hurting business. 


Hardwood Consuming Groups Take Only Small Lots; 
Export Market Recovering 


Southern hardwood bookings in the week ended Oct. 10 
were 16 percent above the production, but shipments ex- 
ceeded the bookings. Northern bookings were more than 
twice the cut, but were also exceeded by shipments. There 
has been some buying done by radio plants, and this may 
continue for a couple of months. Furniture plants con- 
tinue to take only small quantities; some sections say 
trade is dull, and others note an improvement. Automo- 
bile plants are slow buyers, but more activity is reported 
in body plants, in preparation for new car models. Build- 
ing demand is showing a seasonal slowing down, and pro- 
duction at flooring plants is being curtailed. Practically 
no buying is being done by railroads. While export trans- 
actions are done under severe difficulties caused by the ex- 
change situation, British buyers seem to be re-entering 
the market. 


Northern Pine ‘and Hemlock Mills Report a Small-Lot 
Demand from Retail Yards 


Northern pine mills reported that orders for the week 
ended Oct. 3 were only about half as large as in the corre- 
sponding week of last year. Production, however, was 
less than one-quarter as large as last year’s, so that sales 
were around two and a half times production. Shipments 
during the first 39 weeks of the year have amounted to 
6 percent above the cut, so that mills are going into the 
winter with low stocks. In both the middle West and the 
East, yard demand is almost all for small lots or well mixed 
cars for immediate requirements, and competition from 
western species, particularly on upper grades, is said to 
be extremely keen. Northern pine mills have been com- 
pelled to grant some concessions for this reason. Indus- 
trial business in the two chief marketing sections is very 
quiet, though stocks of all consumers are slim. 

Northern hemlock manufacturers are doing a small-lot 
business with Wisconsin and Michigan yards, and there 
has been no change in the list price, which remains at $11 
off the Broughton list. These mills had been able to com- 
pete in nearby sections of Canada, but this business is 
almost cut off, as the drop in exchange value of the 
almost cut off, as the drop in value of the Canadian dollar 
means a $2 or $3 advance in prices. 


Market Prices and Reports on Pages 58 to 61 
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The Nature of Stumpage Value 


[By C. 


[AutTHoR’s Note.—The timber industries and 
those connected with them have been suffering 
from the results of certain misconceptions as to 
the nature of stumpage value, such as the wide- 
spread impression that stumpage value is in- 
fAuenced in some way by the rate of depletion 
of the total supply of timber or by the amount 
of the owner's investment with interest com- 
pounded annually. 

We believe that recovery from the existing 
economic derangement demands fuller recogni- 
tion of the significance of the fact that stumpage 
value is essentially nothing else than a measure 
of differential advantage and also recognition 
of the importance of planning and conducting 
conversion operations with due reference to the 
economic maturity of the extremely diversified 
items of wood volume and timber area which 
constitute the supply of raw material.] 


The market value of standing timber rests 
upon anticipation of profits to be made in manu- 
facturing it. The estimation of these antici- 
pated profits in the minds of more or less com- 
petent buyers and sellers forms a complex of 
personal opinions from which are developed the 
market prices at which standing timber is 
bought and sold. 

Underneath this psychological platform upon 
which stumpage prices rest are the basic facts 
and economic controls by which these prices 
are guided. Recognition of these facts and con- 
trols is commonly inadequate, with the result 
that stumpage prices are temporarily influenced 
by false conceptions such as the widespread 
assumption that stumpage value is influenced in 
some way by the amount of the owner’s invest- 
ment with interest compounded annually. 

The most significant underlying fact is that 
stumpage value is essentially a measure of 
differential advantage. 

Within any region or combination of regions 
carrying large supplies of virgin timber and 
competing in common markets for their timber 
products, the total supply of standing timber 
existing at any time comprises an aggregate of 
raw material extremely diversified as to the 
factors controlling cost of manufacture and 
selling price of product, and correspondingly 
variable as to conversion value. 


Only a Minor Portion of the Supply Has 


Plus Conversion Value 


Under the manufacturing and marketing con- 
ditions current at any given time, only a por- 
tion (normally a minor portion) of the total 
supply of timber has a plus conversion value. 
Within this minor portion the conversion value 
varies widely from zero upwards, varying from 
log to log within a tree, from tree to tree 
within a species, from species to species, and 
from area to area. Within the major portion 
a similar wide sweep of variation extends from 
zero downward. 

The more favored areas have a differential 
advantage over the zero areas which is an 
exact measure of their conversion value at any 
given time. The market value of the timber 
on such areas is based upon anticipation of 
future conversion realization with due allow- 
ance for profit and risk. 

These more favored areas rank progressively 
from the most favored downward to the line of 
zero conversion, constituting a zone of plus con- 
version. As cutting proceeds, this zero line 
shifts progressively backward into less favored 
areas and the zone of plus conversion shifts 
with it. 

Owing to the fact that the manufacture of 
standing timber requires heavy capital advances 
against future operating charges, conversion 
value can properly be figured only for areas 
tributary to an efficient lay-out of operating 
facilities with enough convertible timber to 


A. Lyford, Vice President James D. Lacey & Co.] 


amortize the required capital advances over an 
extended period of operation. 

In locating the line of economic selection with 
reference to any particular log, tree or small 
unit of area, all items of advanced expense, 
even such minor ones as the cost of rigging 
head spars and changing lines from one tail 
hold to another, are disregarded and conversion 
value is figured on an after-cost or by-product 
basis, including only that portion of current 
operating cost representing the difference be- 
tween taking any particular item and leaving 
it behind. Fixing the line of economic selec- 
tion on this after-cost basis gives the maximum 
cash realization from any given operating unit 
of area. 

For areas of rough topography with a wide 
range in size of trees, the line of selection thus 
fixed normally excludes large numbers of minus 
logs from plus trees and large numbers of 
minus trees from plus areas. The percentage 
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of merchantable wood material thus excluded 
commonly exceeds 20 percent and sometimes 
exceeds 50 percent, the larger percentages gen- 
erally obtaining on areas with a mixture of tree 
species differing widely in market value of their 
products. The amount of minus wood volume 
on plus area is obscured by the firmly estab- 
lished practice of using grand averages per 
thousand feet in figuring operating costs with- 
out any segregation of costs and sales returns 
for raw material items of questionable value. 


Line of Zero Conversion Continually 
Shifting 

The line of zero conversion is continually 
shifting back and forth with changes in market 
prices of products and is also affected by 
changes in freight rates, in wage scales, in cost 
of equipment and supplies, and in operating 
efficiency. Stumpage value, however, being 
based on operating units with a life expressed 
in years, measures the general trend and is 
relatively steady. 

The spread of conversion value, from the 
most favored areas to the zero line, is held in 
check by the law of supply and demand. If the 
demand for timber products outruns the cur- 
rent supply, prices rise and the zero line shifts 
to include areas previously rated as minus value. 


This tends to increase production, which in turn 
tends to check the rise in prices. 

In operating to increase production, this law 
takes into account all capital advances against 
future operating charges. In its operation t 
decrease production, however, these capital aq. 
vances assume the nature of water over the 
dam and production is not effectively checked 
until product prices fall below the current cash 
outlay required to keep the marginal producer; 
going. This sacrifice of amortization returps 
falls upon those who have made the capitaj 
advances. It does not change the spread of plys 
conversion values and therefore has no effec 
on stumpage values. 

The spread of value across the zone of plus 
conversion fixes the maximum stumpage valyes 
for any given timber region. In the early 
phases of regional development operations are 
concentrated in a narrow zone of first choice 
areas and stumpage values are correspondingly 
low. As development proceeds, operations ex. 
tend into less favored areas and the zone widens 
as the Scale of regional production increases, 
After reaching a normal spread of value the 
zone tends to shift position without much change 
in spread and the level of stumpage values tends 
to remain stationary, although the value of any 
particular item of area steadily increases as the 
zero edge of the zone shifts away from it. 

After the zero edge of the zone of plus con- 
version has reached the outer boundaries of a 
timber region, it may shift into another region 
from which timber products can not reach com- 
mon markets except over obstacles such as 
heavy transportation expense or excessive log- 
ging cost. Such a shift increases the spread of 
conversion and advances the more favored re- 
gion to higher levels of stumpage value. 

The spread of conversion value is also in- 
fluenced by the size of area units required to 
amortize capital advances for operating facili- 
ties. In a region requiring large and expensive 
units of operating improvements and equipment, 
the more favored areas are acquired for opera- 
tion in correspondingly large units, thereby 
hastening the extension of additional operations 
into less favored areas and increasing the spread 
of value in the zone of plus conversion. 


Working of Economic Controls 


The working of these economic controls takes 
the form of general trends with numerous and 
various minor fluctuations and exceptions. It is 
complicated by partial market overlapping as 
between different tree species and between dif- 
ferent timber regions. It is obscured by erron- 
eous conceptions and ill-judged acts on the part 
of timber owners and operators. But in the 
main these controls are effective and from 
knowledge of them important conclusions can be 
drawn, such as: 


1. Stumpage value, if any, develops im 
operating units of area which rarely match with 
units of timberland ownership. 


2. The main operating objective can best be 
conceived as the maximum net yield in dollars 
per unit of area, regardless of what this dollar 
yield may figure per unit of wood volume 
utilized. 


3. The conversion value of any given item 
of wood volume tends to increase steadily at @ 
flat rate per thousand. This flat annual increase 
is sufficient to cover carrying charges up to 4 
critical point beyond which the burden of taxes, 
protection cost and normal interest on current 
value rapidly overruns the current increast. 
After a volume item has passed this critical pomt 
of value it is economically overripe. The con- 
version value of any unit of timber area, how 
ever, tends to increase at a rate accelerated by 
continual shifting of wood volume across 
zero line from minus to plus value. Any such 
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becomes economically overripe when 
increase Of value falls below the 
including normal in- 


area unit 
the current 1 
current carrying charge, 
terest on current value. 

4. The maximum cash return from any tim- 
pered area with a wide spread of conversion 
value can be got by concentrating operations as 
jar as practicable on that portion of the timber 
yolume which 1s economically ripe at the time of 
cutting and leaving behind all items of minus 
conversion value. Items of small plus con- 
version can also be advantageously left behind 
a way can be found to maintain them for later 
operation. 

5. Capital advances for operating facilities 
are economically unprotected. Except during 
market upswings, amortization charges are 
essentially a portion of stumpage conversion. 

s. Stumpage value is not influenced by the 
total supply of timber or its rate of depletion, 
except when the line of zero conversion value 
extends beyond the outermost limits of supply. 
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Front rank operating units of timbered area are 
always scarce, but their value is derived from 
differential advantage, not from scarcity. 


Economic Functioning Deranged 


The economic functioning of the Pacific 
Northwest timber industries has been deranged 
by misguided efforts to force manufacturing 
liquidation of unfortunate investments in stand- 
ing timber of marginal or minus value. Wide- 
spread understanding of the nature of stumpage 
value and well-guided economic selection of 
timber for current cutting would help to cure 
this derangement. 

In applying the principles of economic selec- 
tion the first essential is a full and detailed 
knowledge of conversion differentials. Under 
a normal run of operating and market condi- 
tions, such a showing would presumably indi- 
cate that the total amount of cash realization 
per unit of area could be increased by leaving 
behind a considerable portion of the wood 
volume being utilized. This indicated line of 
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selection, however, would not be followed with- 
out an attempt to adjust operating and market- 
ing practice so as to change some of these minus 
conversions to plus. After reaching the limit 
of adjustment in this direction, sound operating 
procedure would require leaving behind that 
portion of the wood volume which appears to 
be hopelessly minus as to value. If this should 
check the production of a type of product for 
which there had previously been an active de- 
mand at an unprofitable price, this price would 
tend to rise toward a higher point of economic 
balance, with the probable result that a con- 
siderable portion of this previously minus value 
wood volume would shift back into production 
again on a plus value basis. 

If this line of reasoning is sound the applica- 
tion of economic selection to the cutting of 
standing timber would result primarily in an 
adjustment of operating practice and market 
prices toward a balance which would give the 
greatest possible economic return from the raw 
material available. 


Reports on Building Conditions From Important 
Cities Throughout the Country 


Building contractors throughout the United 
States are confronted with the following facts, 
which have been compiled by the National As- 
sociation of Building Trades under supervision 
of E. M. Craig, executive secretary. Reports 
from approximately forty large cities on build- 
ing conditions are embodied in the national 
survey. 

1. Building authorities in virtually all large 
American cities agree that there is an over- 
supply of the office and industrial types of build- 
ing and that it will require at least a healthful 
return of normal business before this vacant 
space is absorbed. The large speculative apart- 
ment type of building also is confined to this 
class, 

2. While the transition is under way, many 
large builders will have to cultivate and de- 
velop slum or tenement clearance and rebuilding. 
Practically every large American city is con- 
fronted with the slum problem and its solution 
is generally accredited with the solving of the 
crime problem. This is a virgin field and proper 
development will greatly relieve unemployment 
among the building trades workers. 

3. Builders report in many instances a grow- 
ing shortage of homes of the bungalow type and 
residential and two apartment types. Doubling 
up of families accounts for this. 

According to Robert D. Steele, statistician 
for the National Association of Building Trades 
Employers, the Federal Government is this year 
spending $340,000,000 on erection of Federal 
buildings authorized. The Interior Department 
is spending $34,000,000 on Indian reservations, 
parks, reclamation work. Universities, colleges 
and other educational institutions have $300,- 
000,000 building program. The United States 
department of Labor reports that building per- 
mits in August show an increase of 13.4 percent 
as compared with July. 


Outlook in Various Cities 


The following excerpts are taken from the 
builders’ reports which were sent to the Na- 
tional Association of Building Trades Em- 
ployers in response to a questionnaire : 

Boston—-We believe that the financing of con- 
struction will be resumed by the banks when 
things are back to normal. 1932 will be slightly 
better. Public work is saving the day. 

_ LoweLtt—Banks will finance good home build- 
Ing. No new projects in sight. 

New York—June, July and August have 
shown a great loss in the volume of business 
in New York for 1931 as compared with 1930, 
a loss of 36 percent as registered. It is in the 
cheaper housing work where men have been 
Working under the scale, which shows that 
Where labor has taken a reduction there has 
been activity. This evidence would surely show 
there must be some change in the wage scale 


in order to permit employers to respect union 
wages, to pay union wages, to induce people 
with property to improve it. 

NEW HAVEN—1932 outlook 
1931. We believe, however, 
improvement next year. 

BALTIMORE—There seems no hope for con- 
struction until general business improves. The 
Pennsylvania Railroad will spend about 20 mil- 
lions for improvements. Construction almost 
nil. 





about 
there 


same as 
will be an 


PHILADELPHIA—Prospects for a resumption of 
building activities loom bright for next spring. 
PITTSBURGH—Federal work is furnishing the 





[Sales-o-gram No. 83] 


BREVITY 


Be brief, be aggressive, be positive, be 
pleasant—say the books on salesmanship. 
But one can be brief to the point of curt- 
ness and lose sales thereby. Aggressiveness 
may be very offensive to customers if car- 
ried too far. Positiveness, if unmitigated, 
may lead to futile argument. The wise sales- 
man says: Be brief—but courteous; be 
aggressive—but diplomatic; be positive— 
but tactful; be pleasant—but use common 
sense. 





backbone for local building operations. Money 
available for non-speculative home building. 

CuiIcaco—The Field office building and the 
$21,000,000 post office have given impetus to 
a construction program that has been largely 
stagnant for the last two years. The hysteria 
of non-buying on the part of the people who 
have funds seems pronounced in Chicago. Many 
families doubling up. 

ALBANY—We hope for better business in 
1932. The general trend here very optimistic. 
We have the best banks in country. 


BurraLo—On the basis of the proposed build- 
ing which we have reported during ’29, ’30 and 
’31, which has been shelved “till conditions im- 
prove,” ’32 should be a better year than either 
’30 or °’31 if you believe, as we do, that condi- 
tions are due to improve before long. The 
banks are now financing construction from an 
investment standpoint. 

Erte — Nothing promising for 
future. 

CINCINNATI—There still remains a shortage 
of residential housing here, including one-family 
and apartment buildings. Little hone that 1932 
will witness much industrial construction. 


immediate 


DaytTon—Shortage of single residences in 
price that range from $5,000 to $8,000. Large 
portion of union men working under the scale. 
Architects have nothing on their boards for 
1932. 

CLEVELAND—Decrease of 35 percent is shown 
in the period of Jan. 1 to July 1, 1931, over 
same period in 1930. Banks will make loans 
on residential construction only in a conserva- 
tive and restricted way. 

CoLUMBUS—Not very favorable for 1932... No 
shortage. Construction has reached low ebb. 

YoOuNGSTOWN—Building vo'tume will not get 
under way until wages have been reduced com- 
mensurate with those in other industries. 1932 
construction outlook not very good. 

St. Louis—The third quarter of 1931 will de- 
velop a considerable showing upward as com- 
pared to first and second quarters, as the St. 
Louis permits showed an increase of 97 per- 
cent over corresponding quarter of 1930. 


MEMPHIS—Low ebb reached. 


AKRON—1932 construction outlook very poor. 
Banks unwilling to finance investment building 
surplus of building of all kinds. We believe 
the hope of building for the next four or five 
years lies in alteration work. 

MINNEAPOLIS—Apparently those who contem- 
plate buildings are waiting for construction costs 
to reach bottom and it is our opinion that a 
slight increase in cost would stimulate im- 
mediate action. 

OmMAHA—Believe building will 
1932. 


LOUISVILLE—Look for improvement in 1932. 
DuLUTH—Prospects good for next year. 


Kansas Crity—Outlook for 1932 brighter than 
for 1931. 


St. Paut—For the next five months we will 
find seasonal slowing down. Then we expect 
a gradual pick-up in construction. 

San ANTONIO—Labor must meet cuts com- 
mensurate with building material price reduc- 
tions before current building recession can pos- 
sibly end. 

DaLLas—Shortage of constructive volume ex- 





improve in 


ists in all classifications in Dallas. Numerous 
projects reported delayed due to lack of 
financing. 

San Dreco—Building awaiting more liberal 
financing. 

SAN FRancisco—Builders report the follow- 


ing: Last quarter 1930, 1,528 permits amount- 
ing to $5,898,270; first quarter 1931, 1,543 
permits amounting to $5,633,783; second quarter 
1931, 1,808 permits amounting to $7,062,895. 
We are optimistic for a good building program 
in 1932. In our opinion construction has reached 
bottom and building is on the upturn as shown 
by our permits. This report is furnished by the 
Builders Exchange of San Francisco. Along 
the Pacific coast, brisk building. operations are 
reported in Seattle, Portland and Los Angeles. 
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| umber “Tailored to Order” 


to Fit the Job 


The lease was for twenty years. 

The building must be strong, and floors rigid, 
for purposes of both sales room and warehouse, 
but it must be so constructed that the owner 
could write it off his books by the time of the 
expiration of the lease. 

All kinds of materials were considered, but 
when the architects, Holabird & Root, looked 
the situation over they specified that the new 
store for Montgomery Ward & Co., located just 
across North Boulevard from the railroad sta- 
tion in Oak Park, Ill. (Chicago suburb), be 
built with brick walls, the terrazzo floors to be 
laid upon 1x6 center matched southern pine 
flooring, which in turn, should be laid on 2x12 
structural longleaf southern pine, the latter to 
be supported on steel girders. Those 2x12 pine 
joists were to be selected very carefully for 
rigidity, and were sold by the Barr & Collins 
Lumber Co., of Forest Park (which adjoins 
Oak Park on the west), “subject to Chicago 
Lumber Institute inspection.” 

A representative of the AMERICAN LUMBER- 
MAN, watching the men at work on the building, 
saw the well known trade mark and grade mark 
of the Dierks Lumber Co. on the joists, but 
observed another trade mark, also. It was 
“Pre-Shrunk.” The contractor’s foreman called 
attention to the extra mark, too, and his tone 
implied, in the words of a well known comedian 
of color, “Ain’t that someth’n!” It certainly 
was. It was worth investigating. Over at the 
Barr & Collins yard Frank S. Collins, president, 
quickly explained what it meant. 

“It’s our own trade mark,” he said. “Some 
of the other dealers merchandise this quality, 
too, and so do some of the manufacturers. It 
designates joists selected especially for rigidity. 
They are kiln dried to a 10-percent moisture 
content, so that the shrinkage after the building 
is completed and the heat is turned on will be 
negligible, if any. Yes, it applies to structural 
grades only. The knots are watched closely, 
also, particularly as to the way they are located 


in the board, for this job you just saw.” The 
dealer led the way to one of his sheds, to 
demonstrate on a joist just what he meant. 


“One edge of the joist must be absolutely clear 
of defects within two inches of the edge, and 
then we mark the board with a crayon, to indi- 
cate that the clear edge must be at the bottom. 
The knots allowable in the standard No. 1 
structural grade are allowable, so far as number 
is concerned, but they must be kept in the top 


section of the joist. It is in the lower two 
inches that the tensile strength is necessary, so 
that must be clear. These joists were carefully 
dried, so there is no crown edge, and so the 
carpenters won't insist on putting the crown 
edge up, as they usually do. This selecting and 


marking of the joists, so they will be used as 
they 


really should be used, is the province of 
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A 2x12-inch joist in the Barr & Collins yard, 
showing how it was selected for location of 
knots, as well as number of knots. All the 
wood below the dotted line is clear, for that is 
where tensile strength is needed. All joists are 
marked with a crayon arrow, to indicate to the 
carpenter which edge is the top edge 


the retailer. We feel that it is as much a part 
of our job as keeping a stock of lumber in the 
sheds is part of our job.” 

The 75,000 feet of joists and sheathing were 
sold, Mr. Collins continued, subject to inspec- 
tion by the Chicago Lumber Institute, so at his 
suggestion the writer returned to the Loop, to 
30 North La Salle Street, and tried to talk it 
over with Leo Kraemer, research engineer of 
the institute. “Tried” is good, for several days 
passed before he could be reached. Every day 
he was out inspecting lumber. And no, his 
secretary said, it was not all on this one job, 
either. Finally, last Saturday, he did find time 


to stop a while. 
“That building out in Oak Park is the first 
building 


store with such construction in the 


























Left—Because the joists were framed at the yard, as weil as specially graded, the construction of this new store for Montgomery Ward & (0 : 
in Oak Park, Ill., is progressing with unusual speed, to the contractor’s delight. Right—Workmen laying the 1x6 pine flooring on the joists; "© 
top of this will be terrazzo, and it will have to support heavy loads 2 
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The Function of the Rp. 
tailer, and the Justifig. 
tion for His Existence jy 
the Lumber Industry 





Chicago area,” he explained, “but it is Not the 
first building, by any means. It is bec 
increasingly popular with residence builde, 
when they realize that it means floors that ap 
really rigid. There is not so much of it be 
that I can do all the inspecting myself, byt; 
keeps me everlastingly busy, as you have foy 
out. When the building business picks up 
preciably, 1 shall have to have some assistang 
though. 
“Yes, those joists that you saw in Oak Pak 
really were tailored to order, for in addition 
being graded specially for the job, and marke, 
they were cut to the exact length required, anj 
the fire-cuts in the ends were made in th 
dealer’s yards, on a power saw, instead of being 
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done on the job, by a carpenter and a hand gay & 
On that one operation it saved 75 percent — 
the labor. Looking 
“The dealers will have to come to that, sooner e real 
or later. Other building materials have ben — oy. 
made easier of application, all the time. Stee, They @ 
for example, used to be put together with,— 7° or 
bolted joint. Then they brought out the rive "i! no! 
joint, and saved time, and, therefore, labor cos, | e J0% 
Now they are using welded joints and the ste that the 
costs less than ever to install. The concree§ fibers 0 
industry has done the same thing, making jt 
product easier and faster to install. 
“If wood has any intention of staying in th 
picture, it must do likewise. By doing mor 
fabricating in the yard, the carpenter’s wage 
would not be cut a cent, but he could produc 
more in the same time by the use of powe 
machinery, and so his labor would not cost » GRAN 
much. Look at us today—still using the sam — of doles 
old handsaw and hammer that have been in wf dollar | 
since time began! This making of the fire Rapids 
cuts at the Barr & Collins yard was a step ing} ments. 
the right direction. All 1 
“The same thing is true of selection of the the cit 
joists for the building, by the location of the pro) 
knots. We in the retail lumber field know tha yea! 
it is just about impossible, and probably always purchas 
will be impossible, for the lumber manufacturers hand a 
to make any one structural grade that will be larly b 
100 percent usable for all jobs. It is up to the lhe 
retailer to take that one grade and make fof y ™ 
himself further selection, sub-grade it, using that had si 
part of the grade suitable for the particular ji — °Y larg 
for which it is to be used. item 0 
“That is the retailer’s justification for exist: Poect 
ence—his place in the lumber industry. Som labor 
of the manufacturers may think he has no plac. JB With 
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Looking up at some of the joists from beneath, 
one realizes how truly rigid this floor will be. 
They are 2x12s, 12 inches on center, and they 
are supported on steel girders. Close observers 
will note knots on the lower edges of two of 
the joists, but these knots are of such nature 
that they do not interrupt the throughrunning 
fibers of the wood, and so do not appreciably 
affect the joist’s strength 
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that the lumber should be sold by the mill direct 
to the consumer. If the dealer’s idea of service 
consists merely of giving delivery at 8 o’clock 
tomorrow morning and waiting 90 days for his 
money, then those manufacturers are right—the 
retailer has no real place. It is up to the re- 
tailer to give real service, the service he alone 
can give—to take the No. 1 common, which is 
the grade that the manufacturers can furnish, 
and sell his customers that part of the lumber 
they really ought to have. That does not mean 
to throw away part of the lumber, either. 


How the Service Works 


“The other day an architect filed a complaint 
with us. The lumber sent to him was not No. 
1 common; it had too many knots in it for that 
grade, he said, and was not suitable for the 
26-foot span that was necessary in building a 
certain store building. It was 3x14 stock. 
When I went out there, I found that the main 
part of the store did have a 26-foot span, as he 
said, but that at the rear a framed stairway 
was being put in, and the span there was only 
eighteen or twenty feet. So I said to him, 
‘Let’s lay out all the joists that are not good 
enough for the span. We did, and then I 
showed him that he did not have enough of the 
poorer material to take care of the shorter 
spans (they were more than strong enough for 
that length) and would have to cut up some of 
his good joists. He was perfectly satisfied, 
then, and, accepted the lumber. 

“Tt isn’t what you want to do that counts. 
It’s what you’ve got to do. The lumber re- 
tailer, with contractors and finance companies 
demanding better construction, will have to fit 
his products more closely to the job for which 
they are to be used.” 





















This carpenter finds that a power saw gives 
him a much increased production ability, as he 
trims the boards at the edge of the building. It 
is speed-producing features such as this that cut 
building costs. Another way of cutting build- 
ing costs is for the framing of joists and other 
timbers to be done in the lumber yard, by 
power machinery, instead of by old-fashioned 
and slow hand-operated methods. It cuts the 
cost of using lumber 


Jobs, Not Doles, in Grand Rapids 


Granp Rapips, Micu., Oct. 12.—Jobs instead 
of doles is the order in Grand Rapids; for every 
dollar the city spends in public relief Grand 
Rapids gets 80 cents in labor on public improve- 
ments. 

All the physically able unemployed men in 
the city, paradexically speaking, are at work 
on projects that have accumulated over a period 
of years, projects that have not required the 
purchase of more material than the city has on 
hand and can acquire easily out of funds regu- 
larly budgeted to the various city departments. 

The finding of jobs in Grand Rapids was an 
easy matter for, as have all cities, Grand Rapids 
had shelved numerous projects in years gone 
by largely because of lack of funds. The chief 
item of expense connected with most of these 
projects was labor. But since the supply of 
labor is all too plentiful and the city is faced 
with the task of providing food and clothing for 
an unusually large number, the decision was 
made to beautify and improve the city, to the 
benefit of both the city and unemployed. 

Some 2,000 men, most of them heads of fam- 
ilies, are now busy building many of the things 
that Grand Rapids has wanted for a long time. 
The Grand Rapids method, which has been in 
operation since December, 1929, has been so suc- 
cessful-in eliminating the financial dole that now 
only about 3 percent of the cases receive direct 
relief. But this direct relief goes only to fam- 
ies without an able-bodied bread-winner or to 
lamilies too large for the part time efforts of 
the father to support. 

Every able-bodied unemployed man in Grand 

apids who is in need of assistance is working 
under a system which enables him to get along 
satisfactorily without losing his self-respect. 

hese men are creating a new park, widening 
and extending streets, building new sidewalks, 
rounding off street corners for the convenience 
and safety of motorists, laying water mains and 
sewer lines, wielding axes for the city wood 
pile, filling in city lots, painting city buildings, 
and a hundred and one other things which 
Various city officials have on their books. Al- 


ready these men have razed the buildings on the 
site for the new municipal auditorium on which 
many unemployed will soon be at work. A fine 
swimming pool in a city park has also been 
constructed, whose utility demonstrates the 
soundness of the Grand Rapids plan. 

Men being given jobs by the city receive their 
compensation almost entirely in scrip. Scrip 
is merely paper money, good for trade only at 
the city’s store. Workmen are paid at the rate 
of 40 cents an hour, but at the city store the 
prices of food stuff and clothing and other 
necessities are so low that the workman’s salary 
goes a long way. The scrip plan was adopted 
largely for the reason that it simplified the 
transference of food and clothing to workmen 
and lessened the danger of mis-spending and 
fraud. At first, the Grand Rapids merchants 
felt that the establishment of a city store was 
discriminatory; however the efficiency of this 
method has been proved and now local mer- 
chants have changed their opinions. 

The men work only in half-day shifts. The 
number of half-days the individual works dur- 
ing the week is determined by his needs and 
the number of dependents. Men with large 
families may work every day while the man 
with one or two dependents may work two, 
three or four half-days a week. Single men 
naturally work less than married men and for 
the most part, the single men are taken care of 
in the city’s social center, which is housed in 
an old church. When an individual makes ap- 
plication for assistance from the city, he is given 
a thorough medical examination regardless of 
his physical condition. City doctors determine 
whether or not a man is capable of work and 
whether or not he is fit for heavy or light duty. 
Those who have been residents of Grand Rapids 
a year or more are eligible for assistance. 

The scrip labor plan has the striking advant- 
age of keeping away the “scabs”—those men 
who are willing to take something for nothing 
even if they do not need it. Grand Rapids 
prides herself in elimination of the pauper status 
from the lives of her hundreds and hundreds of 


fine workmen. Grand Rapids feels that the 
retention of pride in these workmen will react 
decidedly to the city’s advantage in the future. 
Further, Grand Rapids, always a city of pleas- 
ing appearance, is rapidly becoming one of the 
most attractive cities in the country, a city free 
from drabness. 

Grand Rapids is doing all this work through 
a simple financing process. Finances for relief 
work are obtained through bond issues, based 
on a special assessment of one-fourth of one 
percent of the assessed valuation of property. 
This requires only a small outlay from the tax- 
payer and eliminates the guesswork that goes 
with voluntary contributions. 

But the most striking thing of all is that as 
one saunters down the streets of Grand Rapids 
dozens of dozens of signs will be seen reading, 
“Danger—Men at Work.” 





New Cigarette Roller of Wood 


LouIsviIL_E, Ky., Oct. 12.—The “roll your 
own” wave that has swept through the country 
due to high cigarette taxes has resulted in the 
development of a new wood product in the 
form of a cigarette roller, with which the 
smoker can roll his own cigarette. This prod- 
uct, developed by a Louisville manufacturer of 
wood specialties, is known as B. & B. cabinet 
cigarette roller, and represents the first all-wood 
roller on the market. Another Louisville con- 
cern which recently brought out a metal roller 
has found such a demand for it that it now is 
behind more than 100,000 machines in its de- 
liveries. This new all-wood roller is an im- 
provement over others now on the market. 
The boxes are made of poplar, and the interior 
mechanism is of wood in the form of a notched, 
sliding block, with a small wood handle used 
in moving the slide. Already, this new all- 
wood product has had a fine reception and 
negotiations are under way with a number of 
chain store organizations and tobacco manu- 
facturers for the development of a nation-wide 
outlet for the product. 
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One Young Couple 


Preferred a Home 


Much talk of modern youth is heard these days, as has 
always been the way of mankind from the beginning. Per- 
haps they say worse things about them now than Grandfather 
said about us, but more likely it is only different. 

One of the chief indictments against modern youth seems 
to be that they no longer care for the home and home keep- 
ing; that they have lost all love of family and have no inclina- 
tion for family life. Most of the blame for this seeming lack 
of balance among young people has been placed on the long- 
suffering automobile, probably most unjustly. 

Thousands of incidents might be cited to refute these 
charges, but the story of one young couple who live in a small 
Wisconsin city is not only a case in point, but a particularly 
interesting account of one way to geta home. 

This young couple were married in January, 1929. The 
young man had a job—not a very good one. The young 
woman had a popular-priced coupe, a present from dad. 

For about five months they followed the usual course, rent- 
ing a small apartment and spending most of their spare time 
in the coupé. But along in 
June came a change. The 
husband got a new job with 
a rather large corporation 
which promised a future and 
permanency. They moved 
into a little larger apart- 
ment, paying $45 a month 
rent. Then after much con- 
sultation they decided on the 
initial sacrifice which would 
lead to a home of their own. 
They sold the car. 

Now the little car brought 
them only $425. It was all 
they had. The young wife 
took that sum intact to her 
father and asked him to buy 
them a $500 _ high-grade 
bond, agreeing to pay the balance in two or three monthly 
payments. They wanted a secure investment, so the bond 
selected carried a 5% percent coupon. 

In the meantime they had been obliged to buy their furni- 
ture on the budget plan and for almost two years devoted all 
their surplus to this purpose and to acquiring a small savings 
account. Needless to say they sacrificed much of the more 
extravagant pleasures that many young married couples con- 
sider essential to their happiness, but they made no real sacri- 
fice of worth while social or spiritual enjoyment. 

Here’s where the employing corporation comes in. The 
concern has a plan whereby any employee holding a position 
for two years or more, earning a stipulated minimum salary, 
and showing sufficient industry and ability to merit future 
promotion, may be aided in the building of a home, if he so 
desires. To show his earnestness, thrift and ambition to own 
a home, the employee must first acquire a desirable lot, free 
and clear of all incumbrances. The plan, if followed out, 
pays off the second mortgage in a little less than five years, 
the first mortgage in about ten and a half years. 

This young couple, long before the two years were up, went 
to the young woman’s father once more. They had decided 
on a well-located lot, and had sold their bond at 2 percent 
above par (which shows that good judgment is an inherited 
quality in that young wife). Once more he came to their aid 
with the minimum amount of help required. He loaned them 
enough to complete the purchase of the lot. 





The home they built in two years after selling the car 
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They Started Out With 
a Car, But in Two Years 
Were in Their Home . . 


One need not go into detail as to the pleasure, joy and hard 
work that was entailed in figuring out suitable plans for the 
house; plans that would combine a neat, attractive home an 
yet keep within the bounds of reason from an_ investmen 
standpoint; also to keep the monthly payments within eas, 
reach of the young husband’s salary. , 

The final plan called for basement, three nice rooms on the 
first floor, three bedrooms and bath on the second floor—wha 
might be termed a story and a half type of house. The build. 
ing was entirely of lumber, save for asbestos shingles. 

Ground was broken in May, the building completed and 
they moved in on the 31st of July, two years and a half after 
their marriage. It is a very attractive and well-built home. 
sufficient for their needs for a long time to come. 

They have it figured out so that the interest, principal pay- 
ments on first and second mortgages, taxes and_ insurance 
cost them $65 a month. The rent they had been paying was 
$45 a month. Thus they have added a yearly payment over 
and the rent of $240 for a 10-year period, o 
$2,400 more than they would 
have paid for rent for ten 
years presuming that they 
never increased the size of 
their apartment nor moved 
into a better locality. At 
the end of the ten years the 
home ‘will be theirs abso- 
lutely free and clear. 

Needless to say the young 
people have been gloriously 
happy during these busy 
months of planning and ac- 
complishment, and are over- 
joyed with their nice new 
home. The future means 
more sacrifice and hard work, 
much planning and scheming 
to make ends meet, but 
they are fortunate in having the shrewd father who keeps 
his hands off, letting them work it out themselves, and only 
coming forward with a little loan on a strictly business 
basis when absolutely necessary. They are even more for- 
tunate in the employer who has recognized the value of the 
home-owning employee and has made it possible for the 
sort of men desired in the plant to secure a home. 

If such a plan could be generally adopted, and young peo 
ple could be generally induced to deny themselves the pleas 
ures and extravagances so common among the present younger 
generation, applying the energies and money instead to the 
acquiring of a home, there is no question that many of the 
problems of this complex age would be solved and we would 
take a long step towards a permanent prosperity. 


above 





A NATION-WIDE investigation into the expenditures of the 
average American family has shown that many more fam 
lies could buy or build homes if they reorganized their 
budgets, according to the National Association of Real 
Estate Boards, which has been prompted to appoint Tues 
day, Dec. 1 as “National Home Savings Day” when people 
throughout the country will be urged from a new angle to 
become their own landlords. Plans include distribution of 
budgeting suggestions, backed by figures, directed chiefly 
to women, showing where leaks may be turned into savings 


and how low-salaried families can save for home buying of § 


building without changing their present living standards. 
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HOMING 
NCE THERE 


was a man 
who was above 
the ordinary 
= things of life. 








He was above 
' marriage and 
~*~,  ~ home and fam- 
jy and many petty little annoyances. 
He didn’t mean to be disinterested 
but he was a scientist and a bachelor 
cub man and led a life which probably 
encouraged a gradual change in his 
outlook. 

Rather pityingly he observed his 
brothers struggling through the years 
to keep roofs over the heads of their 
families and now and then struggling 
even harder to patch the roof. He 
didn’t envy them a bit. For himself 
he was having quite a bully time of it. 
Especially since he had joined that 
sportsman’s club in the northern wilds. 

He loved to hunt and fish and that 
was why he joined the club. Then he 
found he could be so independent there 
in his own shack. The shack was noth- 
ing to boast of, just a log cabin he had 
helped build the first year he was there. 
Really a very inexpensive arrangement 
it was, too. During the preceding win- 
ter he had saved the few hundred dol- 
lars necessary for the cedar log shack 
and there he was! A king in his do- 
main. No telephone, no service, no 
people to consider! By himself to his 
joy, and a place for his treasures, a 
place to rest and to satisfy his own in- 
dividual tastes was his. 

















he 


Sas 


Of course the cabin was crude. But, 
then, he spent a little money and time 
each summer in improvements until 
finally after ten years of unhampered 
living he found he had quite a place. 
And then a very strange thing hap- 
pened. He fell in love! 

He fell in love and courted and mar- 
tied! What is more, the very first 
thing he did, was to take his bride to 
the cabin in the northern wilds. He, 
the cynical scientist, pitying his broth- 
ets struggling for homes, had himself 
struggled and worked until, like primi- 
tive man, he owned an abode for his 
bride. 


Probably he doesn’t know to. this 
day that he was obeying a primitive 
instinct when he labored over the 
cedar logs; yes, and when he denied 
himself materially during the winter to 
save money for his sportsman’s para- 


set 
toward that end. 


in 1932 or 1936. 
possibilities he may find he must save 
such and such a sum before that time. 






dise. After all, how nicely he handled 
that home proposition. It is a lesson 
in finance, isn’t it? First, to save a 
lump sum, as the bulk of the invest- 
ment, then to budget the remainder of 
the expense over a_ period of years. 
Owning a home is not an accident or 
even just a happening. It is usually 
the result of deliberate intention on the 
part of one or more persons. And any- 
one can own a home if he plans on it. 
All he needs to do is to decide on the 
type of home he can afford and then 
aside a certain sum each month 


Suppose a man resolves on a home 
After he investigates 





Then if he divides the sum total by the 
number of weeks,—yes, weeks—inter- 
vening, he will find he needs to save 
weekly only a definite amount which 
expressed in that way, doesn’t look so 
large after all. The family will help 
too, and with even greater zest if 
spurred on with a slogan, “A Home in 
1932”—or whatever the year may be.— 
F. C. THOMPSON. 


A . 


Homes Reflect Personality 


People reflect their environment. 
Those who live in shabby, down-at-the- 
heels houses are likely to feel de- 
pressed and discouraged. We borrow 
much of our confidence and spirit from 
our surroundings. If they have noth- 
ing to give—no hope or confidence, no 
pride in home or joy in living—then 
they become a liability of such propor- 
tions that only the most herculean 
strength can resist them—F. G. 
BUILDER. 


indeed. 
planning or building for the future. 
Kveryone 


“What's 


worst that happens. 
and along comes a panic and you lose 
it all. 






LOOKING FORWARD 
aii / HUMAN na- 


ture were not the 
cheery, unquench- 
able thing that it 
is, we would all 

é; + be in a sorry mess, 
No one would ever think of 





about saying: 
It’s always the 
Save your money 


would 
the use? 


go 


Setter have a good time now.” 
But humanity is not built that way. 


Man picks himself. up after the hard 
bump, shakes off the debris and goes 
at it again to build a better and safer 
structure, with as much enthusiasm as 
ever, counting up his chickens in the 
same, old God-given way. 


And who shall say he is not farther 


along the road because of that invinci- 
ble spirit? 
so much out of life as the determined 
hard fighter who grins and starts in all 
over again? 


Does the quitter ever win 


Whatever happens to the 
man that tries, he is infinitely better 


off in the long run than if he hadn't it 


in him to make the struggle. 

So it is with building a home. The 
quitter says: “‘What’s the use? Strug- 
gle along all those years while I’m 
young and able to enjoy myself? And 
what for? Just to have a place to 
crawl into when I’m old? Not for me!” 

The fighter says: “I’m going to 


have a home when I’m married. I'm 
going to start saving up. It will 


only be a few years before I'll have 
the lot bought. Then I’ll start to build. 
Then it’s only a short time, five years 
or so, when I’ll have the first mortgage 
paid off and then I'll be on easy street. 
Yes, you bet I’m going to have a 
home of my own paid for before I get 
middle aged.” 

Looking forward! What visions of 
home and family, happiness and con- 
tent, a moderate prosperity, security, 
are those of the young who have’ this 
happy faculty of seeing ahead. -What 
matter if ill fortune and failure wait? 
The bright young dreams are sure to 
fade as experience teaches its sad les- 
sons, but the vision has helpec, has 
carried the pilgrim over the -rough 
places, has won for him a hundred 
times more than the quitter will ever 
know—and in ninety-nine cases out of 
a hundred, he will have the home he 
planned, too. Man gets farther with 
a vision, than without. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 
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REALM OF THE RETAILER 


Kansas Competitors Co-operate in Advertising 


An Informal Plan to Concentrate the Business-Building Power of Pub- 





licity—A Town Sets a Distinct Fashion in Modernizing—Business Is Good 


Salina, Kan., has been carrying on an interesting and successful 
experiment in advertising during the last few months. Trade has 
been reasonably good in the town and county this year, but like 
most other places it could do with a little more trade than came in 
unassisted. The dealers made an informal appraisal of the market 
and decided that the best line was remodeling and repair. Many 
dealers are finding that true this year. For instance, thousands 
of people are pulling out from under deferred payments that were 
made with just a little too much enthusiasm in the days of 
prosperity. To meet these payments when income was shortened 











The Golden Belt Lumber Co. maintains a handsome plant at Salina, Kan. 
With its display windows filled with plants and flowers it is always 
cheerful in appearance 


involved rather strict economy; and most people did meet them. 
It was a matter of pride. Have the neighbors see a truck back up 
and haul away the radio or the washing machine or the refriger- 
ator? Not if it can be avoided. 


Advertising as a Business Heartener 

But eventually these payments have been cleared, and the gen- 
eral run of the public has some income it can divert to whatever 
it pleases. The house has gone without repairs for quite a while; 
but it involves a large investment that will depreciate if it isn’t 
kept up. Hence events and forces have been pointing to repairs 
and remodeling as a logical step. But experience is also proving that 
these tired installment payers need to be heartened up a bit by 
advertising to get them started on the neglected jobs they know 
should now be attended to. 

So this is where the dealers and their advertising campaign come 
in. In the first place they wanted the mechanics of the campaign 
as simple as possible; no raising of a campaign chest, no commit- 
tees and no central bureau. This is the way it is done. The yards 
decide upon some line of advertising for a month. It happened to 
be roofs at the time the Realm was in the city. Every other day 
some one of the yards has an advertisement in the paper featuring 
roofs. It is run above that yard’s name. This means that three 
times a week for a month the local papers carry a special roofing 
ad. Each of the six yards has two of these roofing ads run over 
its name in the course of that month. 


The Simplicity of the Plan 

Nothing is said in the ad about a co-operative campaign. Noth- 
ing indicates that it is anything but a spontaneous selling talk by 
that particular yard; and in real effect that is what it is. Mach 
yard pays its own advertising bills; and whatever central man- 
agement is necessary, and that is very little, is done by the news- 
papers. However, the idea originated with the dealers and not 
with the newspaper men. 

In addition to this advertising which all the yards point toward 


a common goal, each yard does whatever other special advertisip, 
it wishes to do. It may be offering fencing or ladders or fary 
portables or anything else. But when its turn comes it weighs jy 
with the ad dealing solely with the campaign subject. The mont 
following the roofing publicity, floors were coming in for intengiy, 
promotion through the newspapers. 

All the half dozen dealers of Salina are capable advertiger, 
and the fact that they are co-operating in this enterprise indicaty 
that they are accustomed to working together. J. R. Montgomern 
of the Golden Belt Lumber Co., has a special knack for writing ag 
that are novel and striking. Long experience has shown him that fey 
of the articles or offers that a lumber yard can make are novel jy 
themselves. Every prospective customer knows in a general wa 
about porches and roofs and frame construction, and advertisin: 
of these things can seldom bring new facts to public attentioy 
The purpose of presenting these matters is nothing more than, 
reminder that they are needed and are available. But unles 
these well-known articles can be advertised in a striking way the 
simply fail to attract the reader’s attention. 

So Mr. Montgomery has devised attention-holding methods. 
employs a good many devices. For instance, he ties his curren 
ads up wth local or national news stories; with political event 
or radio features. Practically every person owns a radio and js 
acquainted with the radio serials or with the big news that breaks 
day by day and that comes over the radio even before it appear 
in the papers. Mr. Montgomery’s ads are likely to carry headlines 
featuring these things by means of a play upon words. Fo 
example, King George of England opens an empire conference, ani 
his speech comes over the air. That evening Mr. Montgomery: 
ad carries the headline, “By George,’ to be followed in smaller 
type, “The Conference Is Opened.” Then comes a genial state 
ment about the advantages of some line of merchandise. 


The Ten-Gallon Hat in Action 


During a local fair, held in Salina, a committee of some tw 
dozen young men in charge of promotion work wore, at the sug 
gestion of the management, purple shirts and cowboy hats. Most 
of them had never worn such an outfit in their lives, up to that 
time, but they did it as an advertising feature. They were the 
most conspicuous feature in the local landscape, and nobody missed 
seeing them. Mr. Montgomery’s ad at that time started off with 
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The Rearwin concern operates a combination lumber yard, gas station 
and auto accessories shop, and the joint lines have helped to keep bus 
ness going this summer 


the statement, “Keep Your Shirt On,” and was followed by refer 
ences, in large type, to “Fair Weather,” “Ten-Gallon Hats” and the 
like, all woven into a little display on coal. “Lawyer Snoop, 
national advertising with its use of slogans and so on, are worked 
into breezy and friendly comments upon articles and lines for sale. 

Mr. Montgomery knows that his advertising is read. People 
go out of their way to comment about it to him, and it influences 
sales in ways that can be checked up and measured. Getting local 
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ads read with interest is one of the real achievements of a lumber 
vard. Add timeliness and some knowledge of current local needs 
and tendencies, and this publicity becomes an important trade 
puilder. As was indicated above, Salina dealers are expecting 
trade to run for most of this year largely upon repairs and re- 
modeling. Salina rather needs more houses; but the new building 
js likely to wait a little until repairs have been made and until 
more money is available for first mortgages. 

The Golden Belt has a handsome plant. At the time of our visit 





a 


That’s the order which has 


been issued to the Fair ofh- 


“KEEP YOUR 
SHIRT ON ” cials. Watch ‘em this week 
and see if they do it. OUR 


“FAIR" WEATHER will not last long, as winter will soon 
be on us—but say, just keep your shirt on and don’t get 


excited about that. We have a good stock of 


BROKEN ARO NUT 
the ideal coal, and we'll just take off our “TEN GALLON 


HAT” to anyone who can show us a more economical or 
reliable fuel. Broken Aro makes “FAIR" weather out of 
winter months. 


GOLDEN BELT LUMBER COMPANY 
Phone 61 or 62 225 N. Fifth St. 











Type of advertisement developed by J. R. Montgomery, of the Golden 
Belt Lumber Co., Salina, Kan., and used effectively to attract attention 
to merchandise offered for sale 


some of the display windows were filled with plants and bowers. 
These always make a cheerful appearance, and Mr. Montgomery 
is of the opinion that this atmosphere is important about a yard 
and does as much, often times, to promote sales as do displays 
of goods. He had flowers blooming all winter in the windows and 
the lobby of the office. 

Lumber and Gas 


The Rearwin yard for some years now has been a combination 
of lumber yard, gas station and accessories shop. The auto acces- 
sories have been added more recently. The handsome office is so 
located that one side is next the pumps and the other next the lumber 
yard. T. A. Brotherson says it has made a pretty good business 
combination. New building of late has not been so active, and the 
joint lines have helped to keep business going. 

Fred C. Utt, of the Utt Lumber & Coal Yard, tells us that farmers 
are delaying the matter of new building, partly because farm earn- 
ings have suffered somewhat and partly because local and general 
factors have shortened the money available for loans. Here, as 
in places farther to the Southwest, the department heard much 
about farm matters. A very large part of the retail lumber busi- 





The Belleville Lumber Co., of Belleville, Kan., has been securing its 
share of the rather extensive repair and remodeling work that has been 
under way 


hess of the country, of course, is involved in farm prosperity. Big 
cities use a smaller percentage of lumber per capita in building; 
but country buildings still run about 98 percent frame construc- 
tion. So it is obvious that dealers with agricultural customers are 
deeply intetested in putting the business of farming back on its 
feet. But there’s a wide gap between making that statement and 
actually turning the trick. 

For a good many years this department has been quoting dealers 
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in agricultural communities to the effect that if farming could 
be restored to the relative prosperity of 20 or 30 years ago there 
would be at once an enormous market ready made. That situation 
remains the same; and the farm problem remains one of the im- 
portant influences on lumber sales volume. This general statement 
is one of the sidelights which may-explain to our city friends why 
all people in the great agricultural sections persist at all times 
in hammering away, in Congress and out, at the difficult subject 
of restoring agricultural prosperity. It is a factor deserving the 
unimpassioned and constructive thought of the country’s best minds. 
Straightening it out is one of the large tasks in restoring national 
well being. ~All of which is easy to say. 


Lumber as the Central Item 


H. L. Kueker, of the Leidigh & Havens Lumber Co., is another 
of Salina’s good advertisers. But for that matter, from what we 
saw and heard in the city, all the dealers understand this impor- 
tant art and practice it with good results. This yard does some 
wholesaling and jobbing to yards in smaller towns. At the time 
of our visit the yard was closing out its stock of brick. Unlike 
places farther to the Southwest, Salina seems not much interested 
in brick veneer houses; and common brick has been carrying so 
narrow a margin of profit that Mr. Kueker is giving his attention 
and selling effort to the central item of lumber. 

The Eberhardt Lumber Co. is one of the large Salina retailing 
plants. As the department walked to the office we saw in a show 
window a block or two nearer the retail center of the city an 
Eberhardt display of trellis and other materials. The office and 
warehouses were being painted, and the color scheme turned largely 
around scarlet and black; a striking display. 

J. N. Elliott, a veteran lumberman, fell to discussing advertis- 
ing with us in the Eberhardt office. 

“Advertising homes,” he said, “is a rather distinct art. A good 
many people try to draw a parallel between it and the advertising 











The office and warehouses of the Eberhardt Lumber Co. at Salina, Kan., 
have been strikingly painted in scarlet and black 


of automobiles; but I could never see that they were much alike. 
In the first place a customer buys a car as a completed unit, 
coming from the manufacturer ready to use; while a house is a 
special tailor-made job, built on the premises. In the second place 
there seems to be a different social attitude toward the two things. 
Tell a man he should drive a better car, and he is flattered. Tell 
him he needs a better house, and he takes it as a criticism of the 
care he is giving his family and tells you to mind your own busi- 
ness. So the two kinds of advertising have to follow rather dif- 
ferent lines of approach. 


A New Angle in Remodeling 


“There is something of a movement on foot here in Salina that 
may have its influence upon building. After the war a fashionable 
residence district was opened near the country club, and a good 
many fine houses were built. In addition to those who actually 
built these houses there were many more who dreamed and planned 
to build similar houses. Money for a time seemed easy to get, 
and these dream houses were twice or five times as expensive as 
any of the dreamers had ever considered before. Dreams cost no 
money, but they linger on and die hard; and as a result some of 
these families, finding their dreams out of reach, built nothing 
at all. Of late a number of families who could well afford large 
houses have remodeled their old ones and have used the money 
saved for other purposes. This seems to be setting something of 


80 


a fashion; one that may mean fewer large sales of building 
materials but that ought to mean many smaller ones. 

“Such stock market losses as were suffered by Salina people 
probably fell upon persons able to bear the loss. But none the 
less it did take money out of town that was and is needed locally; 
and this without doubt made local building loans harder to get.” 

E. L. Larson, of the lumber and coal company that bears his 
name, also mentioned the difficulty of getting adequate building 
loans and expressed the opinion that if a more liberal supply of 
funds were made available there would result an immediate im- 
provement in the field of house construction. 

Paul King, of the Belleville Lumber Co., Belleville, Kan., tells 
us that his attractive town has been doing its share or more of 
building. A school costing $165,000 was being completed, and 
local people were going in for repair and remodeling in a rather 
big way. Mr. King says that the burden of deferred payments is 
being much reduced and that income now really belongs to owners 
and can be used for whatever purposes they desire. This reduc- 
tion of the overhang of deferred payments is having at least two 
effects. The first is the increased amount of remodeling and repair, 
which has already been mentioned. The second is the payment of 
old bills. Credits naturally have been difficult to manage during 
the last year or two; and not the least difficult aspect of difficult 
credits has been the swarm of small bills owed by people who 
normally pay rather promptly. During the recent emergency some 
of them could not pay at all. But a great many owed two kinds 
of debts; those carried on open book accounts, and those carried 
on periodic deferred payments. With money hard to come by, the 
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open book accounts have been allowed to ride. The total of these 
long accounts, the country over, has itself been large enough ty 
figure as an important factor in prolonging the depression. So 
it is reassuring to learn that Belleville, which may be Considereg 
a good representative of the up and coming agricultural cities of 
the Kansas-Nebraska border, is getting rid of this overburden of 
deferred payments. 


“Business Is Good!” 


Ted Sanborn, of the A. M. Sanborn Lumber Co., Belleville, mage 
the hearty statement that business is good. Ted admitted that much 
of his volume came from hardware and specialties and collatera) 
lines and that the sale of lumber for new buildings was not Set- 
ting a record. He also commented on the apparent reduction of 
outstanding deferred-payment obligations and mentioned the fact 
that he was making many cash sales. 

Mr. Sanborn, who is one of the energetic younger lumbermen of 
this area, is friendly to specialty lines. He considers that mer. 
chandising in these present days, at least in mid-western lumber 
yards, has to be built around them. They lend themselves well to 
advertising. Many can be installed in the lineup of a household’s 
equipment at small cost and without involving much if any change 
or additional investment. They attract people to the yard, get them 
in a mood to consider general improvements and frequently lead 
to larger and more profitable sales. 

The Sanborn company has long made a specialty, also, of port- 
able farm buildings. This company also reports the steady come. 
back of wood shingles. 


Developing a Profitable Farm Fence Business 


The modern trend in retailing which has led 
hardware dealers to take on as many and as 
varied a line of items as the uptodate drug 
store has led the farmer to expect more and 
more from his lumber dealer. As a result, the 
live yard operator is paying more and more 
attention to the merchandising of his allied 
products, and is greatly increasing the intensity 
of the effort put forth to sell them. Among the 
most profitable of these is fence. 


Local 
tively. 


newspapers 


dled and bring good results. 
the leading manufacturers have a direct-mail 
campaign that is especially profitable to those 
dealers who co-operate with them. 

can 
It is surprising how a small local ad- 
vertisement pulls when it ties in with a national 
campaign which the manufacturer is putting on. 


One or two of Then comes the securing of prospects. If 
the dealer has been in the community for any 
length of time he probably knows the farmers 
in his territory who need fence. A survey re- 
cently conducted by a leading manufacturer of 
quality fence revealed that there were no less 
than 30 carloads of fence needed within a three- 
mile radius of each dealer’s store. The potential 
market for fence is so great that if all farmers 


be used very effec- 





Selling this profitable item brings with it 
some new problems which the lumber dealer 
must solve, and upon his solution rests the 
success of his selling effort. First, he must 
choose the brand he wants to handle. Then 
he must consider how best to advertise this 
particular brand to his customers. Next he 
must uncover the good prospects; and lastly 
comes the actual business of selling the fence 
to the farmers that need it. 

The choice of brand can best be guided by 
the same criteria that led to the choosing of 
his other merchandise. The lasting satisfaction 
of his customer is the first consideration. The 
lumber dealer is in business, primarily, to sell 
building materials, and he can not risk his 
standing and his reputation for reliability in 
order to make a few extra dollars selling fence. 

Fence, like building materials, actually in- 
creases the value of the land of the man who 
uses it wisely. It also benefits the community. 
Thus, the decision of a farmer to fence and 
cross-fence his farm according to the methods 
advocated by farm leaders is no small thing. 
It represents a sizable investment and the re- 
sponsibility for investing this amount wisely 
rests with the dealer. He must be certain that 
the brand he recommends is made of good steel, 
extra heavily coated with zinc for protection 
against rust and is made of full-gauge wire. 
Easy erection, a fence that stretches up well and 
stays that way, together with scientific knot 
construction, all are factors of importance. 


and halos. 


volved. 


postpones. 


[Sales-o-gram No. 81} 


HOOFS, HORNS 


The devil grinned at the plight 
of the poor salesman who expected he was 
going to lose the order. 
thinks he is going to fail usually is right. 
The lumber salesman can materially in- 
crease his mathematical chances for get- 
ting an order if he honestly and actually 
expects he is going to get it. 
a fundamental psychological principle in- 
His canvass is more straightfor- 
ward and confident. 
loop holes for retreat or for saving face; 
he puts his full energy and ability into 
¢ positive and aggressive presentation and 
canvass, and his prospect senses his con- 
fidence and strength. 
the prospect intuitively feels the sales- 
man's lack of confidence and expectation 
of selling, and accordingly is usually seized 
with the thought that there must be some 
reasonable doubt, and so, if he can, he 


needing fence bought it now, all the existing 
fence manufacturers would require at least a 
dozen years to meet the demand. 

From this it can be seen that the discovery 
of prospects is not going to be a hard job. 
Take a tour around the country within a few 
miles of your store and look at the farms you 
pass. Don’t just look for rusty wire! Look 
for farms that either have no fence at all or 
are inadequately bounded by rail or hedge 
fences. Look for those many permanent pas- 
tures which should be turned under and used 
in a crop and livestock rotation system. Try 
to decide just how you could increase the in- 
come of some of the farm folk you are already 
serving by selling them more fence. Show your 
customers how they can gradually fence and 
cross-fence their property by fencing in a field 
at a time. Thus within three or four years the 
entire farm will be properly fenced and the 
expenditure will not be noticed. Talk to the 
county farm agent. He will be glad to point 
out prospects to you. 

Then comes the selling of the individual pros- 
pect. First, make him see that fence is an 
investment, not just a purchase. Study farm 
planning and farm fencing. Get him to look 
upon fence as farm equipment and expect to 
profit from it, just as he would from a new 
plow. Be able to help him decide just where 
his fences should go. Know how to convince 
him that fencing stock-tight, with woven wire 
fence, is well worth the investment. 


The man who 


There is 


His plan leaves no 


In the former case 





Low quality, thinly galvanized fence should be 
avoided, both to insure long service to the 
farmer and a fair profit to the dealer. 


It establishes the lumber dealer as a distribut- 


In order to sell fence, learn to know fence 
as well as you know lumber. Then you'll find 
that your fence side-line has assumed new pro- 





Advertising the fact that he is in the fence 
business can best be brought about by a dis- 
play of that commodity outside the store, with- 
out injuring it in the least. Certainly if the 
fence won't stand open display it won’t stand 
the weather after it is put up. It is well to 
tie in with the advertising campaign of the 
manufacturer in the distribution of literature. 
Window posters, pamphlets etc. are easily han- 


ing point for the fence in his locality and fre- 
quently leads to sales that would be lost if the 
newspaper tie-up were not used. One or two 
of the leading fence manufacturers are glad 
to furnish advertisements, prepared by experts, 
who are trained to say the most effective things 
in the most economical way. Often these ad- 
vertisements may be had in electrotype form, 
with a generous allowance for the dealer’s 
signature. 


portions and is bringing you in a far greater 
profit than you thought possible. Several books 
are available which will give the needed in- 
formation. 

In this connection, it is not out of place to 
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mention that the “Farm Planning” book de- 
veloped by the Keystone Steel & Wire Co, 
Peoria, IIl., offers many suggestions which the 
dealer can advantageously use in selling fence, 
and can be had without obligation. 
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Beds That 
Chairs 


“Here’s a solid chair that will drop a 
man to the floor when sat upon.” 


“We guarantee this writing-table to col- 
lapse under a heavy inkwell.” 


How do these strike you as sales arguments ? 

A bit goofy, perhaps, yet these are precisely 
some of the talking-points used by live Califor- 
nia dealers in canvassing the motion-picture 
industry for trick furniture sales. 

It sounds like easy money for them. But 
although close to the Mexican border, life is 
not all beer and skittles for these southwestern 
dealers. 

Consider, for instance, the Frost Hardwood 
Lumber Co., of San Diego—as it stood Jan. 1, 
1931: The Frost concern has one of the snap- 
piest appearing building material emporiums in 
the country. A glittering plate-glassed show- 
room stretches clear across its 200 feet of front, 
flush with the street. In the yard were heavy 
stocks of prime lumber—all end-primed. And 
M. P. Bennett, the general manager, a man of 
long experience, was all “primed” to go. 

But—the town, which depends for 40 percent 
of its population on transients, was not filling 
up, and business was dead. 
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Break — 


That Collapse 


the office self-running as quickly as possible, 
and get out on the firing line with our sales- 
man for the rest of the year!” 

Mr. Bennett got out; and he stays out. So 
now if you wish to see the general manager of 
this big plant you must slip in around noon, 
or after 5 p. m. when he is entering his day’s 
orders. 

The Kardex system automatically kept a per- 
petual daily inventory. This he placed in the 
charge of a charming lady bookkeeper-secre- 
tary. For, as Mr. Frost has always main- 
tained : 

“Restaurateurs and confectioners have long 
known that charm in their business pays divi- 
dends, so why not in the building material 
business ?” 

The office was then converted into a silent 
salesman for all wood products handled by this 
enterprising concern. The customer’s rotunda 
was parquet-floored, each panel of an odd and 
unusual wood. Likewise the walls were hung 
with sample panels. Reverse one of these and 
you read a chatty little explanation of its uses. 
Customers therefore may remove one of these 
small panels from the wall and by this clever 
educational display feel, smell, handle and read 
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Bring Business to Cal- 
ifornia Dealers 
—By A. B. LAING 


gram,” a fac-simile telegram which goes to 
schools and other institutions, “selling” the use 
of hardwood block floors. Another “shot” is a 
clever booklet of line. drawings of furniture 
knick-knacks that can be easily made by the 
novice or manual training student. This goes 
to a selected mailing-list. In this connection 
200 schoolboys were recently entertained at the 
yard, each boy carrying away a_balsa-wood 
glider as a souvenir. 

“In less than a week,’ Mr. Frost reports, 
“orders for balsa came in sufficient to defray 
expenses of the stunt and leave a profit. At 
all events, we cultivate the trade of these young- 
sters; for is not the youth of today the cus- 
tomer of tomorrow ?” 

At the moment Frost is featuring displays 
of plywood panels to tie in his yard with the 
manufacturer’s advertising. 

A sound merchandising rule is: “Make your 
money on novelties, for when a product be- 
comes commonplace competition sets in, and a 
good profit is then impossible.” 

With this rule in mind Mr. Frost stepped out 
to develop sales on uncommon woods. He built 
up a local demand for bagac. He found new 
uses for Tennessee oak, and for the Arkansas 


Two views of one of the Frost trucks fitted out as a moving display of some of its items handled 


Mr. Frost, however, stayed in business. And 
this article will tell, briefly, how he kept out 
of the red. 

A close student of architects’ and contrac- 
tors’ journals, which tell what his customers 
are thinking and doing, besides the journals of 


the building material trade, he found many 
cure-alls suggested, such as: 
‘Closer buying.” That is to say, lumber 


yards should make their money off jobbers and 
wholesalers rather than the consumer. 
“Bigger and better credit and record-keep- 


Ing 
iy, 


“Creation of new business.” 

“Why not try them all?” he asked himself. 

Now Mr. Bennett was keeping a watchful 
tye on records, and had close-pruned his over- 
head. Credit losses were minimized, as he says: 

“By relying on common sense and the in- 
vestigations of our local credit association. We 
abide by their reports just as we abide by the 
recommendations of our dentist or lawyer.” 

Sales at that time were in charge of a sales- 
man, occasionally reinforced by Mr. Bennett 
when a specially tough customer had to be 
battled, 

This then was the set-up when Mr. Frost 
Came down one morning and said to the aston- 
ished Bennett: 


‘You’re fired. From the office, I mean. Get 


the sales message for every product. Here is 
one which has made sales for Frost in the naval- 
port city of San Diego: 

IRONBARK 


Ironbark is a species of eucalyptus and 
grows in Australia and some of the smaller 
islands of the South Pacific. 

It is very hard, heavy and strong. The 
trees grow to a great height, thus making 
it possible to get long length lumber up to 
forty feet or more, which is a very desirable 
feature in boat building and construction 
work of various kinds where long lumber 
possessing great strength is required. Heavy 
ironbark timbers are used to a large extent 
for oil well pitmans, wooden bridge 
struction and gunwales on large wooden 
boats. 

Imported direct 
stock by Frost 


con- 


carried in 
Lumber Co. 


and always 
Hardwood 

Aggressive grocers, department store man- 
agers etc. will admit that failure to “tie in” 
store displays with that store’s current advertis- 
ing is a fruitful cause of business loss, and 
waste of advertising money. 

This dealer never advertises in local news- 
papers. Instead, to support his salesmen, he 
lays down a heavy barrage of booklets. 

Bombarding architects, builders and con- 
sumers are a series of well got up mailing- 
pieces. Notable among these is the “Blocka- 


variety. Next he took Japanese oak and soon 
had architects specifying this for stepping stock. 
Then cedar and similar woods where a high 
enamel finish was desired were taken up, earn- 
ing the thanks of architects and builders for 
the “tips,” and pocketing “tips” himself as a 
result of this specialization. 

And lastly, there is the “trick furniture” busi- 
ness of the motion-picture industry—good- 
profit and quick-pay accounts. 

Mr. Dealer: Have you a truck or two laid 
up recently? Have you one that is even rusting 
in your yard? Then visit the Frost “exhibit- 
yard” and see his late-model truck, its high 
hardwood sides piano-polished, its monel-metal 
stakes glistening in the sun as it rolls out with 
a load, only stopping long enough to have the 
accompanying photographs made. 

If you can’t visit there, then read this article 
again, and perhaps you may find a few grains 
of suggestion which may be useful to you as 
the zero hour approaches for launching the 
1932 business-offensive. 

Maybe you will agree with Mr. Frost that 
“records,” “credits” and “buying arrangements” 
are important enough, but that today, “mission- 
ary work”—and above all: “Creation of new 
markets” is something to write on one’s cuff 
and paste in one’s hat. 








32 


AMERICAN LUMBERMAN 


October 17, 199) 














Retailers Round Table 


—= 














‘Horse Sense" Spiced With 
Humor Makes Good 
"Ad" Copy 


Most people like a joke—they like to come 
across one in their daily paper sandwiched in 
among serious reading matter, or tucked away 
unexpectedly in advertising. That is why Co- 
lumbus ( Mont.) newspaper readers turn quickly 
to the advertising of the Bergland Lumber Co. 


A Good Barn Earns Money 


Doctor “What you 
need, my dear young 
lady, is a little em and 
air.” 








Every ptactical farmer knows 
that a good barn earns, because 

it saves. It saves labor—saves 
“Why, Doctor, how dare] waste of hay and grain, saves 
ee | time in caring for stock—saves 
shrinkage on vattle and work 
stock. Don’t forget at this time the 


LOW COST OF BARN LUMBER 


A good barn wi]l always add more to the value of a 
good farm than the barn itself costs. 


Sweet Young Thing: 











We have some excellent barn plans we would enjoys 
talking over with you—come in and see us when in 
town. Of if you will telephone we will come out to 
the farm. 


Lumber : Coal : Hardware 
Bergland Lumber Co. 


G. J. Nystul, Manager 











This advertisement (reduced from double-col- 

umn size) states a truth that every farmer 

knows, and urges them to act upon that knowl- 

edge. A joke in box in upper left corner is a 

regular feature of this firm’s newspaper adver- 
tisements 


Always, in a box at the upper left, there is 
a joke. The rest of the space is taken up 
with “horse sense” talk. “It takes less feed 
to give more weight when cattle are properly 
sheltered,” is an example. That advertisement 
concluded, “Build well, and build so that you 
can enlarge or build to your buildings.” 

All Bergland advertisements have the theme: 
“Spending for shelter means saving every- 
where else.” 

“The man who leaves his machines in the 
fields is paying by depreciation for an imple- 
ment shed, but not getting the shed,” is one 
bit of wisdom expounded. Another is, “When 
your suit case leaks—it is really too bad. But 
when your roof leaks that’s expensive, incon- 
venient, and very undesirable.” 

Whereas the joke is the magnet in the Berg- 
land Lumber Co.’s advertising, local names 
draw attention for the advertisements of an- 
other firm—the Eastman Cartwright Lumber 
Co., of Lancaster, Wis., which publishes in 
the local paper a smaller paper of its own— 
two columns wide, ten inches high—‘‘The 
Lumber News.” There are three columns in 
the miniature paper, beneath the heading which 
is a picture of the firm’s yard. 

The material in the “paper” is made up of 
news items about lumber sold, such as: “Sam 
Pennock has fixed up the bath room down at 
the Whitney Burr residence,” and sales talk, 
such as: “One man tells us that last year he 
carried out two loads of ashes for every load 
of coal he burned. He wasn’t burning our 
coal last year.” These items are interspersed 


with a number of jokes, selected from fresh 
sources, 

It takes more time to write your own copy, 
putting fresh ideas into it, real punch, but it’s 
worth it in advertising results, and, further, 
it stimulates new merchandising ideas, these 
concerns have found. 





Some Chimney! 


The monthly bulletin of the Alexandria Bay 
(N. Y.) Lumber Co., listing a number of re- 
cent jobs, says that “Harvey Webb’s new chim- 
ney is so good that he has had to sharpen the 
cat’s claws to keep her from being drawn into 
the fireplace and up the chimney.” 


————, 
el 


City Ordinance Puts Curb Upon 


Transient Sellers 


A city ordinance in effect in Keokuk, Iowa, 
passage of which was due to the initiative of 
local lumber concern, is an effectual curb upon 
the activities of itinerant roofers and peddlers 
in general. The ordinance has kept transient 
merchants out of the city. Being applicable to 
all line of business, it has had the support of all 
the local business men. Dealers who may be 
considering the advisability of getting a similar 
ordinance put into effect in their community, as 
a practicable way of controlling the evil of jr- 
responsible, fly-by-night roofing peddlers, may 





This Week’s 


Box Keeps Twine Safe and Handy 


“T have never had a ball of twine stolen, or taken away accidentally 
on somebody’s running board, or lost, or misplaced, since I started 
using this holder for it,” E. F. Stephan, head of the Stephan Lumber 
Co., Upper Sandusky, Ohio, told a visiting representative of the 
American Lumberman recently. This dealer uses binder twine to tie 
up bundles of boards and other materials for convenient handling in 
delivery, but had difficulty in keeping track of the twine until he 
made the box shown here—9 inches square and 8 inches deep, with 
plywood sides and bottom and wallboard top. A quarter-inch hole 
was punched in the center of the top, and through this the desired 
length of twine is pulled out, and cut off by means of a little blade 
fastened to one corner of the box. The box is just the right size to 


Timely ‘Tip 








a 


a mL. 


clean. 


pulled from the box. 














hold a ball of twine; since the cord feeds out from the center of the 
ball it never tangles, and, since it is kept in a box like this, is always 
By means of the leather handle the box can be carried any- 
where, but it is tacitly understood that the shelf shown here is the 
place for the twine, and it is always brought back. In the illustration 
Mr. Stephan is shown demonstrating how the cord is cut as it is 
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like to have the full text of the Keokuk ordi- everyone entitled to credit will be able to get Sins of Salesmanship That Drive 


nance, Which reads as follows: all the credit he deserves, and commerce will 
All transient merchants who shall sell or be on a sounder basis. Such is the universal Dollars Away 
oer for sale Within the city of Keokuk, goods. and inevitable law of progress. 
wares oF Leagan ony Fg Me arava 9 hoa in There are at least three unpardonable sins of 
oss than liars a) ) re 2 : : 4: ° > a 
“ conaved dollars ($100) for each and every Utilizing Angle Space Left b ae — Prensa Mn = ~— 
day that such transient merchant shall offer y y § Pp na single 
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goods, ware or merchandise for sale, or that End Stackin short shopping tour, consuming less than a half- 
such stores be kept open for business. g hour. 
J hoy person, tem or gorporation, or Any Usilizing all space seems to be a definite pur- , And the guilty persons were not lumbermen, 
agent ovngage in selling or offering to seli Pose of the O’Neil Lumber Co., of Pomona, yut salesmen of two big department stores on 
Jpon ad the city of Keokuk, any goods, wares. Calif. Even the triangular space between the my berg ogy. if anywhere in 
or merchandise from any stock thereof placed obliquely slanting stacks of lumber in the sheds ¢ World, merchandising sagacity and sales- 
temporarily in any building, room or erection, is used. End stacking of materials is the prac- manship are supposed to come to their fullest 
or in any place whatever in the city, shall be tice in this yard. The space is divided into iruition. ; : ; 
» lowa, deemed a transient merchant, and shall ye Bo pockets into which 1, 2 and 3 inch square pieces Unpardonable sin No. 1 1s that of ignoring, 
ve ofa license ag sin Pog De mye. Moye AO ay are shunted horizontally. This storage is illus- for even a fraction of a minute, the presence of 
-b upon a tgone every day that such person, firm or trated in the | photograph and detailed in the . Customer. Illustration : A customer (the 
eddlers corporation shall offer goods, wares, or mer- ‘Sketch appearing herewith. The latter also il- writer) entered one of the big stores, intending 
ransient chandise for sale, or that such stores be kept lustrates another piling system that has been to make a purchase, but not knowing in what 
‘able to open. — si adopted. « ; department the desired commodity might be 
+ of all see” lalate wee On one side of the center upright in the found he looked about for a floorwalker or store 
may be Over-Exte SiO of Credit in shed is a stack of the longest lengths of one usher who could impart the desired information. 
similar ° f D e variety of lumber, while directly opposite it is Note: In this store the floorwalkers wear white 
nity, as Times ie) epression the shortest length of another variety. This carnations, and the public is urged by the nan- 
1 of ix. [By B. K. Knapp, credit manager, Columbia permits the long lengths to extend upward and agement to “Ask the man _with the white 
‘S, may Lumber Co., Seattle, Wash.] aes Besa None es 
A great deal has been written and said of bili a ad “ele 
a late semaine the more liberal extension of functionaries hogpe 9 
credit as a panacea for the commercial ills ence in a nearby aisle, 
which seem to loom so large. In times like the customer approached 
these we are prone to be carried off our feet and endeavored to catch - 
by every new proposition, slogan, or idea which their attention, but alas, 
at first may seem to offer some relief. This | the matter under con- 
is dangerous. It is equally dangerous to even sideration—whether last 
suggest a more liberal extension of credit un- | night’s party or today’s 
less there goes with it hand in hand the idea | ball game— evidently 
of a safe basis for the extension of that credit. | was too weighty to be 
] There is no reason in the world why any- interrupted by a mere 
| one engaged in extending credit commercially customer — who _ there- 
. should refuse to grant credit where the basis "eg AIP ge ages 
: for the credit is manifestly sound. It is sul- en ediet an. ib 
P cide to extend any other credit. Why, then, cecein aaie Meme’ Ee 
4 should there be any urge to extend credit any ; ho vor heageinte : prone 
1 more liberally than has been done in the past? Showing utilization of pockets between end piled lumber in yard of ahead es mee a aeee 
> So far as our own company is concerned, O’Neil Lumber Co., Pomona, Calif. neither rating as an as- 
, we have always been willing to extend credit oie tn tn nti S 
: el ae psc Me § yy 4 > sobee over the center of the building. The _ Unpardonable sin No. 2 is that of not know- 
expect us, under the present stress of sesniiai lengt Is decrease down the line on one side and ing the stock. Illustration : The same customer, 
cial circumstances, to extend any other credit? increase on the other. . in another store, was misdirected once as to the 
; ese: The Coleaiia Laie Ca is « tae Reso feature which may be considered by department, and twice as to the counter, before 
) yard concern, operating about twenty yards.— dealers who can use the end stacking system is being able to locate and purchase an article of 


that which increases the rigidity of the “bal- common use. 
loon,” as Manager R. N. Ervin calls the shed. Unpardonable sin No. 3 is that of not having 
Figuratively speaking, east braces itself against- jy stock, when called for by a customer, any 
west, and south braces itself against north. At article or item which properly pertains to the 
each end of the shed the lumber is piled with qealer’s line and is in fairly constant demand. 
one stack facing north, butting against a side Tiustration : A certain commen acceenory ol 
facing south. This braces the building from traveling “a: sought by the customer in the 
two sides. In the center, the material is piled ie asi devoted to lated teen ante tn te 
so that one side faces east, and butts against a me sss ‘ink the chee Gin Shoun aa an the 
side that faces west. This braces the shed from deslenih satin 7 alll aoe 
be oe cole, = By the way, in the same section (trunks and 
| traveling bags) one lone salesman was in evi- 
dence, with at least six would-be customers 
waiting for attention—though the number was 
being steadily reduced as one by one, fed up 
with waiting, they slipped away with their 
wants unsatisfied, and their dollars still in their 
pockets. 

There are other unpardonable sins of mer- 
chandising and salesmanship that might be 
named, but those that have been mentioned will 
perhaps serve to illustrate some of the loopholes 
through which the dollars that the merchant is 
endeavoring to corral escape his cash register. 

Where obstacles such as have been mentioned 
are placed in the way of an intending purchaser, 
it may result in one of three ways: The cus- 
tomer may go elsewhere to make his purchase, 
he may be put out of the notion of buying now 
and postpone the purchase, or he may abandon 


Epitor. | 

Looking back over more than a quarter of 
a century of credit experience, I find that there 
was a time when we had a “panic.” Later.on 
we had “hard times.” Now we have a “de- 
pression.” Any financial disturbance by any 
other name would be just as disagreeable, and 
the urging of a more liberal extension of 
credit at this time, following upon the heels 
of the greatest extension of credit in the last 
five years the world has ever seen, would cer- 
tainly not bear out the wisdom of any greater 
extension of credit, unless we also have a 
greater basis and a better basis for it. 

An article recently went the rounds of the 
various commercial magazines and newspapers, 
written by an eminent financial authority in 
an eastern State, urging the women to buy 
more. It will be noticed, however, that he 
did not say to “charge it.” 

“Buying more” is a good idea as long as 
the buyer pays for the goods bought, or can 
point out to the credit man or salesman ex- 
actly where the money is going to come from 
to pay when payment becomes due. 

We have been through many similar experi- 
ences of varying intensity, and it will be no- 
ticed that every time we have had a “panic,” 
or “hard times,” or a “depression,” we have 
learned something. We have never gone back 
to the easy-going methods that previously pre- : , 
vailed. We have never gone back to the loose- it entirely. ‘ 
| ness and laxness of credit which existed before. ’ A fact which no merchant, in any line, 
| Ve have always made some real progress, Sketch showing how long material may be whether it be groceries, diamonds or lumber can 
and out of the present depression will come stacked against short material and let long ma afford to forget, is that a customer who enters 
more progress than ever. When this depres- terial project over the center line. Also how his store with money in his pocket, or good 
sion is over, terms will be shorter, credit will the triangular pocket may be utilized for hori credit, is a mighty important personage at any 
€ more closely scrutinized than before; zontally placed material time, and never more so than right now. 
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Charting a Course for the Lumber Retailer 


(Continued from front page) 


ested in building, but they also bring with them 
the perplexing problem of how they are 
going to finance their projects. Our banks will 
not buy first mortgages except on very rare 
occasions, and then only on properties situ- 
ated within the city limits. If we had some 
great association making a specialty of first 
mortgage loans and willing to go beyond the 
city limits it would mean a great deal to us. 
We also would like facilities for financing re- 
pair jobs, such as reroofing, repainting and re 
modeling. Under our statutes such loans when 
properly made take precedence over the first 
mortgage. They usually are made on a monthly 
payment plan and carry a reasonable rate of 
interest, with unusual security.” 


The Financing Phase of 
Lumber Merchandising 


The financing phase of lumber merchandising 
also is brought to the fore by an Ohio dealer 
who believes that “in order for retail lumber 
dealers to prosper in the future it will be neces- 
sary to have a financing plan whereby those de 
siring homes will have a longer time in which 
to pay for them. The lumber industry must 
follow the example of the automobile, radio 
and other industries by making it easier for 
home buyers to invest their money in property 
of intrinsic value. Certainly real estate is a 
more stable investment than luxuries that de 
preciate rapidly If the federal government 
could in some way finance homes through the 
federal reserve system, giving fifteen to eighteen 
years for repayment, unemployment would soon 
be taken care of and the depression be ended.” 

And now comes another Ohio retailer who 
“sees red” (we said this forum was frank and 
free), saying “T have been fed up on so much 
‘hooey’ relative to so-called lumber merchan 
dising that | am getting to be more or less of 
a bolshevist and | don't believe any suggestions 
I might make would be worth much. Just to 
illustrate how ‘bolshevistic’ I am, I will men 
tion (since financing will be a prominent sub- 
ject at the conventions) that a much-talked-of 
plan can not be expected to be highly popular 
or helpful so long as it continues along the line 
of being available to only one 
locality.” 

Probably no one will wish to quarrel with 
the North Carolina board merchant who asserts, 
as his contribution to the symposium, that 
“what the dealers need is the nerve to put a 
price on their goods that carries a living profit, 
and to stick to their prices when made.” Will 
someone page Harry Colman and ask him it 
that is sound doctrine ? 


dealer in a 


Practicability of Employing 
Outside Salesmen 


\ Pennsylvania dealer says that two subjects 
which are interesting retail lumbermen today 
are the practicability of outside salesmen and 
the question of consumer selling. “It was sur- 
prising to us,” he says, “to learn that there is 
any question as to the use of outside salesmen, 
but we suppose the depression has brought up 
that subject and we understand that there is a 
great deal of uncertainty in some minds on that 
problem. There also seems to be a great deal 
of interest as to consumer selling. We get 
many questions put to us on that subject be- 
cause we do over 80 percent of our volume with 
home owners themselves, and the small balance 
with contractors. We believe lumbermen should 
be urged and educated to sell to the home own- 
ers direct.” 

Merchandising is the subject still foremost in 
importance, in the opinion of a New York State 
correspondent, who writes: “It seems to me 
that not enough attention and stress can be 
given to merchandising, and by that I mean, 


creative and constructive selling. It may sound 
trite, but | still think that the emphasis of con- 
ventions to be held should be placed on this 
subject. Other matters are important but they 
all dovetail and fit into an organization that has 
a proper merchandising plan. In other words, 
they take care of themselves if a dealer under- 
stands selling.” 

A Kansas retailer suggests that it would be 
interesting to bring the following topics up for 
discussion : 

Can a retail lumberman under present con- 
ditions afford to extend credit as he has in 
the past? 

Has the public gone pleasure seeking mad 
and forgotten their financial responsibilities? 

What effect would a six-hour day and five 
days a week, as proposed by some organiza- 
tions, have on business in general and the 
lumber business in particular? 

Can any sane person give an example of 
how a man can work less hours per day and 
less days per week without it being detri- 
mental to his employer and raising the cost 
of production? 

If the cost of producing any product is in- 
creased by working shorter hours per day and 
less days per week, but at the same wages, 
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EVERYBODY 


scorns the quitter. No coach wants star 
football players who turn yellow when the 
battle becomes discouraging. No wise 
merchant quits advertising and other sales 
promotion efforts because of a temporary 
slump or even a prolonged depression. No 
lumber dealer cares to have a staff of 
salesmen who are scared by a "No." Any- 
one can be an order-taker. Anyone can 
learn enough of lumber and building ma- 
terial and millwork and cement to serve the 
buyer who has already decided to buy of 
him. '¢ takes a man of character to do 
real selling. It requires courage, resource- 
fulness, determination, aggressiveness, tact 
and persistence to win a contract for a 
building when the odds to start are against 
the salesman. But that means real selling; 
that gives salesmanship its real satisfac- 
tions. 





how can it help but be reflected in the retail 
price to the ultimate consumer, if the ulti- 
mate consumer is one of the unfortunate un- 
employed? » Won't it cause him greater hard- 


ship? 


A Question of Survival 
of the Retailer 


A matter of interest to all branches of the 
lumber industry is touched upon by an Ohio 
retailer, who says: 

“What is the outstanding subject that should 
have first place on programs the coming year? 
There is but one answer, and that is, the ques- 
tion of the survival of the retailer, which means 
distribution. You and I are old enough to 
recall the days when the retail yard was the big 
power in the lumber business. This place of 
importance was lost when greedy manufacturers 
and wholesalers thought they could sell the same 
car of lumber twice—first to the retailer, and then 
jump out to the consumer and sell the same car 
to him. I insist that this false practice has 
been very largely responsible for the sickness 
of the lumber industry as a whole. This is the 
major problem and it far exceeds all others in 
its importance.” 

Co-operation is stressed as a most essential 


factor for 1932 in an interesting letter receiyeg 
from a Minnesota dealer, who says: 

In times like these there always js the 
tendency to cut prices, to play a lone hand 
and to do many things that instead of im. 
proving the situation always make it worge, 
On the other hand, the manufacturers and 
producers are not getting a satisfactory Vol- 
ume of business. Some of them are blaming 
the retailer. They are looking for new 
avenues of distribution. Many of them are 
selling, or at least considering the Selling of 
their product direct. All of these more or 
less unethical practices are being followed 
With the hope of bolstering up decreasing 
volume. 

The only way that lumber dealers can gop. 
rect the evils that exist in their own industry: 
the only way in which they can successfully 
combat the tendencies of the manufacturers 
toward direct seling ete., is through better 
understanding and co-operation. We lumber 
dealers must realize that in unity there is 
strength. We must make the manufacturer 
and producer understand that we are one 
hundred percent united, and that during these 
hard times we expect and are entitled to the 
same consideration and the same _ co-opera- 
tion that we received when times were good. 

1 feel that these things should be brought 
very forcibly to the attention of every re. 
tail lumber dealer, so that our industry may 
start 1932 with renewed courage and en- 
thusiasm, with a stronger faith in our busi- 
ness, and a keener appreciation of the abso- 
lute necessity of co-operation. 


Better Lumber Merchandising 
Should Be Theme 


From Minnesota comes an emphatic opinion 
that “better lumber merchandising should be 
the theme of the forthcoming convention pro- 
grams.” “By that,” says the writer, “I mean 
that it is high time that some of the funda- 
mentals of modern merchandising were taken 
into consideration and applied to the lumber 
business. Unless the retailers can get ‘price’ 
out of their heads and began to render an hon- 
est-to-goodness service to the builder, many of 
them are not going to be able to attend very 
many more conventions.” 

A Pennsylvania dealer thinks that the most 
important thing to be emphasized at conventions 
this year is the re-establishment of confidence in 
the building industry on the part of the public. 
“We believe further,” says he, “that people now 
are beginning to think of stable and worthwhile 
investments that are not subject to violent 
fluctuations depending upon economic conditions. 
There is a growing conviction among the deal- 
ers that they must undertake the selling of the 
home as a complete unit. We, therefore, would 
suggest that on any program these two sub- 
jects, building up the confidence of the building 
industry through education regarding values and 
the assumption by dealers of the home selling 
program, be given the most prominent places. 


Unit Selling a Subject of 
Supreme Importance 


Another dealer who likewise considers “unit 
selling’ of supreme importance does business 
in New Jersey and says: “Two problems © 
paramount importance face the retail lumber 
business today. The first is the ability to g° 
out and sell the consumer in complete units, not 
depending upon the contractor or operative 
builder for sales volume. The second is for the 
retailer to be able to finance new homes, mod- 
ernizing and repair work of any description. 

The very practical matters of volume and 
turnover, and their concomitant of profits, are 
suggested by a Michigan dealer who says: 

The main question before the retail lumber 
dealer is what the future holds for him ! 
respect to volume and profits. The years 
1930 and 1931 have seen the volume as well 
as the profits diminish, the latter to the vane 


(Continued on Page 37) 
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(Continued from Page 34) 

ishing point. Tied up with this same ques- 
tion is that of financing, especially the han- 
dling of second mortgages. For more than 
ten years past the retail lumber business has 
peen on a basis which required the carrying 
of a considerable stock in order to take care 
of the business offered. Since 1929 we have 
found we could not get the turnover if we 
persisted in carrying as much stock as we 
had been doing. Our own experience is that 
we have been able to reduce our inventory 
py at least one-third, without losing sales 
pecause of the reduction. The large stocks 
held by the mills and the quick rail move- 
ment have been an important factor in this 
situation. Whether the dealer can continue 
to carry a smaller stock and still not lose 
pusiness is the important question. A large 
percentage of the dealers have had to live 
off their inventories, as 1930 and 1931 have 
been years of loss. The result is that many 
can not finance the stocks they formerly car- 
ried if volume should come back. 


Sidelines and specialties are deemed subjects 
of major importance by a Texas dealer who 
writes : 

I feel that the subjects that would be of 
most interest to the majority of yard opera- 
tors and managers are those pertaining to 
merchandising and the handling of all items 
associated with the lumber industry. Prac- 
tically every lumber yard is loaded with slow 
moving or obsolete items. In my opinion, 
more time should be given on the programs 
to the question of present-day merchandis- 
ing—I do not refer to any competitive situa- 
tion with reference to lumber. The lumber 
dealers’ greatest competitors are those in 
other lines who are getting more than their 
share of the consumer’s dollar. 


A suggestion in the interest of stabilization of 
distribution through co-operation is advanced by 
a Pennsylvania dealer, who considers that “the 
most outstanding thing that lumbermen need to 
do if they are ever going to make any money 
in the retail lumber business is to join hands 
through the proper channels with the manufac- 
turers of lumber and stabilize the distribution. of 
building lumber.” He continues: “It can never 
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be stabilized by co-operation among either the 
retailers or the wholesalers, but the resale 
price at the points of distribution will have to 
be established by the manufacturers. As the 
business is run today everybody loses money 
from the stump until the lumber leaves the last 
hands, passing on to the consumer, and this is 
no good in any line of business. Therefore, I 
conclude that co-operation among all elements 
from the stump to the consumer is one of the 
most important subjects before the retail lum- 
ber dealer today.” 


Cash Discount Offered 
by Manufacturers 


The subject of cash discount offered by manu- 
facturers is deemed the most important one be- 
fore lumber and material dealers by an Alabama 
retailer, who proceeds to say: “Some dealers 
discount their bills and so obtain cash discount 
of 2 percent; the same material is sold to an- 
other dealer at the same price, and the manu- 
facturer carries that dealer for three, four or, 
in many instances, as long as six or eight 
months. This is an unfair practice and certainly 
works against the dealer who takes advantage 
of his discount, for it means that the manufac- 
turer is financing the other dealer, and we have 
entirely too much manufacturer-financed compe- 
tition.” 

A Massachusetts dealer would like to hear 
discussed the question: “Why can not lumber 
and building material dealers work together in 
their own cities and towns on the basis of the 
Golden Rule?” 

Perhaps here is as good a place as any to 
inject the pessimistic suggestion from a Mary- 
land dealer that to him the most important ques- 
tion just at this time is: “How can a lumber 
dealer get into some other line of business?” 

From the same State there is offered this 
suggested topic: “How to eliminate or reduce 
the tendency on the part of dealers and con- 
tractors, in their eagerness for business, to bid 
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at or below cost, thus spoiling the game not 
only for themselves but for everybody.” 

A Michigan lumberman scores the “gyp” con- 
struction of the past building boom days and 
says: “Not only lumber conventions but those 
of contractors, architects, realtors, plumbers, 
heating men, mortgage companies etc. should 
concentrate on giving deep study and earnest 
discussion to uniting this loosely confederated 
group—constituting the so-called building in- 
dustry—into an organization that has but the 
sole purpose of giving the home buyer the 
greatest value for his money. Only in this 
way will building employment be quickly cre- 
ated. Confidence must be re-established.” 

A New Jersey dealer writes: “I would be 
disposed to emphasize discussion of the loose 
way in which credit is being granted to the 
customer of the retail lumberman, but I don’t 
know the answer to the present situation, and 
think that a man who did would be able to 
capitalize his information and make himself in- 
dependently wealthy.” Likewise, a desire to 
hear the subject of credits and collections thor- 
oughly discussed is expressed by a Michigan 
retailer. 


The subject of distribution is viewed by a 
Massachusetts dealer as of insistent importance. 
He writes: 


It. would. appear .that with .conditions as 
they are today in the building material in- 
dustry, the root of all the problems is dis- 
tribution. Sooner or later the building ma- 
terial manufacturers will be faced with the 
cold facts and will have to decide definitely 
their channels of distribution, and they will 
not be able to deviate from them. The 
cross-currents in merchandising today which 
have occurred through wrong methods of dis- 
tribution are the most serious problems we 
have to contend with. All other subjects, 
such as collections, deliveries, turnover of 
stock etc., depend entirely upon how the ma- 
terial is to be distributed. If in one place 
the cement manufacturer sells to the build- 
ing material dealer and in another sells to 
the contractor and in stil] another sells to 
the town or city government direct, we shall 
always have this trouble in distribution. 


Long Established Yard Is Well Located 


Denver, Coio., Oct. 12.—Facing 
the problem of doing a smaller 
volume of business during a time 
of depression and still being able 
to show a profit is the experience 
of the Western Builders Supply 
Investment Co. This yard, al- 
though one of the oldest in Denver, 
has become known for real service. 
Because of its location on one of 
the main highways into Denver 
irom the north and east, this yard 
naturally attracts attention. 

The company has capitalized this 
advantage and made the yard even 
more easy to spot. All the build- 
ings, and even the picket fence 
which surrounds the yard have 
been painted in eye-compelling 


purchases. 
through 


more where sales are better than 


study of conditions and 


This was done chiefly 
know will sell, or for 











shades of orange and black. 

The present owner of the firm, 
H. E. Hiner, bought the controll- 
ing interest only a short time ago. 


the cutting down of stock, along 


We keep a varied stock, but limit 
the number of items to those we 


ing paint and some _ hardware. 
Practically all of the interior of 
the main office building, which is 
located on one corner of the yard, 
is given over to the paint stock. 

Beside the office building is the 
main shed, approximately 100 feet 
deep by 80 feet wide, with wide 
driveways on all sides. The shed 
has wide overhanging eaves. 

The mill, located opposite the 
main office, is 40 feet wide by 50 
feet deep, and is equipped to do 
all kinds of mill-work on a small 
scale. Charles Meilinger, a well 
known Denver millman of many 
years’ experience, conducts this 
part of the business, and says, “If 
it is made of wood we have it or 


which we 





View of plant of Western Builders Supply & Investment Co. 


have orders already. 


Even though 


can make it.” Mr. Meilinger ex- 
plains that a great deal of the mill- 
work is made profitable because 
the company when buying a car- 





ales were down and for many 
months purchases had been greater 
than the amount of business done. 
Mr. Hiner installed his brother, 
E. B. Hiner, as manager. 

Manager Hiner had never had 
Practical experience in running a 
lumber yard. All he knew about 
this particular business was what 
he had been able to pick up by 
observation. However, he pos- 
sessed experience in other lines of 
merchandising. 

After only a few months, Man- 
ager Hiner is able to show once 





with a slight improvement in busi- 
ness in this city. 

The Western Builders company’s 
policy is to keep stock down to 
needs, and to anticipate those needs 
by keeping in constant touch with 
builders, ordering as needed. This 
problem is made somewhat easier 
by the stocks of the Denver Re- 
serve company. 

Mr. Hiner says: “We are in the 
process of reorganizing and learn- 
ing as we go. The main'thing that 
we try to do is to give service and 
to fhake our customers satisfied. 


we have a small stock we aim to 
do good business because of a rapid 
turnover, and so far our plans have 
worked out very well. Our plant 
is small, but people know us, and 
they keep on coming. 

The firm is gradually determin- 
ing what advertising methods are 
best for its purposes. Because it 
deals directly with the public to a 
great extent, and banks on its rela- 
tions therewith, the community 
newspapers are largely used. 

The company as far as possible 
supplies all builders’ needs, includ- 


load of lumber always includes in 
the order a certain percentage of 
hardwood shorts. By taking ad- 
vantage of the reduced prices on 
shorts it is able to give its cus- 
tomers the advantage of really 
first-rate work at prices compar- 
able with cheaper lumber. 

Dealing with the general public 
rather than contractors, building up 
a business by anticipating customer 
needs, eliminating dead items, and 
giving service, has made the West- 
ern Builders Supply Co. successful 
in its field. 
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| etters to Editor Offer Solutions to Pres. 


ent-Day Problems — 


Labor conditions, economic legislation, financ- 
ing of homes and modernizing jobs, relief of 
unemployment, fallacies of corporation farming, 
defense of the individual merchant, more atten- 
tion to distribution and less concentration on 
production, reducing cost of overhead in retail 
yards, all have come in for discussion and com- 
ment in letters received by the AMERICAN LuM- 
BERMAN during the last week. One of the real 
and worthwhile compensations of a national 
business paper editor’s daily grind is the oppor- 
tunity afforded of getting a real insight to what 
men are thinking about all over the country and 
learning from the many letters received what 
steps are being taken to meet the ever-changing 
problems that arise. From the mail bag have 
been selected a few letters which, it is believed, 
will be of unusual interest to AMERICAN LuUM- 
BERMAN readers. 


Thinks Extreme Point of Crisis Reached 


A well known Pacific coast lumberman who 
has been engaged in the business of making 
lumber for many years, and who also keeps 
closely in touch with the distributing end of the 
business, takes occasion in a letter to pay an 
appreciated compliment both to the AMERICAN 
LUMBERMAN and to one of the outstanding re- 
tail lumber dealers of the middle West. In this 
letter he said: 

I have quite enjoyed reading the last issue 
of your paper, particularly the Seidel story 
on pages 30 and 31. Julius Seidel certainly 
is a live wire as well as a most wonderful 
gentleman. 


This lumberman then takes occasion to com- 
ment interestingly upon the general business and 
economic situation and expresses the belief that 
the extreme point of the crisis has been reached. 
In this connection he says: 


I have felt for some time that the extreme 
point of the crisis through which we are 
passing would come when conditions became 
so bad that it would be possible to whip 
loud-mouthed politicians in line and let the 
very best business brains of every country 
affected work out a plan of salvation. That 
point has been reached, as evidenced by yes- 
terday’s meeting in Washington, and from 
now on we are bound to receive relief. You 
can not keep forty million people employed, 
and add to that number another eight mil- 
lion out of work in the United States with- 
out creating a demand for that which it will 
be necessary for these men to have in order 
that their work may progress. This is self- 
evident truth, and when that time comes, and 
with the plans laid for the expenditure of 
stupendous sums of money by the Govern- 
ment, the States and the municipalities, in 
projecting improvements, you will find there 
has been created a demand for lumber and 
all other raw materials, as well as millions 
of dollars of finished products. 

I am neither a prophet, nor the son of a 
prophet, but would like to have you fold this 
letter, tuck it under your hat band, then 
bring it out about the list of May and give 
it a second reading. 


Dealers Are Reducing Overhead 

A retail dealer in Michigan in an interesting, 
chatty letter discusses some phases of retail 
lumber merchandising that have developed as 
a result of the business depression and then tells 
something of what is being done in his com- 
munity in preparation for adequate relief of 
unemployment during the coming winter. He 
says: 

I think there is no question but what most 
dealers are changing their attitude rapidly 
in regard to solicitation of business during 
these present times. I am quite sure also 
that most dealers have taken very radical 
steps toward a reduction of their overhead. 


Due to the publicity given to the reduction 
of prices on building materials, and the oft- 
heard statement that this is a buyer’s mar- 
ket, we find that on practically each bill we 
sell, even though it is for only a few pieces 
of material, the customer secures an estimate 
and does a great deal of shopping around 
before buying. This, however, is to be ex- 
pected under present conditions. 

I think President Hoover is the hardest 
working man in the United States and per- 
haps the least appreciated. In this general 
territory, in my opinion, we are going to see 
considerable trouble during the coming win- 
ter in the way of unemployment and because 
of bank troubles of which up to this time 
Michigan has had comparatively few. Re- 
cently, however, we have begun to have some 
trouble of this kind. Just how far reaching 
this will be is not known. I think, however, 
that most of the cities are doing everything 
possible to promote work for their unem- 
ployed so that these men may be given labor 
instead of receiving a dole. That is what we 
are doing in our city. Our council, in con- 
junction with a special committee, has 
authorized an expenditure of approximately 
$33,000 for necessary improvements in the 
way of paving, sewers and street widening. 
We feel this is a very wise move and should 
materially relieve the unemployment situa- 
tion. 


Should Make Home Financing Easier 


Probably no one subject is having more 
serious thought given it by lumbermen, both 
manufacturers and distributers, than that of 
financing of homes and modernizing jobs. The 
organized lumber industry has been working on 
this problem for a long time, and while some 
very definite progress has been made, there still 
remains a crying need for facilities that will 
enable the average citizen to buy or build a 
home or to modernize his old home and have 
his purchase financed over a reasonable period 
without a burdensome interest charge. From 
a lumberman in a western city comes this week 
a letter devoted entirely to a discussion of this 
subject. This correspondent is considerably 
disturbed about the whole thing and in an in- 
teresting letter he says: 


The more I run into this question, the more 
astounded I am at the tremendous cost of 
financing, either the building of homes or 
the little remodeling jobs that come up. There 
are several financing corporations here that 
handle lumber paper on small jobs. A num- 
ber of the lumber yards use one or the other 
of these companies for the fellow who wants 
to buy some building material on the install- 
ment plan. The rate in effect here is 12 per- 
cent, plus a finance fee. The 12 percent is 
figured on the total amount for the entire 
period, This is added to the principal, to- 
gether with the finance fee, and that total 
divided by twelve, making the installment. 
One dealer has told me that he has approxi- 
mately $30,000 out on that kind of accounts 
all the time. 

One of my acquaintances was in the office 
of a retail yard the other day when a man 
came in with a bill that figured a little under 
$1,000 and he wanted to pay for it in twelve 
monthly installments. In this case the dealer 
charged him a finance fee of $3.50, and as he 
put it, 1 percent a month. Perhaps the buyer 
didn’t stop to think that that was 12 percent 
a year, and I am pretty confident that he 
didn’t stop to consider that it would figure 
out 22.8 percent on a per annum basis for 
the actual use of the money or the interest 
on the deferred payments only. How can 
any business be built up on a basis of 22 
percent money at a time when call money is 
1% percent and Government notes yield less 
than 3 percent and savings banks pay from 
3 to 4% percent? 

This dealer said he was not :-in sympathy 
with a proposition that cost the man who is 
building or remodeling that much money, 
but he didn’t know how else to work it. He 


Plans for Winter Employment, Need {, 
Better Home Financing Principal Topics 


couldn’t afford to use his own funds, ang he 
would be very much in sympathy with any 
kind of a movement which might be 4 
veloped to make it possible to finance these 
smaller bills at somewhere near a reasonap), 
rate of interest. : 


Says Labor Costs Really Are Down 


One of the leading contractors in the centr, 
West, in an interesting letter discussing loy 
prices of lumber and building materials and ty 
question of labor costs, takes issue with th 
thought expressed by one of the big economi 
organizations of the country, that there will }. 
no building revival or greatly renewed busines 
activity until building labor has been brought 
down. He says that all building materials are 
down even lower than lumber and continues a 
follows : 


If this economic organization knew what 
it was talking about, it would have know) 
that the efficiency of labor represents a cyt 
of 25 percent to 33% percent in labor cost. 
Also that in certain communities in the 
United States labor voluntarily cut its ow, 
wages, and that in those communities the 
conditions are even worse than in other sec. 
tions of the United States; that the low ma. 
terial prices and the cut in wages have not 
stimulated building construction in_ those 
communities; nor has the efficiency of labor 
and the low building material costs stimu. 
lated building construction in any other con- 
munity throughout the United States. The 
public will not buy on a falling market; it 
never has, and until this market stiffens up 
and the public understands that there is an 
upward trend, it will not buy. Furthermore, 
those who are willing to buy at the market, 
those who are trying to take advantage of 
the extremely low costs today, are unable to 
secure adequate finance. 

Lumber consumption 
adequate finance is provided for _ building 
construction, and until the market stiffens 
and the public understands that it is facing 
rising prices. Then, and not until then, will 
conditions improve. 

There is much construction needed. Finance 
on the one hand and a feeling on the part 
of the public that the market is not going 
lower on the other hand will determine the 
conditions. 


will be down until 


The Fallacies of Corporation Farming 


From a city in the State of New York comes 
a letter from a lumberman who rather sharply 
takes issue with those economists who figure 
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that the salvation of the country is going to 
come through large business organizations and 
the concentration of farming and everything els 
in fewer hands. In this connection he said: 
A lot of business is being done or pro- 
posed upon a huge scale with no thought of 
what disorganization is going to happen to 
the country as a whole. The Forum maga- 
zine printed a silly article by a New York 
professor advocating corporation farming. It 
was a magnificent scheme, on the surface. 
It was to save the white-collar worker ai 
enormous amount on his ‘cost of food. ! 
made alittle calculation of what this saving 
would be. Wheat was to be produced at 
50 cents a bushel instead of the dollar that 
independent farms must have. This was the 
principal item, though vague promises were 
made that other items would be reduced in 
like scale. The professor forgot that milk 
and canned goods are already produced o 
a corporation basis, that the chief cost of 
salad vegetables lies in their perishable na 
ture and that imported foods like coffee 
would not be affected. A bushel of wheat 
makes fifty loaves of bread. A saving of 5! 
cents a bushel means a saving of a cent 4 
loaf. An average family eats probably s 
hundred and fifty loaves of bread a year: 
hence the saving would be the magnificent 
sum of $1.50 a year. To make this possible 
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rofessor would put ten million farmers uses a postal card on which to offer a sugges- tries. The sauce good for a goose is good 

° their farms. These are his own Ruurss. tion for industrial relief and says: “Mr. Hoover for all and our troubles all will be solved. 
: deport four million aliens to make ’ ” 2 . a (i ne 

He wound sa ae dae a aie needn’t worry.” His idea is this: . Tumex 15 -no denying. it—the Mississipnl 
> yords he would uproot fourteen million peo- 4 ee See at Paes 5 River certainly is low. One evening recently 
2S: Je or more than 10 percent of the population says tha ec | gisl on in e out a resident of Albany, Til., couldn’t find his cat- 
p he country. He would destroy merchants will increase the price of that staple. If so, le i h 1 Win te et t 

of ti nks and wholesale houses in the farm- Why not call another special session and tle in the usual pasture. hen he did locate 
and ie. In short, he would subject the demand a 1932 sawmill holiday? Then watch them, he found they had_ waded out to an island 
ed foe pines to the most awful cataclysm it has ll these old, weather-beaten lumber piles in the middle of the river. Even the Father 


| 


er seen, just to save each family $1.50 a “go up” in price. And so with other indus- of Waters feels the depression. 
Topics peo The real object of the undertaking, al- 
though it was only hinted at, was the de- 
¢ruction of the livelihoods of these ten mil- 
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vith any lion people in order that their businesses could 
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7 |e Prominent in Forests Dedication 


Ce these fits 
asonabl, g larse Prol’™ a 
This is the sort of as — Bn Marquette, Micw., Oct. 12—Well known Stake in Our National Forests.” 
professor pk adlg ge ong om ga Con lumbermen of the upper peninsula were promi- In its comment on the Kenton dedication 
gs been & . . os ° . . ‘PN ° : ° ° ° 66 
‘Own wetration, enormously increased production, "ent in recent ceremonies incident to the dedi- ceremonies an upper peninsula daily said, “As 


€ centrs) | technological unemployment, millions of peo- cation of national forests in this section. Among a song leader M. J. Fox continues to be a good 
sing _ ple cut off from productive labor and hence these were M. J. Fox, of Iron Mountain; J. S. lumberman.” 


Sand the ruined as customers. No thought of the gen- Weidman, jr., of Trout Creek; George N. Har- Speaking at the dedication of the Hiawatha 


: eral social effect, a willingness to hamstring der, of Wells, and E. A. Hamar, of Chassell. national forest in Chippewa County, George N. 
with the the public in order that one concern might 


economy Tee bustineee Of minke, With tame At the dedication of the Ottawa national forest Harder said that about the biggest problem in 
e will be eS seals important business of @istribu- Kenton, J. S. Weidman, jr., presided and E. that section today is the utilization of an im- 
busines; tion—Just production and production ana A. Hamar spoke on “The Upper Peninsyla’s mense amount of cut-over sub-marginal lands. 
br 7 more production. I’m perfectly willing that = He referred to the excel- 
cise eficient methods of production be worked ey 4 ean lent work that has been 
Tials are Bout: but the time came long ago when these done by the lumbermen, 
tinues as methods, to be really efficient in relation to the Forest Service, the 
whole country, must be balanced by - . 
Ww what - effective distribution that will allow Upper Peninsula Devel- 
3 known all people to have a real share in the saving. 
ts a cut In a rather smaller way, this social end of 
bor cost. the business has to come in for consideration 
in the in lumber retailing. We've had enough of 
its own smart little men and smart little methods 
ities the that will gain a given dealer a dollar of 
her sec. @ profit at the cost of destroying ten dollars 
low ma- & of distributed wealth, of distributed earning 
have not | power and hence a distributed buying power. 
n those Ihope to see retailers thinking of their busi- 
of labor @ nesses as part of their communities in a real 
s stimu. § sense. 
her com- : 
- Thinks Mr. Hoover Needn't Worry 
arket; it 
ffens up Some of the letters that come to the AMERI- 
re is an # cay LUMBERMAN are “short and sweet,” but 
— often these little letters contain big ideas. A 
ntage ‘o¢ | umberman in an important middle western city 


nable to 








Right to left: M. J. Fox, 
Iron Mountain, Mich., 
Dr. Raphael Zon, direc- 
tor Lake States Forest 
Experiment Station, St. 
Paul, Minn.; and Leslie 
C. Bean, forester -in- 
charge, Munising, Mich. 








opment Bureau, and the 
local citizenry, and said: 
“Let me remind you 
that our forestry work is 
only begun. Our rep- 
. resentatives at Washington must be kept in- 
building N V | D d e Chi aay of = — -" ad national = if 
‘ane unds trom the Federa reasury are to be re- 
Bye O O U me eman In Icago leased in adequate amount.” 
1en, will The Ottawa national forest monument at 
orn Reports from distributers in the Chicago mar- of any items, however, and railroad purchases Kenton is the gift of J. Stanley Weidman, jr., 
bg ket indicate that the mills in all regions have will be governed largely by the decision of the of Trout Creek, and M. J. Fox, of Iron Moun- 
st going | ached the conviction that it is useless to try Interstate Commerce Commission in regard to tain. ie asda , ‘ 5 ; 
nine the § ‘© look for volume until retailers can see a rate increase, or a lowering of wage costs. The W ashington memorial white pine log in 
brighter prospects for increased consumption. If the railroads are permitted to take such the Hiawatha national forest was furnished by 
There are therefore fewer efforts to get some measures as will boost their net revenues, the the courtesy of the Cleveland-Cliffs Iron Co., 








rming business at concessions. The market is no lumber industry will probably get a good deal through John M. Bush, manager of the land de- 
Ae comes q mers however, and it can still be said that of business from them. Those who are in line partment. ent 
> share the buyer is almost able to fix his own price. for railroad orders naturally feel that the bene- At the several dedication ceremonies of the 


rid Some distributers believe that volume is now fit of railroad buying would much more than national forests in the upper peninsula during 
pe 0 low that it will show little diminution during counterbalance the effects of any increase in the latter part of September, a guest of honor 





cane eal the winter months, but there are others who rates on lumber. was L. F. Kneipp, assistant chief forester of 
aioe sense a seasonal slackening off from even pres- The hardwood people, though they continue the United States, who came from his head- 
x fy ent levels. Most lumbermen believe that the to say that business is poor, have had some quarters in Washington and delivered the dedi- 
yore yards will hold off for the remainder of this encouraging days recently. Wholesalers say catory addresses. 
bah 7 year, unless there is some change in general that more business has been coming from the Another prominent figure in connection with 
pen © business conditions. radio cabinet plants, but that furniture trade is these ceremonies was Dr. Raphael Zon, director 
1 maga- One development would probably greatly slow and that there is little being done by the of the Lake States Forest Experiment Station, 
w York § stimulate buying—any tendency toward reinfla- automobile factories. Many of the automobile of St. Paul. : P 
ning. It § tion of the currency. And many leading stu- plants are preparing themselves for the produc- Through the co-operation of the Northwest- 
surface B dents of the economic situation expect that tion of new models, and it is felt that some ern Cooperage & Lumber Co., of Gladstone, and 
— . there will be such a tendency, partly through hardwood buying should follow announcement other interests in that section, highway beautifi- 
; saving § ‘€ proposed liberalization of the Federal Re- of these, but nobody expects that its volume will cation in the upper peninsula recently was given 
uced at § Seve discount rules. Any increase in volume be large. Hardwood mills that have been ship- an additional impetus when an area of virgin 
lar that § of currency would of course mean arise in the ping to Canada are now feeling more severely timber on United States Highway No, 2 was 
was the B general price level, in which lumber would par- the effects of the drop in exchange value of the taken over by the State. A strip of this virgin 
OS ein E ‘ciate, and of course business stimulus. It Canadian dollar. Some invoices have been paid timber 20 feet wide on each side of the highway 
a is therefore felt in some quarters that those in Canadian funds, and the seller has thus will be retained fot permanent preservation. 
uced on § Who are holding their stocks to a level com- taken a loss. Quoting on new inquiries means FE. A. Hamar, of Chassell, has been named as 
cost of § Mensurate with the present volume of business a sharp advance in the delivered price, and a director of the U. S. 41 hing oh mings 
uble na- F may before long see the need for building up there seems to be enough competition in the which has headquarters in Fort Myers, Fia., 
| coffee F their assortments. Canadian market to make it difficult to secure and is working for a continuous end-to-end 
ae ; The best demand for southern pine and Doug- one. — hard — eg er 5 4 —" ~ 
cent 4 las fir is that created by public construction. Neither the softwood nor the hardwood dis- tends from opper Harbor, _ : 0 } - ~. 
ably 3 hose specializing in that field say business has tributers have yet got up against any competi- Fla., and is macadamized all the way — the 
a year; § ‘eently improved, and is expected to continue tion of Canadian lumber in this market, but exception of forty miles in —- and sev- 
sow good. There is practically no railroad buying there is a feeling that it may be expected. eral stretches in the upper peninsula. 
pos 








40 


Household Modernization 


Business Grows 


Los ANGELES, CALIF., Oct. 10.—Dressed in a 
natty uniform and riding in a miniature house 
mounted on a motorcycle chassis, a new type 
of handy man has made his appearance in this 
city. Known as Household Service (Ltd.), a 
fleet of ten of these novel service cars is now 
operating in a portion of Los Angeles, but plans 
are under way to establish districts throughout 
southern California. The original equipment 
consisted of five cars, but it was soon found 
that the service was so popular that the num- 
ber was doubled. 

Lumber plays an important part in the 
activities of this firm, as remodeling as well 
as repairing is done. Recently, a whole room 
was added to a home and in another instance 
a porch was added. Many jobs for remodel- 
ing and installing fixtures and built-in fea- 
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tures, laying roofs, do- 
ing interior woodwork- 
ing, repairing garage 
doors, fences and other 
work too numerous to 
classify, all require the 
use of lumber. As the 
firm has no lumber yard 
of its own, all materials 
are ordered from _ the 
lumber company nearest 
the job. The use of 
paints and _ builders’ 
hardware is also exten- 
sive. 

An interesting angle 
on advertising developed 
when Household Serv- 
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This is a reproduction of the illustrated folder that attracted the householder and increased rap- 
idly the business of Household Service (Ltd.) 





The attractive service cars, with uniformed drivers, are actually travel. 
ing workshops, having all necessary equipment for the average job 


ice (Ltd.) opened for business. Handbills and 
other matter were distributed from door to door 
in the districts being served, but attracted little 
attention. It was not until a folder with the jj- 
lustration, as shown herewith, caught the eye of 
the householder that business increased rapidly, 

When an order of any consequence comes in, 
the firm’s engineer goes out and frequently is 
able to solve difficult problems before the job 
is undertaken. It might be a matter of drain- 
age, rebuilding foundations or remodeling, but 
no order is too large or too small to under- 
take, according to Mr. Holliday, the manager, 

The service cars, which are patented, are as 
attractive as they are original and _ practical, 
They are traveling workshops, having all nec- 
essary equipment, together with space for car- 
rying smaller quantities of material and supplies, 





Improves Kiln Equipment 


Mount Alry, N. C., Oct. 12.—As the result 
of a complete modernizing program now under 
way, the plant here of the Mount Airy Mantel 
& Table Co., manufacturer of furniture and 
woodwork, will be placed on an efficient basis 
of operation. Included in the improvements 
being made are the modernizing of two old 
kilns and the construction of a Moore moist- 
air kiln. To facilitate handling of loads of 
lumber from kilns to plant, a lumber lift and 
track system with a Moore transfer car have 
been installed. All of the equipment used in 
connection with the dry kiln improvements was 
engineered by the Moore Dry Kiln Co., Jack- 
sonville, Fla., which concern also is construct- 
ing the new kiln. 





Veneer Panels Grow in 
Popularity 


Boston, Mass., Oct. 13—The growing de- 
mand for paneled rooms in private homes and 
in business offices is helping the veneer trade, 
but not much solid lumber is being used for 
this purpose except in the form of moldings 
and finish. Lumber dealers who are energetic- 
ally exploiting the modernization trade speak of 
this trend as becoming more and more pro- 
nounced. Many rooms are being paneled in 
walnut, mahogany, teak, oak or other beauti- 
fully figured wood to match the furniture. The 
thin veneer is backed by cloth, paper, or layers 
of less costly woods whose coefficients of ex- 
pansion are similar to the veneers, and laid on 
the wall in practically the same manner as or- 
dinary wall paper. 

In downtown subject to 


districts, severe 


building restrictions, architects frequently spec- 


ify a layer of fire-proofed wood beneath the 
veneer, Fire-proofing of the exposed wood 
veneers has been found unsatisfactory because 
the usual processes change the natural color and 
detract from the beauty of figure and grain. 

A common practice after the veneer is set 
on the wall is to apply boiled linseed oil to 
bring out the natural color and grain. This 
acts as a filler and gives the wood a richer tone. 
Then two coats of transparent lacquer are 
rubbed to a finish that has no gloss, and in 
some cases, where the lacquer changes the 
natural color, the original hue is restored by 
sand-blasting. An old room was recently trans- 
formed into a modern, walnut-paneled library 
with built-in book-shelves and locker window- 
seats at surprisingly small expense, using 
American walnut veneeer backed with cloth and 
glued to the old plaster walls. For more ex- 
otic and costly jobs, such veneers as yuba from 
South Africa, koa from Hawaii, English oak, 
holly and blackwood are used. 








Upper Peninsula Maple Used for 
Stringed Instruments 


Iron Mountain, Micn., Oct. 12.—A feature 
of a recent meeting of the Iron Mountain 
Kiwanis Club was the playing of a violin made 
from maple grown on the lands of the Von 
Platen-Fox Co., of this city. This instrument 
was made by J. C. Clelland, of Detroit, and was 
brought to Iron Mountain by J. O. Blair, son 
of the president of the local Kiwanis Club. Mr. 
Clelland also has made a cello and a viola from 
maple secured from the Von Platen-Fox Co., 
and says he considers this wood especially suited 
to the making of high class stringed instruments. 
In fact, it has been demonstrated that uppef 
peninsula bird’s-eye maple is as fully suited to 
the making of fine violins and other stringed in- 
struments as is the best curly maple imported 
from Italy. 
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National Production, Shipments and Orders 


Oct. 12. 





WASHINGTON, BR 


Following is the National Lumber Manufacturers’ Association report for the week ended Oct. 3, and for 


thirty-nine weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics 


of identical mills for the corresponding period of 1930: 


ows WEEK No. of 

twoods: — Mills 
Southern Pine Association...... eee eee eeeceee 108 
west Coast Lumbermen’s Association........ 195 
western Pine ASSOCIATION. . 0.0... .eeeeeeseeee 60 
california White & Sugar Pine Mfrs.’ Assn... 23 
Northern Pine Manufacturers’ Association.... q 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 
North Carolina Pine Association. ...ccccce eon 37 
qotal softwoods ...... ee cecrssoceree «s «6446 

woods: 

qardwood Manufacturers’ Institute.......... 218 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 


otal hardwoods ......ccccccccccccccscccs 234 
Grand totals ......ceceecececcsscccceccees 664 
THIR -NINE WEEKS Mills 
fo ate Reporting* 

gouthern Pine Association...... eect ee eeceees 118 
west Coast Lumbermen’s Association........ 195 
Western Pine Association.........+++.e2+e0- 61 
california White & Sugar Pine Mfrs.’ Assn... 24 
Northern Pine Manufacturers’ Association.... 7 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 
North Carolina Pine Association............. 41 
Total softwoods ...... i ai ca SiG Pana 467 


Hardwoods: 


Hardwood Manufacturers’ Institute.......... 190 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 
Total hardwOOdS ......eeeeereececerveeees 211 
Grand totals ......ceeeee eee eeecreeccence 657 


Production 
23,647,000 
81,074,000 
20,600,000 
14,498,000 

842,000 
1,520,000 
4,186,000 


146,367,000 


14,321,000 
716,000 


15,037,000 
161,404,000 


1,191,733,000 
3,940,081,000 
1,047,097,000 
484,801,000 
98,424,000 
80,254,000 
164,861,000 


7,007,251,000 


596,923,000 
102,494,000 





699,417,000 
7,706,668,000 


Percent 
of 1930 





Percent Percent 
Shipments of 1930 Orders of 1930 
30,450,000 74 27,489,000 69 
99°847,000 87 91,341,000 74 
21'375,000 56 19/581,000 43 
13,103,000 70 12'712'000 74 
27607,000 75 2'037,000 52 
1'271,000 66 1,041,000 75 
5,210,000 109 3:738,000 71 
173,863,000 78 157,939,000 67 
17,673,000 69 17,166,000 63 
1'900'000 98 1'886,000 167 
19,573,000 71 19,052,000 67 
193,436,000 77 176,991,000 67 
1,359,876,000 78 1,345,743,000 80 
4'136,026,000 76 3°967,204,000 76 
1'065,003,000 77 1,020,289,000 76 
617,223,000 87 608,604,000 83 
104,151,000 71 99'537.000 72 
51'818/000 69 48,587,000 70 
173'944'000 92 149'298'000 86 
7,508,041,000 78 7,239,262,000 77 
728,290,000 82 726,214,000 86 
$5,009,000 69 81,963,000 81 
813,299,000 80 808,177,000 86 
8,321,340,000 78 8,047,439,000 78 


taverage weekly number, 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Oct. 12.—Following is a statement for six associations of the gross 
tock footage Oct. 3, and the percentage relationship of unfilled orders to stocks: 

, Orders of 

ae No. of Gross Unfilled Stocks— 
—Association— Mills Stocks Orders Percent 

Southern Pine Association.......... see eeeeecees 104 713,210,000 72,786,000 10 
West Coast Lumbermen’s Association......... 170 1,361,392,000 230,784,000 17 
Western Pine Manufacturers’ Association...... 76 1,284,787,000 78,078,000 6 
California White & Sugar Pine Mfrs. Assn...... 23 455,008,000 64,893,000 14 
Northern Pine Manufacturers’ Association...... 7 267,361,000 15,926,000 6 
Hardwood Manufacturers’ Institute............. 163 892,280,000 117,988,000 3 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WaASH., Oct. 14.—The 225 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Oct. 10 reported: 

84,459,000 
95,578,000 
81,209,000 


Production 
Shipments 


13.16% over production 
Orders 3.85 


85% under production 
A group of 344 mills whose production re- 
ports for 1931 to date are complete, reported as 
follows : 

Average Weekly operating capacity 298,075,000 


A group of 224 mills, whose production for 
the week ended Oct. 10 was 84,459,000 feet, re- 
ported distribution as follows: 

Unfilled 

Orders 
71,380,000 


Orders 
29,331,000 


Shipments 

Rail ...... 27,951,000 
Domestic 

cargo 13,385,000 

Export ... 16,689,000 

Local 7,553,000 


30,651,000 105,571,900 
13,674,000 74,489,000 
7,553,000 








81,209,000 251,440,000 

A group of 194 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1930 and 1931 to date, reported as 
follows: 


95,578,000 


Week ended Average for 40 weeks 


Average weekly cut for 40 weeks— Oct. 10, 1931 1931 1930 
I caine scan Gone gruel wid lee Wat 58,227,0( : wiles Seg nite v ve 
— ais ony Production 82,243,000 _ 99,962,000 138,340,000 
£6 Wikia ae aide big kin Meee eaCe 9,313, Shipments 93,595,000 105,060,000 137,976,000 
Actual cut for week ended Oct. 10. 94,904,000 Orders 78.797.000 100°333'000 132'212'000 





Bookings 5 Percent Under Output 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Oct. 15.—Five hundred and seventy-three softwood mills of seven asso- 


clations for the week ended Oct. 10 reported to 


the National Lumber Manufacturers’ Associa- 


tion production aggregating 160,306,000 feet, shipments, 172,268,000 feet, and orders, 152,263,000 
leet. The week’s figures for production, shipments and orders, follow: 











Sor No. of 
twoods— Mills Production Shipments Orders 
Southern oe eee ee 126 26,149,000 29,589,000 28,686,000 
went Coast Lumbermen’s Association........... 224 84,459,000 95,578,000 $1,209,000 
Cnrern Pine Mfrs. Association...............++ 87 21,364,000 21,337,000 19,127,000 
lit. White & Sugar Pine Mfrs. Assn........... 33 20,437,000 16,891,000 16,355,000 
Northern Pine DELS. AGUOCIRTIOR..2 ccc cccccccicce 7 801,000 1,600,000 1,143,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 17 1,798,000 1,052,000 1,171,000 
North Carolina Pine Association............++. ‘7 80 5,298,000 6,221,000 4,572,000 
Totals, softwoods ......... shi ehcaluaanbanidionks 573 «160,306,000 172,268,000 152,263,000 
Hardwoods— 
Hardwood Manufacturers’ Institute............. 252 14,828,000 18,021,000 17,222,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 7 543,000 1,374,000 1,163,000 
Totals, hard woods...........seecceeees snneas. Se 15,371,000 19,395,000 18,385,000 








Southern Pine Report 


New Orveans, La., Oct. 12.—For the week 
ended Oct. 3, Saturday, 115 mills of total 
capacity 12534 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Associa- 


tion: 
Pet. of output 


3-year Ac- 

Production— Carst Feet Ave. tual 

Aver. 3 years. . 52,538,000 ee Te 

PEGE iccsane ... 24,303,000 46.26 neee 
Shipments* ....1,502 31,542,000 60.04 129.79 
Orders 

Received* ....1,354 28,434,000 54.12 117.00 
On hand end 

WOGRE o6c0e0% 3,535 74,235,000 


*Orders were 90.15 percent of shipments. 
+Car basis is 21,000 feet. 


tOrders on hand at above 
a decrease of 4.02 percent, or 
during the week. 


115 mills showed 
3,108,000 feet, 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PortTLAND, Ore., Oct. 14.—The Western Pine 
Association reports as follows on operations 
during the week ended Oct. 10: 
Total number of mills reporting, 87: 


Actual production for week..... 21,364,000 
RIROREE 6c cc vereecrereveseees 21,337,000 
OrGerS FOCCIVEG...cscseceesveces 19,127,000 


Report of 61 mills: 
Operating capacity......-..+se+- 
Average for 3 previous years.... 
Actual production for week..... 
Report of 80 mills: 
Average production 


69,221,000 
40,006,000 
20,789,000 


41,366,000 


UJmfilied OFGETH. oc ccccccvcscececs 75,088,000 
Stock on hand—Oct. 10.......... 1,272,973,000 
Identical mills reporting, 61: 
Production— 
Operating capacity..........+- 69,221,000 
Average for 3 previous years. 40,006,000 


Week ended 
Oct. 11, 1930 
30,163,000 
38,285,000 
41,280,000 


Week ended 

Oct. 10, 1931 
Actual for week.. 20,789,000 
Shipments 20,738,000 
Orders received 18,489,000 
Identical mills reporting, 78: 


Production— : 
Average for 3 previous years.. 
Week ended 
Oct. 10, 1931 


40,974,000 
Week ended 
Oct. 11, 1930 


Unfilled orders..... 74,568,000 144,482,000 
Gross stocks on 
ee ECP er re cee 1,253,220,000 1,370,690,000 


Statistics—Continued on page 61 
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Sells Part of Railroad Line: Re- 
tains Operating Rights 


Biue Jay, W. Va., Oct. 13.—Announcement 
is made here by the Blue Jay Lumber Co. that 
it has sold part of its railroad in Raleigh 
County, West Virginia, to the Chesapeake & 
Ohio Railroad, consisting of 15 miles of main 
line between the connection with a branch of 
the C. & O. near the town of Raleigh to Flat 
Top in Mercer County, and of a branch line 
1% miles long connecting the Blue Jay com- 
pany’s coal mine No. 9 with the main line. The 
Blue Jay Lumber Co., however, retains about 
12 miles of its road in Mercer County and also 
reserves the right to operate its logging trains 
over that part of the road that has been sold 
to permit the cutting of several thousand acres 
of virgin timber it owns. The Blue Jay com- 
pany estimates that three or four years will be 
necessary to conclude its timber operations while 
its coal operations will have a much longer life. 
The company has been operating sawmills and 
coal mines in its present location since 1903. 
C. L. Goodwin, of Greensburg, Pa., is president 
of the company, and F. H. Lynch, of Blue Jay, 
is secretary and general manager. 





Thought It Might Be Russian 


Warsaw, Ga., Oct. 12.—Ralph F. Crutcher, 
manager of the Warsaw Lumber Co., 
tells of an amusing incident that occurred in 
connection with a shipment from that company 
and reported by the retail dealer who received 
the car. As reported by this customer, it seems 
that when the car arrived at his yard and the 
yard man opened it, he was somewhat surprised 
to see each piece of the lumber marked “War- 
saw No. 1 Com. Longleaf Pine.” He immedi- 
ately went to the office and asked the purchas- 
ing agent if this Warsaw No. 1 was some of 
that Russian lumber he had read so much about. 
Mr. Crutcher, in relating this incident, said: 
“We have had a good many people comment 
on our name, but this is the first time we have 
been accused of being Russians.” 


sales 





Opens Retail Lumber and Ma- 
terial Yard 


Appison, N. Y., Oct. 12.—The J. S. Park 
Lumber & Supply Co. has been organized by 
J. Stratton Park, formerly connected with the 
Park, Winton & True Co. for many years and 
for the last five years its eastern representa- 
tive. The new company has leased a site and 
will handle a complete line of building materials, 
paints etc. as well as lumber. Nathan J. House 
is foreman of the new yard. 





New Owners to Operate Old 
Concern 


3osToN, MAss., Oct. 13.—The name and busi- 
ness of the A. T. Stearns Lumber Co., 98 Taylor 
Street, in the Neponset section of Boston, will 
be continued under new management. Three of 
the oldest and most faithful employees with 
O. G. Kelley, of O. G. Kelley & Co., Everett, 
were bidders at the recent public auction 
ordered by the receivers and approved by the 
United States district court. They secured the 
goodwill, several buildings, about 200,000 feet 
of lumber, considerable machinery and other 
equipmert. The new owners are Walter H. 
Johnson, superintendent of the tank factory; 
Arthur E. Aronson, a member of the selling 
force, and Emil A, Retzel, director of sales. 
They plan to specialize particularly in the build- 
ing of wood tanks of all kinds and sizes, wood 
gutters, all wood greenhouses, interior and ex- 
terior finish and floors. Cypress and redwood 
will be among the woods especially featured. 

Prices secured at the auction were surpris- 
ingly low, the assets estimated to be worth 
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about $500,000 being knocked down for an 
aggregate of about $175,000 to about 100 buyers, 
of whom eighty-four bought the personal prop- 
erty for a total of about $48,000. Lumber deal- 
ers who bid in some of the large stock paid a 
total of $16,092.67 for a large assortment of 
high grade lumber easily worth at today’s low 
prices fully double or more this amount. 





To Dedicate biaenaiiad Obelisk 


to Roosevelt 


PorTLAND, Ore., Oct. 10.—A granite obelisk 
60 feet high, a memorial to Theodore Roose- 
velt, secured through the efforts of Congress- 
man Scott Leavitt, one-time Oregon forest 
ranger, will be unveiled in Marias Pass, Mont., 
on Oct. 25, according to word received by the 
regional forester at Portland. 

Five members of the Roosevelt family, Gov- 
ernors J. E. Erickson of Montana and Gifford 
Pinchot of Pennsylvania, Montana senators and 
representatives, the present and three former 
chief foresters are among those to whom special 
invitations have been issued by the United 
States Forest Service to attend unveiling and 
dedication of the memorial, which will occur 
some 75 miles east of Kalispell, Mont. 

The obelisk, a memorial to former President 
Roosevelt and commemorating his leadership 
in forest conservation, stands between the Lewis 
and Clark and the Flathead natonal forests, at 
the point where the Roosevelt highway crosses 
the continental divide through historic Marias 
Pass. Here, under auspices of the Forest Serv- 
ice, the ceremonies will take place. 

It is expected that Gov. J. E. Erickson will 
deliver the address of welcome and that Gifford 
Pinchot, governor of Pennsylvania and chief 
forester under former President Roosevelt, will 
recall some of his early-day personal experi- 
ences. 





Estimated Carloadings 


The national forecast of the Regional Ship- 
pers’ Advisory Boards of probable carloadings 
of lumber and forest products during the fourth 
quarter of this year, with percentage of esti- 
mated increase or decrease from the actual car- 
loadings for the corresponding quarter of 1930, 
is as follows: 

Estimated 


Percentage 
Number of 


Increase or 





Cars, Decrease 
,th quarter, from 4th 

BoaRD TERRITORY 1931 quarter, 1930 
New England ...... 19,861 —10.0 
Atlantic States 23,321 —12.4 
ae 7,378 —31.3 
Great Lakes ........ 4,000 —17.2 
Cee VON sccesacs 10,621 14.0 
DET ecaewwea~vic 26,370 30.0 
Northwest ......... 11,325 -14.6 
Trans-Missouri, Kan. 15,481 —20.0 
Ee rt 159,348 —1.9 
ON ee 39,684 —6.0 
Central Western 4,535 4,3 
Pacific Coast ...... 24,781 —20.0 
Pacific Northwest 94,774 —15.0 

| ee yee 441,479 —11.8 





To Resume After Year's Idleness 


Antico, Wis., Oct. 13.—Operations of the 
Frost Veneer Seating Co., which has been idle 
for the last year, are to be resumed within a 
short time. The company has a large plant at 
Newport, Vt., which will be closed in order 
to concentrate activities in Sheboygan and 
Antigo. Main offices of the company, which 
were in New York City, have been moved to 
Sheboygan. For the present the company will 
operate only one unit at Antigo, and if business 
conditions improve another unit will be added 
here. 





You Can Move Surplus Stock 
by Using the 
Classified Department 


October 17, 193) 


Surveys Forestry Practice in 
/ Appalachians 


A new bulletin of the Forest Service, one 
a series dealing with the principal forest 
gions of the United States, is entitled “T; 
ber Growing and Logging Practice in { 
Southern Appalachian Region.” Modestly ; 
states that “All too little is yet known of ti 
best methods of growing timber in the Appala 
chian region.” The bulletin is offered as 
starting point for a consideration of the cor 
mercial opportunities that timber growing ma¥ 
offer, and the author asks that forest-lay 
owners determine for themselves the answ 
to the business problem involved. The mex, 
ures considered arrange themselves in two gen 
eral groups—first, the steps that may be take 
under local conditions to prevent timber-bea; 
ing land from becoming unproductive, fire pre 
vention being of outstanding importance here 
and, secondly, proposals for a desirable forestry 
practice or management designed to make fyi 
use of the capacity of the land in growing reg: 
sonably complete crops. The author is E, H 
Frothingham, director of the Appalachian For, 
est Experiment Station, and United States 
Forester R. Y. Stuart contributes an introdyc- 
tion. The bulletin is No. 250, and may be ob- 
tained for 30 cents from the Superintendent of 
Documents, Washington, D. C. 





Increasing Interest in Aluminum 


Primed Lumber 


JACKSONVILLE, Ft La., Oct. 12.—Harold S. 
Foley, sales manager of the Brooks-Scanlon 
Corporation, Foley, Fla., reports an increasing 
interest in aluminum primed lumber marketed 
by that concern under the trade name “Alum- 
wood.” This is lumber primed with aluminum 
paint at the mill before shipment. 

That interest in this product is not confined 
to the United States is indicated in the fact 
that the Brooks-Scanlon Corporation has made 
two shipments of Alum-wood to the West 
Indies. The first shipment contained 55,000 
feet, and this was so well received by the trade 
that a repeat order came for an additional 
39,000 feet. 

At Miami, Fla., all the siding used on the 
new Miami horse racing track was of Alum- 
wood and the owners of this track have ex- 
pressed themselves as being greatly pleased with 
the results obtained through the use of this 
aluminum primed lumber. 





Replaces Burned Kilns With New 
Modern Type 


Dryap, WasH., Oct. 10.—Following a fire on 
Sept. 11 last that destroyed its dry kilns and 
a quantity of lumber at a loss of approximately 
$20,000, the Schafer Bros. Lumber & Shingle 
Co. immediately made arrangements for replac- 
ing the kilns with one of the latest modern 
type. An order was placed for a Moore re- 
versible cross circulation kiln which was in- 
stalled and ready for operation in just eighteen 
days. The new kiln is 22 feet wide by 104 feet 
long with a daily drying capacity of over 25,000 
board feet of upper grade lumber, equalling the 
capacity of two of the old kilns. The company 
plans to dry some common dimension also in 
the new kiln. The kiln is designed for progres- 
sive operation and is of the longitudinal shaft 
design. The lumber is stacked flat edge to 
edge, permitting reduced stacking cost and in- 
creased holding and drying capacity in compari- 
son with the old kilns. This plant formerly 
owned and operated by the Leudinghaus Lum- 
ber Co., was purchased by the Schafer Bros. 
Lumber & Shingle Co. last March. All of the 
dry kiln equipment for this new installation 
was furnished promptly from stock by _ the 
Moore Dry Kiln Co. factory at North Portland, 
Ore, 
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Says Trip to Russia Is 
“Three Weeks in Hell” 


boston, Mass., Oct. 12.—Convincing  evi- 
mce of vital importance to American lumber- 
en who are secking to prevent the “dumping” 
4 this country of cheap Russian lumber pro- 
aced by forced labor has been secured by 
charles J. O'Malley, Boston financier and ad- 
“ftising magnate, through personal investiga- 
on in the land of the Soviets. Describing the 
viul conditions he found throughout Russia, 
x. O'Malley states that the workers are sim- 
slaves. Every stick of lumber being ex- 
prted is the product of forced labor, he says, 
wen if not, strictly speaking, of “convict” labor. 
-During twenty-one days of intensive travel 
nd investigation, Mr. O’Malley visited twelve 
of the twenty-two republics in the Soviet union, 
going from the Baltic Sea on the north to the 
Black Sea on the south, almost to the Caspian 
Sea on the east and west to the Polish border. 
‘When we entered Poland,” states Mr. O’Mal- 
wy, “it was like coming out of a dark, filthy 
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weeks in hell would be a fitting title to our 
twenty-one days in Soviet Russia. We found 
the people suffering from oppression, suppres- 
sion and pseudo-progression. Poverty was evi- 
dent everywhere. But still the people are put- 
ting up a brave front. They are crushed down 
by a clever gang of demagogues. Nobody dares 
to complain. It would mean death. If the 
Russians ever experienced worse conditions 
under the czar, then the old regime was the 
most tyrannical in the history of the world.” 


Plywood Panel Supports 
Twelve Men 


SEATTLE, WASH., Oct. 10.—In an unusual test 
made a few days ago at a mill in Seattle, an 
ordinary 4x8 foot Douglas fir plywood panel 
only %-inch thick supported 12 men with an 
aggregate weight of 1,833 pounds, without 
showing a trace of cracking, splitting or splin- 
tering. 

For this test a stock panel was selected at 
random. This panel was set 3 feet above the 
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Test showing how \4-inch Douglas fir plywood successfully supported 12 men 


cellar and once more enjoying the sunlight of 
civilization, the cleanness of decency, and es- 
caping the hell of the damned.” 

Third class cars on the train in which Mr. 
O'Malley entered Russia were detached and 
side-tracked for cattle cars, in which formerly 
rich “kulaks,” or property-owning farmers, by 
the thousands were being shipped to northern 
ussia to the lumber camps, as abject slaves. 
“We passed many such trains in the day time,” 
he states, “filled with those wretched creatures, 
guarded by companies of red soldiers. We 
knew from the awful stench of the human 
freight what kind of trains passed us in the 
night. We saw scenes too terrible to contem- 
plate. Their conditions were horrible. These 
people had refused to join in the five-year plan 
of collective farming. Their fate is sealed. 
They will die in slavery. Amen, says Russia.” 
Mr. O’Malley’s forceful testimony is all the 
more convincing because, as he himself points 
out, “We came to Russia with an open mind, 
thoroughly in sympathy with the efforts of a 
people to attain liberty. There is no liberty 
here, and those in authority will admit it. Three 


mill floor on a loose steel framework in such 
a way that it held the full test weight on its 
own surface. Turnbuckles braced its edges 
against slipping. 

The board on which the group stood weighed 
only 22 pounds. Thus, each pound of plywood 
carried 83 pounds of human weight. The ply- 
wood was not damaged in any way, and it is 
expected that further tests with compact, in- 
animate weights will show a maximum en- 
durance much greater than this proved by this 
local demonstration. This test was a striking 
demonstration of the fact that plywoods, be- 
cause of their laminated cross grain layer con- 
struction, are the strongest form in which 
lumber is made. 








Get It Sell It 
Quick 
Through an Ad in the 
Classified Section 
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Profits That Seem Un- 


believable 
[By W. F. Schaphorst, M. E.) 


In a recent article I made this statement: 
“T have made computations of instances where 
belt treatment has actually paid 30,000 percent 
on the investment.” 

One of the readers of the article seemed to 
doubt the veracity of my statement. He wrote: 
“You have given no data at all on this saying,” 
and as much as challenged me to do so. 

This is how it is done: In the first place it 
is comparatively easy to compute the money 
loss due to a slipping belt. First compute the 
percentage of belt slip in, say, your main belt, 
by using this formula: 

100 n (d + t) 
— ———_—_—_ > Percent belt slip 
N (D+ t) 
WHERE n=r.p.m. of the driven pulley; 
N= r.p.m. of the driving pulley; 
d=diameter in inches of the driven 
pulley ; 
D = diameter in 
pulley ; 
t= thickness of the belt in inches. 


inches of the driving 


I believe it is well known by most users of 
belt transmission that each pércent of belt slip 
represents a loss of 1 percent of the power. 
Thus referring to the above mentioned main 
drive belt, each percent of slip of that belt 
represents a cost of one percent of the annual 
fuel bill. 

The table below gives a good idea as to the 
possibility of the annual loss due to belt slip 
when slip is not prevented: 


ANNUAL COST OF POWER 


$5,000 $10,000 $20,000 $100,000 
PERCENT 


SLIP ANNUAL Cost OF SLIP 

1% $ 50 $100 $ 200 $1,000 
2% 100 200 400 2,000 
3% 150 © 300 600 3,000 
4% 200 400 800 4,000 
5% 250 500 1,000 5,000 


Belt dressings are decidedly inexpensive as 
regards first cost. The above table shows why 
a little of it can save a lot of money in a year’s 
time. Of course conditions vary considerably 
in the treatment of belts. Some belts require 
a great deal of dressing whereas others do not. 
I have in mind belts which need dressing only 
once every two or three years. A dollar's 
worth of dressing on such belts may therefore 
earn much more than 30,000 percent. In gen- 
eral my recommendations are: Don’t allow your 
belts to become dry; don’t use sticky dressings ; 
don’t use harmful dressing; keep the fibers 
lubricated; don’t use too much dressing. 

Regarding the amount of dressing used per 
horsepower, I know of no rule to cover the 
situation because requirements are so variable. 
A hard and fast rule is impossible. However, 
the following statement made to me by a well 
known manufacturer of belt dressings is help- 
ful: “We have always stated that one pound 
of our treatment will dress a 100-ft. belt 6 
inches wide for three months. We think this 
is a modest estimate.” 

Now with that statement as a peg on which 
to hang your hat and my formulas and rules 
above, any reader can make his own computa- 
tions. I find that 30,000 percent profit is not 
at all uncommon. In fact 100,000 percent profit 
is possible. When a dollar’s worth of dressing 
saves $300 in a year you have a profit of 30,000 
percent. When the saving is $1,000 per year 
the profit is 100,000 percent. It all depends upon 
the belt, the design of the drive, and conditions 
in the plant. If it is a first class belt, if pulleys 
are sufficiently large in diameter and sufficiently 
wide, and if all conditions are right, the belt 
will need very little dressing. I know of belts 
that have never been dressed at all and they 
do not slip. If they ever do start slipping it is 
clear that a few cents worth of dressing can 
save hundreds of dollars, resulting in profits 
that seem unbelievable. 
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Jerseyites Hold Trade Improvement Meeting 


After Considerable Discussion Pass Seven Resolutions Covering Freight 
Rate Stabilization, Pool Car Buying, Broken Unit Differentials and Others 


Newark, N. J., Oct. 
Newark Athletic Club 
New Jersey Lumbermen’s Association passed 
seven resolutions designed to improve trade 
conditions in the State. At a dinner, followed 
by an open forum at night, these resolutions 
were discussed with the manufacturers of the 
products involved and pledges of co-operation 
were given by representatives of lumber mills, 
wallboard and insulation manufacturers, and 
other wholesalers and manufacturers. 

About 350 men attended the dinner in the 
evening, which started at 6:30 and lasted till 
after 10 o'clock. Little hesitancy was shown 
by the manufacturers present in telling the re- 
tailers about conditions in the trade, and the 
retail lumbermen, under the leadership of their 
president, Spencer Baldwin, did not mince 
words in calling to account those of the whole- 
salers whom they believed to have been acting 
against the best interests of the lumber dealers. 

On the rostrum with Mr. Baldwin was Harry 
DeNike, secretary of the association. The 
evening forum was called to order in the dining 
room, and Mr. Baldwin started things off by 
explaining that the association, if it differed in 


12.—Meeting at the 
last Tuesday, the 


its opinions from those of the National Retai! 
Lumber Dealers’ Association and - national 
wholesale lumber associations, did so only be- 


Jersey were Siflerent 
from conditions in any other part of the coun- 
try. He then introduced George Simon, of the 
Mason Dealers association, who declined to say 
anything. 

Arthur E. Lane, 


cause conditions in New 


president of the National- 
American Wholesale Lumber Association, was 
then introduced, and after complimenting the 
association on the attendance, said that the thing 
he would most like to impress upon the minds 
of the retail dealers present was the importan 


of knowing the products they were selling. He 
warned them against taking anyone’s word for 
anything without careful investigation. He also 


recommended that new products be added t 
the yard’s line only after careful investigation 
and testing. The most important thing to sell, 
he said, is quality, and the best way to sell that 
is to talk things over with competing yards. 
W. W. Schupner, secretary of the National- 
American association, warned the meeting that 
the resolutions drawn that afternoon, like all 


resolutions, meant nothing until action was 
taken. Mr. Schupner said that he felt that the 
present is a good time to improve trade prac- 
inasmuch as most businesses have taken 
a cut in their activity that gives them a good 
opportunity to reorganize without too much dis- 
tribution and expense. 


Resolutions Adopted 


The first resolution passed at the afternoon 
session was then read by Mr. DeNike It 
follows: 


tices, 


WHEREAS, Frequent fluctuations in the freight 
rates on shipments of West Coast lumber, re- 
ceived by water at eastern ports, cause fluctua- 


tions of a 
of lumber, 

W HEREAS 
the 
fluc 

W HEREAS, Uniform freight rates, established by 
regulation of the Interstate Commerce Commis- 
sion, have assisted in stabilizing business condi- 
tions for the benefit of industry and the consum- 
ing public, therefore be it 


serious the 


and 


nature in delivered price 
Such fluctuations 
values of inventories many 
‘tuations resulting from rate 


seriously 
times the 
changes, 


affect 
actual 
and 


Resolved, That the New Jersey Lumbermen's 
Association, in convention assembled, request 
and urge that the Shipping Board and interstate 


shippers join in an effort to establish and main- 
tain rates on shipments from the Pacific to the 
Atlantic coast in conjunction with Canadian and 


British Columbia interests and that we, as re- 
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tailers, 
action. 

Mr. Baldwin explained that this resolution 
was simply a pledge of co-operation on the 
part of the retailers to the intercoastal shippers. 
The resolution was not questioned. 


co-operate in every way possible In such 


The second resolution, which follows, was 
also read without question: 
Resolved, That the policy adopted by certain 


manufacturers and 
quotations on postal cards is not 
good business; and it is the sense of this meet- 
ing that manufacturers and wholesalers who 
are operating on this policy be requested to 
discontinue same. 


wholesalers in sending out 


conducive to 


The third resolution read as follows: 

WHEREAS, The practice of pool car buying is 
becoming more prevalent, due largely to the 
growing tendency on the part of some salesmen 
to encourage such practice, and 

WHEREAS, Said practice 
unfavorably on both 
alike, therefore be it 

Resolved, That it is 
meeting that the practice 


will ultimately 
manufacturer and 


react 
retailer 


the consensus of this 
of purchasing in pool 





[Sales-o-gram No. 82] 


TARGETS 


Keep shooting—the target is still there! 
Don't get mad and break up the bow and 
the arrows just because you are off form 
for a day or two. Maybe it is the wind 

Maybe you need a little more 
The sharpshooter has probably 
missed many times as many targets as you 
have—but he has made many more tries. 
There is a slang word which gangland seems 
to have developed which applies: "Proposi- 
tion him." In spite of the depression, a 
lumber dealer "propositioned" enough home 
owners to net a half dozen nice modernizing 
orders. He “propositioned’’ enough owners 
of tenant houses to fix up to hold their 
tenants to sell a tidy lot of building mate- 
rial. While he didn't always hit the target, 
he kept shooting. 


conditions. 
practice. 





car lots be resorted to only in case of emergency 
and that dealers contemplating placing orders 
for pool car shipments ascertain definitely the 
names of other dealers participating before plac- 
ing said orders. 

Mr. Lane 
pool car buying 
of great benet 
naturally be 


said that if 
were wiped out, it would be 
it to wholesa ilers, who would 
able to maintain smaller warehouse 
stocks, and still do as much or more business. 
To this Mr. Baldwin answered that he felt 
that the frequency of pool-car buying was due 
to the depressed condition of business at present, 
and that it would decrease as things picked up. 
He emphasized, however, the necessity of find- 
ing out who the other purchasers in a pool car 
are, in order to protect the retailer as a class. 
The fourth resolution was: 
Resolved, That it is the « 
that the delivery of building material 
except hard material by either the producers or 
the jobbers, direct to the job, on order of the 
retailer, is not conducive to good business and 
that such practice is hereby condemned. 


immediately rose and 


the 


onsensus of the 


meeting 


Discussion on Truck Deliveries 


Immediately after the reading of this, Mr. 
Baldwin asked A. N. Frederickson, of the 
Weyerhaeuser warehouse at Port Newark, 
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whether or not his company would deliver ; its 
lumber by truck at any spot designated | by the 
retail yard. 

Mr. Frederickson said that it would, but then 
explained that in doing so he would act merely 
as the yard’s agent, and that his re sponsibility 
and that of his company would end as soon as 
the truck left his warehouse. 

W. J. Rankin, of Perth Amboy, said it was 
his experience in dealing with wholesalers, that 
even if the wholesaler had a trucking line t 
which it regularly gave its business, it allowed 
the retailer to designate some other truck com. 
pany if he so preferred. 

Andrew Dykes, of the Dykes Lumber (Co. 
asked if any wholesaler operated its own truck. 
ing system. He was told that none did. 

The fifth resolution was then read 
DeNike: 

Resolved, That it is the consensus 
meeting that the sale of lumber in 
lots, from either wholesale warehouse or storage 
stock, in less than package units at the unit 
price per thousand, is eminently unfair to the 
purchaser of package units. 

Be it further 

Resolved, That the warehouse 
operator be urged to set up a 
broken units sufficient to give 
unit lot purchaser. 


by Mr, 


of this 
truck load 


and _ storage 
differential on 
protection to the 


Discussion on Broken Unit Differential 

Mr. Frederickson was asked by the Chair t 
give his opinion. He put the blame for broken 
lot buying back on the retailers by saying that 
he had found he could not do business unless 
he allowed his customers to send down to his 
warehouse for small orders and that they ob- 
jected if he charged them a differential. 

Mr. Baldwin objected to this, but Chauncey 
Ruckley asked for the floor and said that he 
had found retailers selling at lower prices than 
those asked by Mr. Frederickson’s concern, and 
that under such conditions, it was impossible 
and unfair to expect any wholesaler or manu 
facturer to raise his price on either full units 
or broken ones. 

Fred Bailey, of Bailey & Allen, wanted t 
know the difference between a wholesaler an¢ 
a retailer. When he was told that a whole. 
saler was a man who sold only to established 
yards, he asked whether wholesalers went t 
established yards to sell one or two sticks. The 
answer from one of the manufacturers present 
was that wholesalers would continue to sell that 
way as long as yards would not buy any other 
way. 

Edward Carnihan said that as a small yard- 
owner, he was in favor of the present method 
of selling broken units to yards without adding 
a differential, inasmuch as it allowed room tor 
the small yard to grow. ; 

He was answered by Mr. Dykes, who said 
that his company owned . series of small yards, 
and that they would be able to continue in busi 
ness if a differential were put on broken units, 
because each yard specialized in one class ol 
material. He said that it was only when yards 
tried to fill orders for specialties that they did 
not ordinarily handle, and about which they 
knew nothing that they were unable to buy 
full mixed carloads. 


Discussion on Wallboard and Insulation 


The point was then brought up that body 
present knew exactly what a unit was each 
kind of lumber. Mr. DeNike explained that 


set later if everyone would 
by them if they were made. 


standards could 
agree now to abide 


The sixth resolution, which had been adopted 
unanimously by the council of directors, was 
similar to the fifth, except that it concerned 
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wallboard and insulation, rather than 

The text was as follows: 

»golved, That the present method of distri- 

Res f gypsum wallboard and insulation, in 
peer ad lots from warehouse, at carload prices, 
— pe abolished, and that a differential 
yoo be set up on all orders of less than car- 
- a lots, in sufficient amounts, to protect deal- 
co who buy in carload lots and do their own 
warenousing. 

The gypsum manufacturers all had _ repre- 
sentatives at the meeting, each of whom ex- 
plained that his company had charged a differ- 
ential in New Jersey, but had dropped it at the 
request of the retailers. In other parts of the 
country the differential was still charged. 

Mr. Bailey asked that the trade relations 


gypsum 
jymber. 


— 


New Hampshire 


Mancuester, N. H., Oct. 12.—Restriction of 
jumber production, trade ethics pertaining to the 
relations and practices of producers and whole- 
salers, promotion of new uses for wood and im- 
proved methods of manutacture of native hard- 
woods and softwoods to attain greater efhiciency 
and economy and a better product were among 
the outstanding problems discussed at the fall 
meeting of the New Hampshire Lumbermen’s 
Association, held here last Friday in the Hotel 
Carpenter. ; 

The association voted to join in the opposi- 
jon to the proposed 15 percent advance in rail 
freight rates, after some discussion which 
brought out claims that such an advance would 
aid the small producer of native lumber in meet- 
ing competition of southern and western woods. 

Members reported twenty-nine mills running 
Oct. 1, compared with thirty-nine April 1, 
twenty-eight one year ago and seventy usually 
operating at this time. Aggregate stock re- 
ported on hand Oct. 1 was 77,916,000 feet, com- 
pared with 96,975,000 April 1 and 93,525,000 a 
year ago. Of current stocks reported by pro- 
ducers operating sixty-one mills in association 
territory, 53,650,000 feet is sold and held for 
shipment and 24,266,000 feet unsold, compared 
with 23,538,000 feet unsold April 1 and 26,487,- 
000 feet unsold one year ago. Current mills 
stocks in association territory include 52,850,000 
feet of round edge box lumber, 818,000 feet of 
white pine round edge butts, 7,286,000 feet of 
square edge softwoods and 16,962,000 feet of 
hardwoods of which 5,844,000 feet are square 
edge cut to grade. 

President Arthur G. Bowler, of Manchester, 
opened the morning business session with an ap- 
peal for further restriction of production. He 
asserted it was no time to go into the woods of 
northern New England and cut a lot more tim- 
her this coming winter when Canadian white 
pine stumpage is selling at $3 and red pine and 
—— stumpage at $2.50, and warned the 
producers : 


I find all through the consuming trades 


that many lines are using less lumber all the 
ume and yet you keep on cutting. One item 
[am handling has dropped $10 in seven 
weeks. If they were doing any business in 
the middle West and West we here in New 
England would be having less trouble. Many 
if not most of our industries here in New 
England are now doing a fair business, but 
we can not sell them our lumber at decent 


prices when so much that can’t be sold else- 
Where is coming in here to be disposed of 
at anything it will bring. 

Reporting as chairman of the transportation 
committee, Owen Johnson of Manchester pre- 
dicted that the 15 percent advance of rail 
lreights is likely to go through and believed it 
would be harmful to the New Hampshire lum- 
ber industry as well as to the American lumber 
industry as a whole. S. Frank Langdell, of 
Manchester, argued that the freight increase 
would make lumber coming from a long dis- 
tance cost more and therefore help local pro- 
ducers. Others pointed out that considerable 
New Hampshire lumber also is shipped to a dis- 
) tance, that it would increase the cost of box 
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committee of the association meet with the 
gypsum wallboard manufacturers, and Mr. 
DeNike promised to arrange this. 

The representatives of the insulation com- 
panies were also heard. In this class of mate- 
rial a differential is charged between truck- 
loads and carloads, they said. Several cases of 
bids by insulation manufacturers at prices lower 
than those given to retail lumber yards were 
brought up by various yard operators, and were 
explained as being quotations for roofing insula- 
tion. Tom Sawyer, of Insulite, explained the 
difference in quality of these two grades. He 
said that seconds of construction insulation could 
frequently be sold as satisfactory for roofing 
insulation. He also said that the companies 
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felt that they were entitled to charge a little 
more for construction material because of the 
merchandising assistance given yards in mov- 
ing it. 

The last resolution was read as follows by 
Mr. DeNike: 

Resolved, That the amended mechanics’ lien 
law, which becomes effective Sept. 2, 1930, has 
proven to be of great benefit to all of those en- 
gaged or interested in the building industry 
during its year of operation, and be it further 

Resolved, That all building material dealers 
be urged to protect their rights under said law 
by filing a “Notice of Intention” on every job 
over $200. 

There were no comments on it, and the meet- 
ing was adjourned. : 


Operators Urged to Restrict Cut 


shooks and also give additional advantage to 
lighter containers of substitute materials. W. E. 
Dickinson, of the New England Box Co., 
Greenfield, Mass., was strongly opposed to any 
increase in rail freights. 

In respect to the memory of Warren M. 
Davis, veteran New Hampshire lumberman and 
prominent member and former officer of the as- 
sociation who recently passed away, at his home 
in Hooksett, the members stood in silence. 

Low lumber prices not only are hurting the 
lumber industry but are ruinous to the wood- 
using industries, and are the fault of the lumber- 
men themselves and protracted and accentuated 
by the folly of the newspapers, L. D. Steadman, 
of the P. Derby Co. and the Mahoney Chair 
Co., Gardner, Mass., stated in a spirited address. 
In a few hours one day during the week he was 
visited by seven salesmen offering hardwoods, 
three of them producers, all urging him to make 
an offer. “You can buy practically anything 
you want in the lumber line at your own price,” 
he stated. “I confess I’ve been buying lumber 
at ridiculously low prices. The press is at fault. 
They’ve been harping on unemployment and de- 
pression until everyone is frightened. Consum- 
ers are afraid to buy. They put their money in 
the bank and hang onto it.” 

Mr. Steadman urged New Hampshire hard- 
wood operators to improve the quality of their 
product, pay stricter attention to sawing and 
grading, and not to cut any logs smaller than 
10-inch at the small end. 

The practice of millmen going to woodwork- 
ing industries, urging for offers for their lumber 
without regard to value and “forgetting that the 
wholesaler is in business and cutting each 
other’s throat,” was roundly condemned by sev- 
eral speakers. Millmen who spoke in defense 
said they were forced to do something to move 
their unsold mill stocks when wholesalers fail 
to send them sufficient orders. The matter of 
commissions also was discussed, and the ethics 
of a wholesaler collecting a commission from 
the mill whose lumber he is billing to his cus- 
tomer at a higher price than he is paying the 
mill. Some favored 3 percent commission on 
softwoods the mill bills, and 5 percent on soft- 
woods and 10 percent on hardwoods when the 
wholesaler assumes responsibility for collections, 
the wholesaler to turn over the actual price 
secured unless his purchase contract is specific- 
ally written at a flat price, in which case he is 
entitled to any advance secured or stand any 
loss. 

S. Frank Langdell declared that he had dis- 
covered he could make more money by trying 
to make better lumber and letting the whole- 
saler sell it instead of wasting his time sitting 
on a bench waiting for a chance to see a buyer. 





A five line ad costing $1.50 pro- 

duced eight high-class salesmen for 

an advertiser. REACH the BEST 
in the INDUSTRY 


M. G. Symonds, of East Jaffrey, urged all 
producers to shut down their mills for at least 
six months, after which he predicted they would 
be able to resume operations on a profitable 
basis. W. D. Veazey, of Laconia, one of the 
largest and most successful operators, announced 
that all his mills will be shut down within three 
weeks and thereafter he will cut no more until 
his present stocks are cleaned up. 

Clarence E. Clough advised operators to get 
rid of all distress lumber at once and take their 
loss, insisting that any lumber on the sticks 
after twelve months must be considered distress 
stock. 

Following an inspiring address by the Rev. 
John Nicol Mark, of the First Parish Church, 
Arlington, Mass., after the association luncheon, 
John W. Pearson, of Concord, reported some of 
the basic facts brought out by research to pro- 
mote profitable consumption of native lumber. 

Professor Karl Woodward of the University 
of New Hampshire advocated an agreement by 
all association members to restrict their cut to 
the annual growth of their standing timber, in- 
sisting that this would solve the problem of 
over-production and eventually put the industry 
on a more profitable basis. It was voted to 
refer this project to the association directors for 
decision and action. 


Two New Plants for Woodwork 
Products 


DixFieLp, Me., Oct. 12.—The only match 
factory in Maine, and the second in New Eng- 
land, has been under construction here by the 
3erst-Forster-Dixfield Co., and its active work- 
ing schedule announced for the first of the year. 
A new toothpick mill was announced for opera- 
tion about Oct. 20, the company’s new con- 
struction thus centralizing its work in Dixfield 
where the huge plant will provide facilities for 
the employment of 400 to 500 persons. 

The new match factory is located across the 
river from the town center, permitting plans 
for later expansion in adjacent territory. Al- 
ready one commodious new building has been 
completed, the power house is almost done, and 
a factory is under construction to be used for 
the preparation of wood for the company’s 
products. The tank for treating the varied 
woods is also to be erected. This firm uses ex- 
tensively yellow birch, rock maple and other 
hardwoods. 

Another development in wood-using industries 
for Dixfield is the decision of the N. S. Stowell 
Co. to assemble and finish wooden toys in a new 
plant it will erect here. Up to this time the 
assembling has been in New York, the Stowell 
mills having filled steady orders for the turn- 
ings used in this toy manufacture. Fully a 500 
percent increase in sales of turnings over a 
5-year period has been the record upon which 
this mill has acted in its new policy. Thus 
firm is the one supplying a million spools daily 
to J&P Coats (Inc.). 
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Associations’ Plans and Activities 


Oct, 20—Western 
tel, Spokane, 


Pine Association, 


Wash, 

20-21—Southern Logging Association, 

Roosevelt, New Orleans, La, Annual. 

Oct. 21—West Side Hardwood Club, Pine 
Ark. 


21-23 


Davenport Ho- 
Hotel 
Bluff, 


, —Pacific 
Hotel, Spokane, 
Idaho. Annual. 
27-30—National Retail Lumber Dealers’ As- 
sociation, Book-Cadillac Hotel, Detroit, Mich. 
Annual, 
Nov. 10—Southeastern Hardwood 
Club, Jacksonville, Fla 
10-12 
America, 
annual, 
Nov. 11—Southern Cypress Manufacturers’ Associa- 
tion, Mayflower Hotel, Jacksonville, Fla. Semi- 
annual meeting 
13-14—National 
Manufacturers, 
Hotel, Klamath 
ing. 
Nov 16 Loyal 
Portland, 


Logging 
Wash., 


Congress, Davenport 
and Headquarters, 


Manufacturers’ 


Nov. 


Associated Cooperage 
Brown Hotel, 


Industries of 
Louisville, Ky. Semi- 


Association of Wooden Box 
Pacific Coast Division, Willard 
Falls, Ore. Tri-annual meet- 


Legion of Loggers & Lumbermen, 
Ore. Twenty-sixth semiannual meet- 
ing board of directors. 

19-21—-California Retail Lumbermen’s Asso- 
ciation, Hotel Oakland, Oakland, Calif. Annual. 


Nov. 


Dec. 1—Appalachian Hardwood Club, Cincinnati, 
Ohio Annual 
Dec. 7—National Homes Finance Corporation, Con- 


gress Hotel, 
ers’ 
Dec. 7-9—Associated 
Dealers of 
Annual. 


Chicago. First annual stockhold- 


meeting. 


Ieaders of Lumber & Fuel 
America, Congress Hotel, Chicago. 





Southern Cypress Semiannual 

JACKSONVILLE, Fia., Oct. 13.—The semian- 
nual meeting of the Southern Cypress Manufac- 
turers’ Association will be held here at the 
Mayflower Hotel on Noy. 11, according to 
announcement by T. M. True, secretary of the 
association. The Southeastern Hardwood Man- 
ufacturers’ Club will most likely meet on Nov. 
10. Many of the members of the club produce 
cypress and are affiliated with both organiza- 
tions. Therefore the above meeting will be a 


two-day session devoted to cypress and hard- 
woods and many are expected to attend. 





To Plan for Northwestern Hardwood 
Meeting 


MINNEAPOLIS, MINN., Oct. 12.-- A committee 
named by President F. H. Peschau will report 
at the November meeting of the Northwestern 
Hardwood Lumbermen’s Association on plans 
for the annual convention of the organization, 
which will take the place of the regular Decem- 
ber meeting. Members of the group are C. C. 
Campbell, chairman, R. S. Clark and L. S. 
Tuttle. 


Appalachian Hardwood Club An- 
nounces Meeting Date 


CINCINNATI, Onto, Oct. 13.—The Appala- 
chian Hardwood Club today announced that its 
next annual meeting will be held Tuesday, Dec. 
1, in Cincinnati. The program, now in course 
of preparation, will provide for a one-day busi- 
ness session to be devoted largely to a con- 
sideration of the club’s trade extension activi- 
ties. 

A conference of the club’s trade extension 
committee is scheduled for the evening prior to 
the general session. This committee will re- 
view the work of the present year and outline 
for submission to the membership a program of 
suggested activities for 1932. Likewise the full 
membership of the board of directors is ex- 
pected to attend a meeting of that body to be 
held after the conclusion of the business 
sion. 

The interest displayed in the club’s trade ex- 
tension program, now in its third year, is ex- 
pected to bring out a large and representative 





ses- 


atttendance of Appalachian hardwood Many. 
facturers interested in knowing what has been 
done to hold and extend the markets for their 
products as a result of furnishing practical an 
technical information on hardwoods to the ¢op. 
sumer. These activities will be explained y 
Trade Extension Manager David G. White 
who, in addition to reviewing past accomplish. 
ments, will offer suggestions to make the work 
even more effective in the future. 





Southern Millwork Association's 
Office Closed Temporarily 


ATLaNtA., Ga., Oct. 12.—The office of the 
Southern Sash, Door & Millwork Manufae. 
turers’ Association, which for the last several 
years has been maintained in the Forsyth Build. 
ing, here, has been closed temporarily. It wil} 
be reopened when conditions in the lumber bug- 
ness improve sufficiently, it is expected. C., B. 
Harman is secretary of the association. 





United Kingdom Door Imports 


Wasuincton, D. C., Oct. 12.—American 
doors are holding their own in United Kingdom 
imports, but Sweden has suffered a loss of about 
28 percent in value of doors brought in to 
London and Liverpool, comparing the first seven 
months of 1930 and 1931, it is reported to the 
Department of Commerce. American values 
were given as £329,375 sterling for 1931 as 
against £354,158 in 1930, a loss of only 7 per- 
cent. Liverpool-London imports from “other 
countries,” including Russia, rose 40 percent to 
a value of £20,564. The bulk of Russia doors, 
however, appears to be coming through Hull 
and other eastern ports and are believed to have 
amounted to between 45,000 and 50,000 doors. 


Retail Convention Program Embraces Building Trade 


A nationally known architect, a contractor, a 
lumber wholesaler and a lumber manufacturer 
will address the National Retail Lumber Deal- 
ers’ Association at its fifteenth annual conven- 
tion, to be held at the Book-Cadillac Hotel, 
Detroit, Mich., on Oct. 27-30. They will dis- 
cuss problems of mutual interest and ways in 
which various branches of the building indus- 
try can cooperate. 

According to a member of the program com- 
mittee, Lancelot Sukert, of Sukert & Cordner, 
architects, Detroit, will appear before the meet- 
ing as an advocate of lumber for dwelling con- 
, struction. He will describe a house in which a 
maximum amount of lumber has been used and 
will tell why he considers it best for the pur- 
pose. Mr. Sukert is a former president of 
the Michigan Association of Architects, is a 
member of the A. I. A. committee on general 
conditions of contract, and of the Detroit archi- 
tects-contractors joint committee. 

The contractor, O. W. Rosenthal, of the Ros- 
enthal-Cornell Co., Chicago, is well known as 
a public speaker and has appeared before re- 
tail lumber associations, the Southern Pine As- 
sociation meeting in New Orleans last spring 
and other important meetings. 

Lumber wholesalers will be represented by 
Max Myers, of Cleveland, Ohio, vice president 
of the National-American Wholesale Lumber 
Association, who will talk on “Lumber Distribu- 
tion and Its Relation to Co-operation Between 
Wholesaler and Retailer.” 

C. C. Sheppard, of Clarks, La., president of 
the Southern Pine Association, will give a 
manufacturer’s viewpoint on the outlook for 
1932 and future markets for lumber. 

A great many subjects are listed for dis- 
cussion on the official program and delegates 


are asked to check over and locate those they 
are particularly interested in. Among the topics 
listed are these: 

The Threat of Steel House Framing; Getting 
the Story of Wood Construction Across to the 
Public; Is the Retail Lumber Dealer Going Out 
of Business?; What the Lumber Distribution 
Statement Can Mean to You; Prepared Roofing 
Price Discounts; Remodeling Financing Plans; 





[Sales-o-gram No. 85] 


KNOCK 


on wood. It is easy in a lumber yard. 
Age-old superstitions persist in form if not 
in spirit among many of us. Perhaps the 
harmless custom of knocking on wood is 
not such a bad thing after all. It reminds 
us that we have made an exaggerated state- 
ment—and should go slow. It emphasizes 
to us that we have been doing some un- 
necessary bragging or unplanned wishing 
or inconsistent prophesying. It may help 
to keep us becomingly modest, serious and 
earnest. It may help correct some of our 
speech faults. A lumber dealer knocked 
on wood to remind himself when he had 
made a statement subject to slight ques- 
tion, when he had voiced a plan which only 
good fortune and hard work could permit 
him to materialize and when he had made 
a claim that might be difficult of proof. 
Perhaps the old superstition was doing him 
a real service. 


Liquidation of Frozen Assets; To Ring Door- 
bells, or Not to Ring?; Mergers and Consoli- 
dations; Dwelling Financing Plans; Central 
Reserve Yards; Uniform Lien Act; Merchan- 
dising and Consumer Contacts; Paint and 
Hardware Departments; Reduction of Over- 
head Expense; Merchandising Council House 


Selling Methods Presentation. 


The entertainment features will include tea 
parties, luncheons and trips for the ladies, be- 
sides which there will be informal parties, the 
annual banquet, sight-seeing trips, music and 
dancing and a golf tournament. 

The meeting will have an international as- 
spect, due to the presence of M. N. Cummings, 
Westboro, Ont., Canada, president of the On- 
tario Retail Lumber Dealers’ Association, and 
Horace Boultbee, secretary of the organization, 
who will head an official delegation appointed 
by the Ontario dealers. Col. W. Griesinger, 
of Windsor, represents the Ontario dealers on 
the Detroit convention committee, now prepat- 
ing a hearty welcome for visitors. 

Fare and one-half identification certificates 
for the use of those who plan to attend the 
convention were mailed on Wednesday of this 
week. Additional ones may be obtained by 
writing to National Retail Lumber Dealers 
Association, 326 W. Madison Street, Chicago. 
Hotel reservations may be made direct to De- 
troit hotels or through association headquarters. 





A PLANT similar to corn, when subjected to 
the action of X-rays at Cornell University, was 
changed from an annual to a perennial, much 
to the surprise of Dr. L. F. Randolph, who 
conducted the experiment of which this was 
the unexpected result. He wanted to know 
only how the rays would effect plant heredity. 
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A General Purpose Truck Body 


A truck body built to order for efficient han- 
dling of doors and similar millwork, as well 
as boards, is in use by the Globe Lumber Co., 
at the corner of 50th Street and Racine Ave- 
nue, Chicago. William V. Heniff, secretary 
and manager of the company, is the designer 
of the body, and he reports that it is indeed 


convenient. It has several unique features, as 


may be seen by the accompanying illustration. 
One of these is the slide gate at the rear 
of the cab, on either side. In the picture Mr. 


Heniff is shown pulling the left gate out, as 


he does when he wants the truck to carry 
some long boards (note the strong front 
brackets, to protect the fenders and hold the 


poards in place). When shorter lengths make 
up the load the slide-gate is put back in place, 
which with the rear end-gate up closes the 
truck box on all sides so small articles, such 
as nails, or short pieces of lumber, will not 
pe jarred out. 


Another important feature of this body is 
the birch superstructure, built for the easy 
handling of doors and other materials of simi- 
lar dimensions. The stakes are recessed into 
the side-boards so that there are no project- 
ing “ribs” im the truck box. On each side of 
the truck are six stakes, tied at the top by 
a longitudinal cross 
membe! At the front 
and rear lateral cross 
members tie the two 
sides; these may be 
moved forward or 
backward, fastened at 
the top of any pair of 
stakes (arrow indicates 
loop) by this means 
the doors may be 
placed anywhere con- 
venient on the truck 
ind held upright, and 
because the platform 
is oak and the super- 
structure is birch, 
there is no danger of 
damaging the doors 

The name board on 
top of the cab of the 
Ford is not placed in 
the most advantageous 
position Mr. Heniff 
finds, for the curve of 
the top hides part of 
the name from the 
view of anybody be- 
hind the truck. It 
should be at the top- 
most part of the cab 
top (at the rear of the 
cab, on this make of 
truck), and the dealer 
has been considering 
the advisability of 


changing it. 
Probably the 
will be wondering what 


readers 


kind of “window 

frame” Mr. Heniff was holding at the time 
the picture was snapped. It is a sample 
Screen frame he made up to show his cus- 
tomers how remarkably convenient and 
Strong are the Micklin screen corners which 
he sells This particular frame looks quite 
battered and “‘dog-eared” at the corners, for 
it has been thrown down onto the floor so 
Many times that any frame would look bat- 
tered, but it still is strong and true. It is a 
Plan that seems to work, for the Globe Lum- 
ber Co. sold fourteen gross of the Micklin 
Sets in one month, and at the time of the 
Writer’s visit the yard’s third shipment of 
this new specialty was in stock. 


“One man came in to buy some screen ma- 
terial,” said Mr. Heniff, “and our yard man 
told him that these corners would make his 
lob 100 percent faster, easier and better. That 
man bought the corners before he saw what 
they looked like, and then, when he took them 
home and used them on the few new screens 
he was naking for replacement, and saw how 


Much better they were than the old screens, 
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Trucks for Dealer-Contractor 


MAPLETON, Iowa, Oct. 12.—-A “baker’s dozen” 
is the number of trucks the Haubrich Grain 
& Lumber Co, finds necessary to carry on its 
extensive business in retailing lumber, general 
contracting over a wide area, transportation 
of livestock, and selling of fuel and feed. To 
read the list of materials sold by W. J. Hau- 
brich (who happens also to be mayor of 
Mapleton) reminds one of the old general 
store, except that he does not sell gingham 
and calico. One is sure this lumberman will 
have some sort of business the year ’round, 
whether building is active or not, when the 
letterhead is read. Stores and houses are pic- 
tured across the top of the sheet, and down 
the left side this varied line of activities is 
mentioned: 

“Apartments for Rent; Building Materials 
of All Kinds; Business Buildings for Rent; 
Binding Twine; Builders’ Hardware; Bran, 
Shorts etc.; Cement Mixing; Coal; Feed 
Ground for Farmers; Farms Bought and Sold; 





William V. Heniff, secretary and manager of the Globe Lumber Co., 
Chicago, showing how the slide at the front of the truck platform, be- 
side the cab, may be pulled up and out to allow the transportation of 
long boards, or left in to keep the truck box closed-in on all four 
sides. In his left hand he is holding a sample screen frame, built to 
demonstrate the advantage of patented screen corners 


Sold; Hay 
Houses for Rent; 


Hogs 
House 
Oil 


Bought and Racks; 
Bought for Feeding; 
Moving; Ice Boxes; Linseed Oil; Lumber; 
Meal; Paints and Varnishes; Old Iron and 
Bones Bought; Posts; Roofs; Roofings; Roof 
Cements to Stop Your Leaky Roof; Salt; Self 


Grain 


Feeders; Tar and Gravel; Tankage; Town 
Property Sold on Monthly Payments; White 
Lead; Wire; Wagon Boxes; Wood.” 

The company has bought several trucks 


since the letterhead was printed, it is apparent, 
and is not seriously worried about depressions, 
for across the bottom of the page one reads: 

“GENERAL CONTRACTING, We build Any- 
thing, Anywhere, the Way you want it built. 


We employ a force of 50 men and operate 
a fleet of seven trucks. We are at your 
service when it comes to plans and estimates. 
Electrically equipped carpenter shop at our 
yards.” 

Mr. Haubrich explained to the AMERICAN 
LUMBERMAN that, while he and his organiza- 
tion will and do any kind of building job 


that offers, whether public building or private 
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and whether new or repair work, “our long 
suit is farm buildings.” These jobs, what- 
ever they are, usually are done on contracts 
for the completed job, whether a _ repaired 
porch floor or a new house, and when the 
Haubrich workmen leave, the floor is ready 
to be walked on, the house is ready for oc- 
cupancy. At the time Mr. Haubrich was tell- 
ing of his company’s operations he had under 
construction, besides “several jobs at home, 
in our own territory,’ a State highway main- 
tenance garage at Perry, Iowa, an Evangelical 
Lutheran school at Altoma, Neb., a six-room 
house at Westfield, Iowa, two barns two miles 
from Sioux City, Iowa, and four country 
schoolhouses, two in Crawford County and two 
in Ida County. 


“When we get contract jobs away from 
home,” said Mr, Haubrich, ‘‘we try to buy 
our material from the local dealer, but when 


we can’t do this satisfactorily we haul from 
our own yard with the larger trucks. We 
have three trucks that will carry a load of 
8,500 feet, so when we send these three trucks 
it doesn’t take very many trips to haul an 
ordinary job.” 

Instead of the fifty men mentioned in the 
letterhead, the company now employs about 
eighty men in the summertime and thirty-five 
during the winter, paying all of them by the 


hour. The truck drivers, however, are paid 
by the month. 

The company operates eight Chevrolet 
trucks, two Internationals, one Ford, one 
Willys, and only recently acquired the latest 
addition to the fleet, a 3-ton Reo. One of the 
Internationals was bought last June. Fach 
driver is held responsible for his truck, and 


new parts, tires and such things are obtained 
by requisition through the yard foreman, who 
is superintendent of the trucking department. 


A mechanic is hired by the month to keep 
the trucks and the engines of the cement 
mixers in the best of condition. 


“We keep a record on our trucks as to ex- 
pense and earnings,’ Mr. Haubrich said, “and 
we make a charge for all hauling done and 
credit truck account with same. We do not 
favor free delivery, and make a charge for 
all hauling.”’ 

The Haubrich company uses its trucks for 
its lumber and material business, and also to 
carry livestock, for each year it feeds out 
about a thousand head of cattle and the same 
number of hogs. If the Mapleton mayor had 


to pay freight or truck hire to take the 
animals the 45 miles to Sioux City it soon 
would “run into money.” The company oper- 
ates a road-graveling crew, also, but hires 


trucks for the necessary hauling of gravel. 


Do This te Your Tires! 


Oct. 12.—The 





DETROIT, MICH., 
department urges all motorists to check their 
tires carefully and note the serial number, 
keeping the list handy at all times so it can 
be referred to immediately if the tires are 
stolen. Inspector William L, Dwyer, head of 
the department’s auto squad, says that an 
average of fifteen tires are stolen every day 
in Detroit, and a large percentage of these 
are recovered by the _ police. 3ut then the 
owner has difficulty in identifying the tire, in 
most cases, and so a majority of the recovered 
tires are piled up at the police headquarters 


Detroit police 


for a year and then sold at auction. The 
only positive means of identification is the 
serial number of the tire. This is hard to 


obliterate without the act being apparent at 
once, and without an immediate cheapening 
of the value of the tire if the thief should 


want to sell it. 
So, watch your serial numbers. 





That Might Account for It 


Jim—‘“Say, Joe, can you tell me why there 
are fewer railroad accidents than automobile 
accidents?” 

Joe—“Well, perhaps not exactly, but I think 
it is because the engineer isn’t always hug- 
ging the fireman,.’’—Studebaker Wheel. 
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ARE MAKING 


COOALLOUS DEUlerys 


| Shiplapped, beveled edges and 
ends provide permanent expan- 
sion space all the way around, 
and are so arranged that this 
space can not be filled with 
plaster. 


Z Nailing slots permit free expan- 
sion of Lath without binding 
and resultant bulges and warp- 
ing. 

3 Easy to handle and apply—light 
weight—small size, 18°x48”— 

can not be misnailed because 

nailing grooves are already pro- 
vided. 

Extra wide beveled, shiplapped 

edges, with no space to fill with 

plaster, providing greater re-in- 
forcement, and preventing air 
infiltration through the plaster. 


No wetting required. Double 
thickness lath and quick setting 
plaster recommended for ceil- 
ing work. 


be 


Think of the sales possibilities of INSO 
LATH. Every building, every attic, every 
basement offers you sales and profits. 
Write now for free sample and full par- 
ticulars on our sales plan for dealers—it's 
a real business builder. 


_MPROVE,, 
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Sawing Sleep 


A man may be industrious, 

Stay on the job without much fuss, 

Put in eight hours, good honest hours, 
Not run for shelter when it show’rs, 
But there is one thing on the list 

The strongest often can’t resist: 

A summer’s day, a sunny hill, 

And somewhere near some old saw mill. 


There’s nothing like its drowsy hum 
To make an honest man a bum, 

No thing more likely, | agree, 

To make a loafer out of me. 

A little while I hear its buzz 

(You know the way a saw mill does), 
Then down my face I pull my cap, 
Stretch out my legs, and take a nap. 


Around a mill I’m not that way, 

And I'll put in an honest day, 

But when I happen somewhere near 
And that old hum, sweet hum | hear, 
Down go the shovel and the hoe, 

And bugs can hop and weeds can grow, 
But wide awake I can not keep 

When some old mill starts sawing sleep. 


We See b' the Papers 
An optimist is a man who robs a bank. 


Maybe I. 
Confusion 


C. C. means Interstate Commerce 


Our battleships are said to be “antiques.” 
Don't tell the wife. 

Chile has picked a new president, and now 
will pick on him. 

However, granting a moratorium is nothing 
new to a retail lumberman. 

Some of these moratoriums have been on his 
hooks for years and years. 

Let us hope that thawing the frozen assets 
will produce a flood of money. 

Senator Hale’s suggestion in the situation is 
that we build a billion dollars worth of battle- 
ships. 


If there is anything that homeless men and 
shoeless kids need right now it is certainly 
battleships. 

Gov. Ritchie, of Maryland, may be all wet 
on some things, but he’s all right on some 
others. 

An extra session of the Arkansas legislature 
has been called to repeal the law of supply and 
demand. 

Well, let’s hope we have better luck reliev- 
ing unemployment than we did relieving the 
farmers. 

Since there is a law that a man can’t take 
what isn’t his, why not a law that he can’t sell 
it, either ? 

A new make of automobile will be placed 
on the market in November, if the market can 
be located. 

The laugh of the week: Two American teams 
playing an American game for “the world’s 
championship.” 

It seems, in these charity games, when the 
whistle blows the charity ceases. 

Speaking of the Nothwestern-Notre Dame 0 
to 0 tie, many a marriage is just that. 

Al Capone attended a football game at Evans- 
ton and was greeted with boos. That seems 
appropriate. 

Al was surrounded by a guard of policemen. 
Someone ought to move to make the organiza- 
tion permanent. 


When you see a bald-headed business man 


now, you don’t know whether dandruff did it 
or he pulled it out. 





There are 1,500 candidates for the Latvig 


parliament. In Latvia they don’t take a cens, 
they hold an election. : 

A political orator is always thanking (, 
for something, and the audience agrees wi 
him when he’s through. 

A hundred thousand Mexicans haye One 
home. That is more than the Americans yj 
have gone home over here. 

Sunday we were in a traffic jam a half mij 
long. The trouble with this country isn’t ¢ 
pression but compression. 

Mr. Gandhi says the goondas should be ey 
quered with love. What he would like to g 
is an Epworth League of Nations. 

This new film that takes pictures in the day 
seems to have arrived just in time for 
Northwestern-Notre Dame game. 


We always supposed that a bier was som 


thing you mourn at, but it seems to be som. 


thing the American Legion mourns for, 

President Heover issued a 
next we shall have a pharmacy relief board, 

Mr. Hoover once didn’t know whether } 
was a Republican or a Democrat, and it look 
like next session he would have to be both 

With the Northwestern-Notre Dame ar 
Cardinal-Athletics games on the same afternoo 
the two-car family may now become the tw 
radio family. 


You can buy the same value in an autom 


bile now for half what you paid a few year 


ago, and run it for about half 
it into a garage. 


President Green, of the American Federatio 
of Labor, says that the way to end the depres 
As an economist, Mr 


sion is to raise wages. 
Green seems to be mostly mist. 


By thus simply increasing the cost of living 
it would make it possible for the fellow wh 
has a job to live better, and impossible for th 


fellow without one to live at all. 


Sheriff Benson, of Milwaukee, says he wi 
evict no tenants who are out of employment 


If a man can get a dole on top of that, h 
foolish he would be to work. 


The Sox-Cubs game for the unemploymer 
solves th 
Let’s have a game every da 
and everybody quit work and go, and ther 
ought to be enough taken in to take care ( 


fund brought in 
whole problem. 


$46,958.55. This 


all of us. 


Panic-proof 
I met three chaps who hadn't hit 
The bottom—very far from it. 
To them things looked about as fine 
As matters did in ’29. 
One of the three had put away 
A little for a wintry day, 
The way that squirrels always do— 
And now about the other two: 


The second hadn’t saved a cent, 

But he had paid his summer’s rent 

With song, and also paid his fare 

With singing "way down south somewhere. 
And then I came upon the third. 

Well, he was neither beast nor bird, 

sut just a man who little had, 

But for that little mighty glad. 


I have seen fellows mighty poor 

Who had a hundred thousand sure, 
And I’ve seen fellows mighty rich 
Who whistled while they dug a ditch. 
The times are bad, we all agree, 

Yet folks, at that, don’t need to be, 
And I insist that no man’s broke 

As long as he can laugh and joke. 
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Saw Table Makes Excellent 
Equipment for Lumber Yard 


Many are the jobs that can be performed in 
q retail yard with good power saw tools. Such 
equipment places a yard in position to gain its 
customers’ goodwill not only because of the 
range of work it can do, but because of ac- 
curacy and the great saving in time and energy 
as compared with handwork., A portable saw rig 
that is especially designed for retail yard serv- 
ice is that manufactured under the “ searcat” 
trade-mark by the Paxson Co., of Dowagiac, 
Mich. This is a general purpose saw, which 
quickly machines stock for any required dimen- 
sions. It rips, crosscuts, bevels, dadoes etc. and 
can be used very effectively in working up de- 
fective material into merchantable stock. Easily 
operated and provided with safety guards, it will 
give years ot maximum service at a minimum 
cost. a : 

This standard saw rig is rigidly constructed 
of steel, with a ball bearing arbor. Can be 
equipped with pulley only or with a 5-horse- 
power motor for heavy work or 2- or 3-horse- 
power motors for lighter or intermittent serv- 
ice. Circular No. B-80 giving full details of 
its operation will be sent free on request to the 
company. 

Other products manufactured by the Paxson 
Co. include the Bearcat mortiser, drum sander, 





Standard saw rig manufactured by the Paxson 
Co., of Dowagiac, Mich., and especially de- 
signed for lumber yard use 


motor arbor, and a “Cub” saw, each complete 
units in themselves and designed for efficient 
operation and use by retail lumber dealers, 
woodworking establishments and others. Free 
circulars are available on each on application 
to the company. 


Trade-Mark Department 


conducted by 
National Trade-Mark Company 


Washington Loan & Trust Building, 
Washington, D. C. 





We 


have arranged with the National Trade- 
mark Co., Washington Loan & Trust Building, 
Washington, D. C., to conduct this department 


for our readers. Trade-marks below have recently 
been passed for publication by the United States 
Patent Office and are in line for early registration 
unless opposition is filed. For further information 
address National Trade-mark Co. 

As an additional service to its readers, this jour- 
nal gladly offers to them an advance search free 
of charge on any mark they may contemplate 
adopting or registering. You may communicate 
with the editor of this department, or send your 
inquiry direct to the National Trade-mark Ca., 
Stating that you are a reader of this journal. 

GoTtHic Oak, Ser. No. 305,553.—Wood-Mosaic 
Co, (Inc.), Louisville, Ky. For lumber which 
IS particularly intended for but not at all 
limited to use for veneers and floorings. 

SMITH LIQUITAINER, Ser. No. 300,991.—Glenn 
A. Smith, Los Angeles, Calif. For receptacles 
for containing merchandise—such as barrels, 
boxes, cases, casks, kegs, cartons, pails, drums, 
made of wood, metal ete. 

TENN -GrREO, Ser. No. 306,580. — Tennessee 
Products Corporation, Nashville, Tenn. For 
wood preservatives, disinfectants, and germi- 
cides, 

,,PERMA-STAIN, Ser. No. 306,900.—The Perma- 
Stain Co., Cleveland, Ohio. For shingles, wood 
roofing material, and wood siding material for 
buildings, 

GRAINART, Ser. No. 


298,449.—The Long-Bell 
Lumber Co., Longview, 


Wash. For wood pan- 
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of New Business? 


SOME USES 


Over sheathing or insu- 
lating material. 

Floor lining. 

Under roofing (applied 
in step). 

Curing cement floors. 

Flashing around doors 
and windows. 

Dry sheet under stucco. 

Lining solid brick and 
stone walls. 

Protecting finished 
floors, stairs, window 
sills, etc., during com- 
pletion of job, and 
during inspections. 


the result is bound to 


Covering unfinished 
brick walls, millwork, 
lumber, sacks of ce- 
ment, exposed to 
weather. 

Curing and covering 
sidewalks, driveways, 
ete. 

For waterproofing base- 
ments. 

Under tile floors and 
walls. 

Behind wood paneling. 

Curing and protecting 


any 
demand for paper. 


finished concrete 
floors. 

Windbreaks and closing- 
in. 


Temporary enclosure of 
door and window 
openings. 

Covering unfinished 
brick or stone courses. 

Protecting all finished 
floors, stairways, trim, 
marbl. columns, terra 
cotta, etc. 

Bond breaker in terrazzo 
floors. 


Under hardwood floors. 


Protecting material 
stored in the open. 


Northwest 
The John Leslie Paper Co. 
Minneapolis, Minn. 
Temporary partitions 
during alterations. 
Behind wood paneling. 


Over sub-fill. 


_—— any discussion among live dealers 
today soon comes around to the subject 
of new business. You naturally are looking 
for sales that you are not now getting. 


One immediate and practical way to increase 
such sales is to sell Sisalkraft, the building 
paper with the non-elastic sisal reenforce- 
ment. Add yourenthusiasm and selling ability 
to the unique quality of this product and 
e sales —new business. 


Cast your eye over the list of uses for Sisal- 
kraft. Somewhere dealers are sellin 

aper for every one in this list and probably 
ots of others we don’t know about. Rosin 
sized paper and Sisalkraft are the only lines 
ealer needs to meet every possible 


A fair merchandising policy which protects 
you, a generous sales promotion campaign 
to your community, research work on new 
uses, and a product of pioneer quality—these 
are reasons for selling Sisalkraft that no 
substitute material can remotely approach. 
Sisalkraft profits are paying all expenses for 
some dealers we know. Why 

to get your share of this new business? 


THE SISALKRAFT CO. 


205 W. Wacker Drive (Canal Station) Chicago, Il. 


55 W. 42nd St., New York City 
55 New Montgomery St., San Francisco, Calif. 


WwW 
34-36-38 Farnsworth St., Boston, Mass. 


Canada 
Alexander Murray & Company, Ltd. 
Montreal, Toronto, Saint John, N. B., 
Halifax, Winnipeg and Vancouver 


MORE USES 


Construction shanties. 

Lining floors of sidewalk 
bridges. 

Covering equipment 
stored for winter. 

Covering exposed walls 
of adjoining buildings. 

Preventing concrete 
bonding to adjacent 
walls, 

Lining walls in all types 
of poultry houses, in 
hog houses, dair 
barns, milk houses, 
etc, 

Curing concrete slabs. 

Over cinder fill in con- 
crete floors of poultry 
houses, etc. 

Covering haystacks and 
implements. 

Lining stock cars. 

Covering screen doors 
and house foundations. 

Lining silos built of slat 
fencing. 

Protecting fruit trees 
against mice and 
rabbits. 

Wagon covers. 

Protecting plants against 

rost. 

Spreader cloth over 
boxes of dried fruit. 
Diverting water for irri- 

gating purposes. 

Protecting rice after 
harvesting. 

Lining canvas tops on 
sheep wagons. 

Covering tennis courts. 


this 


not start now 


Curing and covering 
curbs and gutters. 

Covering miniature golf 
courses. 

Lining screened-in 
porches on summer 
cottages and homes. 


New England 


hitney Bros., Inc. 


Protecting floors andrugs 
when streets are oiled. 
Protecting open air 
dance pavilions. 
Lining coal bins. 





REG. U.S, PATENT OFFICE 


‘more than a building paper’’ 
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els in which decorative designs are etched and 
which are used both as individual decorations 
and for wainscoting and the like. 


ORIENTA, Ser. No. 306,378.—The Wheeler, 
Osgood Co., Tacoma, Wash. For millwork; 
namely, doors, sashes, frames, ceilings, and 


wainscoting. 

LATA, Ser. No. 251,478.—The Balsa Wood Co. 
(Inec.), New York City. For balsa wood in the 
form of dressed lumber. 

BAGASITE, Ser. No. 301,047.—The Merchant 


Trading Co. (Ltd.), London, England. For wall 
and siding panels. 


TINALLIUM, in a circle, Ser. No. 303,454.—Al- 
fred Tinally, San Antonio, Tex. For paste, a 
lubricant, and a preservative for all metals, 
wood etc. 

“GARAGE-Boy”, Ser. No. 302,642.—Frederick 
A. Purdy, Searsdale, N. Y. For garage doors. 

UNI-BLox, Ser. No. 307,645.—Wisconsin Land 
& Lumber Co., Hermansville, Mich. For hard- 
wood flooring. 

T P C within a diamond-shaped figure, Ser. 
No. 306,581.—Tennessee Products Corporation, 
Nashville, Tenn. For chemical products and 


technical preparations; 
atives etc. 

Outline of bundle of shingles with blue band 
around same, Ser. No. 304,802.—Albert L. Dunn, 
doing business as Dunn Lumber Co., Seattle, 
Wash. For stained, painted, or treated shingles, 


Co-VE-Co., Ser. No. 291,173.—Port Orford Ce- 
dar Products Co., Marshfield, Ore. For lumber 
and box constructing veneer. 

CRESCENT, Ser. No. 308,291.—Crescent Shingle 
Co., Kelso, Wash. For wooden roofing shingles. 


Royaut Buus, Ser. No. 308,915.—Turner, Day 
& Woolworth Handle Co., Louisville, Ky., and 
New York City. For handles for axes, hatchets, 
and similar implements. 

N, and picture of a tree, Ser. No. 
National Lumber Manufacturers’ 
Washington, D. C. For lumber. 


BRADLEY, and diamond-shaped figure, Ser. No. 
308.474.—Bradley Lumber Co. of Arkansas, 
Warren, Ark. For hardwood flooring and trim. 

DE WALT, and representation of a circular 
saw. Ser. No. 277,618.—De Walt Products Cor- 
poration, Leola, Pa. For woodworking machines 
and parts thereof and attachments thereof etc. 


namely, wood preserv- 


308,528.— 
Association, 
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CY PRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 











WARREN AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 


Were awarded highest 
_honors Panama - Pacific 
international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 











LOG STAMPS @#@ 


TRADE CHECKS, STENCILS. y 
BURNING BRANDS, ETC. é 
SEND FOR CATALOGUE 


MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 




















pa 


RORY NORTHERN 
“CUT y iS NT ~ =x 5. 
LEYWOOD) 


e@r2ad\P 
We're supplying the needs of exact- 


ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 

in Northern Veneers and Plywood. 








Members We also invite orders for Northern Pine, Spruce, 


Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


Maple 
Flooring 
Manufacturers 
Association 


| 
THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 























“Superior Brand’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 
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VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 
Manufacturers of 17 different species 


of Northern Hardwoods 





17 
BOOKS—BOOKS—B00KS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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Hardwood Orders Scattered 


Orders Hard to Book 


LouIsvILLe, Ky., Oct. 13.—There is a little 
scattered business in hardwood, but it is mighty 
hard to drag out, while a lot of lumber is being 
marketed at below cost. Export business is 
quiet again, although there has been some busi- 
ness booked, and some shipments, partly on old 
orders, most of the movement being to the 
United Kingdom. Exports are chiefly of red 
and white oak or mixed oak, inch thickness, 
common. Some white oak in FAS has been 
shipped abroad, but not much. Present sales 
of low grades to box and crate plants are fair. 
There is a little stock also moving to furniture, 
radio, plywood and planing mill interests. No 
railroad or car builder orders have been re- 
ported of late. Automobile buying is very dull. 
Chair business has also been quiet. Cooperage 
business has been considerably better, because 
of the large fruit and vegetable crops. The sap 
gum movement has been dull locally as prices 
are too low to create seller interest. Inch com- 
mon plain sap, inch common red gum, including 
Nos. 1 and 2, and inch Nos. 1 and 2 common 


FAS, $65; common, $37. Cottonwood, Fas 
$34@37 ; common $26. Southern plain req oak 
FAS, $58; common, $37; plain, white, souther, 
FAS, $70@75; common, $39; Appalachian plain 
red oak, FAS, $65; common, $42; \ppalachiay 
plain white oak, FAS, $80; common, $45; Ap. 
palachian quartered white, FAS, $125; com. 
mon, $65@70; southern quartered white oak 
FAS, $110; common, $62@65; southern quar. 
tered red oak, FAS, $85; common, $5259 
sound wormy oak, $24. 

The Louisville Hardwood Club has decided t) 
meet during the winter at the Brown Hot 
after a summer at the Louisville Country ly) 
Secretary J. S. Thompson says a couple 
meetings will be held in October. 


Oak Flooring Sales Helps Much 
Appreciated 

MEMPHIS, TENN., Oct. 12.—That the sale 

helps and descriptive literature prepared by the 

Oak Flooring Manufacturers’ Association of the 

United States and made available to dealers 




















Pieces of sales helps, totaling 39,500, sent out in one day by Oak Flooring Manufacturers’ 
Association 


red oak have made up the bulk of the move- 
ment. There has been some walnut and a little 
poplar, cottonwood, sycamore etc. sold, but no 
sustained buying of anything. 

Prices of inch stock f. o. b. Louisville are: 
Poplar, FAS, southern, $70; Appalachian, $80; 
saps and selects, southern, $45; Appalachian, 
$50@52; No. 1 southern, $29@33; Appalachian, 


$42; No. 2-A, southern, $25; Appalachian, 
$30@32; No. 2-B, $19@21. Walnut, FAS, 


$195@197; selects, $125; No. 1, $65; No. 2, $30. 
Sap gum, FAS, $35; common, $23@25; quar- 
tered, FAS, $48@50; common, $32@34. Red 
gum, plain, FAS, $72@75; common, $37. Ash, 


For Current Market Prices on Hardwoods See Pages 59 and 60 


architects etc., are appreciated and are being 
used, is indicated in the fact that on one Mon- 
day, recently, 39,500 pieces of such material 
were sent out from the office of the association 
in this city. 

These were sent to various retail lumber 
dealer customers on orders received from mem- 
bers of the association. About 60 percent were 
imprinted with the name or trade-mark of the 
manufacturer, together with the name and ad- 
dress of the retail lumber dealer, thus making 
them more effective and more attractive. 

Accompanying illustration shows only ome 
day’s shipment of Oak Flooring Manufacturers 
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Association literature. A considerable quantity 
of such sales helps are going out every day 
from the office in Memphis, the distribution 
teing from Maine to Texas and California, 


| and from Florida to Oregon. 


W. L. Claffey, efficient secretary of the Oak 
Flooring Manufacturers’ Association, under 
whose direction these sales helps and this de- 
scriptive literature are prepared, is greatly 
jeased with the way in which these helps are 
peing utilized by the dealers who are distribut- 
ing the product of the association. 


Oak Is in Best Demand 


CivcinnATI, Onto, Oct. 13.—Appalachian 
oak items are firm. Orders are few but there 
is no inclination toward price recession on oak 
of any kind. Wholesalers report a better run 
of inquiry, although the market lacks volume, 
and spot sales are mostly in mixed carlots. An 
gcasional inquiry comes in for one or two car- 
lots of the more difficult items. In certain cases 
dealers do not take these seriously, being in- 
clined to consider them as feelers. The more 
productive inquiry comes from furniture fac- 
tories and the body plants. Some orders are 
arriving from Canada, but, on account of the 
shrinkage of the Canadian dollar, dealers are 
not eager to accept them unless the purchaser 
will agree to pay in United States currency 
and guarantee the freight charges, which the 
shipper here now has to prepay with 10 per- 
cent surcharge before the freight agents of the 
Canadian lines will issue a bill of lading. Oak 
flooring is one of the items wanted by the 
Canadian customers, and also No. 1 common 
and FAS 4/4 oak. Poplar is weak, with prices 
unstable, especially on the uppers; FAS is 
fairly steady because of the improved demand 
for export through Gulf ports, but No. 1 com- 
mon and better has weakened through the com- 
petition of southern sap gum, which is scraping 
bottom at $15@17. Chestnut is slightly: im- 
proved, with some orders coming from whole- 
salers and eastern interior trim plants and plan- 
ing mills. Lower grades of poplar and chestnut 
are finding a more ready market as corewood, 
with prices on about the same level as they 
have been for thirty days. 


Pine and cypress are very quiet, with prices 
softer on all but a few scattering items. 





Export Trade Has Revived 


Mempnis, TENN., Oct. 12.—A slightly better 
feeling was noted among manufacturers of hard- 
woods during the last few days. A few more 
orders were received than for several weeks, 
and it is thought that there may be better busi- 
ness during the fall. Mills in the southern terri- 
tory are still operating at only about 30 percent 
of normal. There is a tendency, however, toward 
heavier production, as there is a shortage of 
some items and logs are now cheap, but this 
tendency is not general. Weather in the north- 
ern half of the producing belt has been favor- 
able, but too much rain has fallen in the south- 
ern half. 

Buying continues to be done by the automo- 
bile industry, as a few body plants are resum- 
ing operations. A slight improvement is noted 
in orders from furniture plants. There has been 
a little better demand from manufacturers of 
tadio cabinets. Demand from sash and door, 
interior trim and flooring manufacturers has 
shown a decline in the last few weeks. There 
is still a fairly good demand from box and crate 
manufacturers for low grades. 

xports continue to be the brightest spot in 
the market. There was a lull in demand shortly 
after the recent financial crisis in England, but 
English buyers are again in the market, and 
Many orders have been received during the last 
week or ten days. Apparently English stocks 
are not very heavy. Buying for export, as a 
tule, is heaviest during the last few months of 
the year. 

H. B. Phillips, for many years in charge of 
the Memphis office of the American Overseas 
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Forwarding Co., has resigned and organized 
the Phillips Forwarding Co. with offices in the 
Bank of Commerce Building, Memphis. 


Better Feeling at Buffalo 


Burra_o, N. Y., Oct. 13.—At a number of 
local hardwood yards the trade last month was 
in larger volume than during either July or 
August, though it was not up to the level of 
some years in September. A better feeling pre- 
vails among the buyers, and their stocks are 
much depleted, as they have been buying in a 
hand-to-mouth way for a long time. Inquiries 
from the automobile trade are reported to be 
slightly more numerous, and a pick-up in this 
direction is looked for within a short time. 

Wholesalers say that the amount of low- 
priced hardwood stock offering is not as large 
as for some time, and they feel that this is a 
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most encouraging feature of the situation. Buy- 
ers have been finding it too easy to contact 
sellers who were very anxious to sacrifice their 
stock, but it is believed that they will have more 
trouble in finding weak-kneed sellers in future. 
Some of the mills that have been upsetting the 
market have sold out most or all of their sur- 
plus lumber. 

The Curtiss Aeroplane & Motor Co. has re- 
ceived a Government order for thirteen planes 
and spare parts. The cost will be $427,615. 
This brings the number of planes the company 
is constructing up to 100, valued at about $2,- 
500,000. The plant is now employing 1,200 men. 

One of the six amendments which the voters 
of New York State will pass upon on election 
day, Nov. 3, relates to a proposed Statewide 
policy of reforestation. 

The Pullman Co. is to add 600 men to its 
payroll to meet the requirements of winter pro- 





NO NEED 
FOR SAP STAIN NOW! 





Lignasan gave 97.4% Bright Pine 
and 99.2% Bright Sap Gum Lumber 


in U. S. Government Tests 


OUR pine, sap gum and hardwoods can be 

bright lumber now—without yellowing or dis- 
coloration. Lumber dipped or sprayed with a cold solu- 
tion of Du Pont Lignasan has given 97.4% bright pine 
and 99.2% bright gum in U. S. Department of Agri- 
culture tests. The average dipping cost is 12c per 1,000 
board feet. Some mills report efficient operating condi- 
tions bring even lower costs. 


Though comparatively new, Lignasan is already 





This lumber was undipped. Big difference, 
isn’t there? 


Prevents Sap Stain ° 


being used in more than 80 mills. Why? No hot solu- 
tion is necessary—it is used cold. Lignasan-dipped 


lumber will air-dry without stain. 


Coupon will bring prices and a more detailed de- 
scription of Lignasan. Fill it out now. Find out how 
easily and inexpensively bright lumber can be pro- 
duced. 





QUPOND 


RES. U5. Pat. OFF 


LIGNASAN 


Keeps Lumber Bright 

















E. I. DU PONT DE NEMOURS & CO., Inc., Dyestuffs Department, Wilmington, Delaware 


Gentlemen: Without obligation, please send full details and prices of Lignasan. 
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Every Building 
Order You Sell 


Should be backed 
by this Policy —~ 
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¢ «© of Your Property + «+ 
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Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
futvee. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Fach Order 


AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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duction. About eight months of steady employ- 
ment will be afforded. The men hired are 
mostly former employees. 

The shingle trade is reported picking up in 
the New England section and sales of some 
large companies in this line are nearly as good 
as those of a year ago. It is expected that this 
improvement will spread westward and that 
more buying will be recorded soon in central 
States. 

Announcement is made from Endicott, N. Y., 
that the Endicott-Johnson Corporation, shoe 
manufacturer, will erect fifty dwellings at a 
cost of more than $160,000. All will be sold to 
employees. Half of the houses will be built in 
Endicott and the other half in Johnson City. 

George J. Zimmermann, president and treas- 
urer of Zimmermann (Inc.), retail lumber 
dealer, has been chosen as chairman of the 
board of governors of the Democratic party in 
Erie County. 

S. C. Taylor, of the Meadow River Lumber 
Co., Rainelle, W. Va., was a visitor here last 
week. 


Export Inquiries Received 


Laurel, Mriss., Oct. 12.—Hardwood prices 
have shown little change during the last week. 
The export situation seems slightly improved, 
for quite a little inquiry is noted. The radio 
manufacturers are showing some activity, local 
mills reporting a few orders as well as a num- 
ber of inquiries from this direction. Furniture 
manufacturers are apparently marking time. 
Auto body manufacturers are not releasing very 
much stock on old orders, but it is thought 
that there will be more activity in this line dur- 


October 17, 199) 


ing late October and through the rest of the 
year. 


Consumers Want Quick Shipment 


Boston, Mass., Oct. 13.—New England bys. 
ness in hardwoods is still quiet. Oak, birch 
and poplar are in comparatively good demang 
The margin of profit on their meager curren 
sales is very unsatisfactory. The very light 
supply of hardwoods in the hands of consume 
is shown by the urgent requests for quick ship- 
ment. Stocks at many mills are still too heavy 
to permit any real firmness of prices. Ney 
Hampshire association mills reported a total of 
11,675,000 feet of hardwoods unsold Oct. 1, as 
compared with 10,349,000 April 1, and 5,287,099 
feet sold and awaiting shipment as agains 
6,505,000 feet six months ago. The general 
range of “regular” quotations is just about what 
it has been for several weeks, but there are fre. 
quent chances to pick up bargains at disturbing 
prices. 

The flooring market is quiet throughout 
Flooring quotations: Plain white oak, clear, 
$64.50; select, $47@52.50; No. 1 common, 
$34@37; clear maple, $60@63.50; clear birch, 
$54@57. Decline in the value of the Canadian 
dollar has reduced the price of Canadian floor. 
ing substantially, $7 in the case of the most de- 
sirable birch. 

W. Stuart Allen, sales manager Allen Chair 
Co., makes this optimistic statement: “We have 
manufactured over 25 percent more pieces dur- 
ing the first eight months of this year than 
during the same months last year, and we were 
working at full time and supposedly at full pro- 
duction all of last year.” 


Liberian Forest Species Are Described 


“The principal handicap to the introduction 
of new tropical timbers of general utility is 
the lack of familiarity with them. Intrinsic 
merit is often of little avail against the inertia 
of custom.” This arresting statement is made 
in “The Evergreen Forests of Liberia,” just 
published by the school of forestry of Yale 
University. The report was prepared with a 
view to practical as well as scientific aspects 
and largely from the standpoint of the forester 
and wood technologist. The authors are C. 
Proctor Cooper and Samuel J. Record, of Yale, 
and they had the co-operation of Royal Botanic 
Gardens, at Kew, England, in determining 
specimens and preparing scientific descriptions 
and nomenclature. The study was undertaken 
in co-operation also with the Firestone Planta- 
tion Co., which is clearing extensive tracts for 
rubber plantation in Liberia. 

Included are lists, in order of preference, of 
21 species suitable for furniture and interior 
trim; 27 suitable for general carpentry, boxes 
and utility veneers; 20 for heavy and durable 
construction; 16 for tool handles, bentwood and 
turnery, and 20 suitable for wood pulp. These 
lists, however, are regarded as merely sug- 
gestions, based on a preliminary survey of 
characteristics, and it is admitted that suit- 
ability can only be established by practical ap- 
plication. Not one of the hardwood families 
of commercial importance for lumber in the 
United States and Europe is represented, and 
there are no coniferous timbers in Liberia. 
Species well known to the European and 
American trade are probably found in com- 
mercial quantities—avodire, Iroko, bongosi, and 
African mahogany and walnut, but only those 
not yet exploited are represented in this report. 

Tropical woods, say the authors, are less likely 
to be straight grained than are those of tem- 
perate regions, so may therefore be less strong 
and more difficult to work, but they have high 
decorative value because of their roe or ribbon 
grain and various kinds of mottle. Straight 
grained Liberian species are all diffuse porous 
like beech, birch and maple, and their texture 
ranges from decidedly coarse to fine. It is a 
mistake, says the report, to regard all tropical 
woods as heavy and hard, for these Liberian 


species range from exceedingly light and soft 
to exceedingly hard and heavy. Many speci- 


-mens were tested at Yale according to Amer- 


ican Society for Testing Materials standards, 
and the derived strength values adjusted to 
conform to a uniform moisture content of 12 
percent through factors given in Department 
of Agriculture Bulletin No. 556, also specific 
gravity determinations were made, and data 
included in tables. Test data of the same kind 
are given for American beech, red gum, yel- 
low poplar and white oak, to afford a basis 
for comparison. The tests made were for 
static bending, compression parallel to the 
grain and hardness, so that a very clear idea 
can be obtained as to physical characteristics. 

The forests in which the specimens were 
obtained are known as second-class, in that they 
showed evidence of selective cutting by natives 
and traces of farming operations, so that there 
is a larger proportion of small trees than in 
the virgin forests, which are characterized by 
massive growths. Average diameters of all 
trees over 2-inch in diameter (at breast height 
or above root swellings) were taken in fifty- 
two half-acre plots, and the average number of 
trees per acre was as follows: 2-8-inch, 98; 
9-16-inch, 30; 17-30-inch, 714; 31-inch and up, 
1%; all sizes, 137. 

The report includes complete descriptions of 
each individual species; tables showing com- 
position of forest plots and tables of factors 
obtained in tests; a check list of names and 
indexes to scientific names, as well as a selec- 
tion of interesting photographs, and may be 
obtained for $1 from the Yale School of For- 
estry, New Haven, Conn. 





Australian Ties for China 


PertH, W. AustrRALtiA, Sept. 8.—There was 
no truth in the reports circulated from Sydney 
some weeks ago that China had placed orders 
in Australia for 1,000,000 ties. At the root of 
the rumor was a kind of wish being father to 
the thought. Under the aegis of the Labor 
Government in New South Wales there has 
been a more acute unemployment development 
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here than in any other Australian State, and 
a sort of a speculative bid was made by 
N) 


I one of its departments to some people in China 
that it might be a good thing to place orders 


with them for a few hundred thousand ties 


] while costs were a trifle down—only a trifle, 





pecause this socialistic government has taken 
sood care not to allow wage adjustments to 
become very effective. But the trouble with 
China is that there are so many authorities, so 
many bosses, and few of them have the finances 
to carry on any trade. As a fact New South 
Wales supplies to China somewhere around 
-9,000 ties per annum for renewals of such of 
her railways as were originally laid with New 
South Wales hardwoods. 





Southern Cypress Character- 
istics Fully Discussed 


A yseful treatise on southern cypress has just 
heen issued by the Southern Cypress Manufac- 
turers’ Association, of Jacksonville, Fla. It was 
written by Dr. Hermann von Schrenk. It deals 
with three types of this wood—red cypress, 
coast type; yellow cypress, inland type, and 
white cypress, inland type also. All three types 
have the same botanical name, taxodium dis- 
tichum, and the trees have the same common 
name, American bald cypress, which this treatise 
bears. Red is also known as tidewater cypress 
and grows close to salt water, and it is em- 
phasized that this is the most durable type, 
while the inland cypresses grow more rapidly 
and have a greater relative percentage of sap- 
wood. 

Much of the data presented in this booklet 
are of a comparative nature, full tables as to 
physical and chemical characteristics of the 
chief commercial woods being reprinted from 
authoritative sources, the aim being to enable a 
user to make intelligent choice as to what wood 
vill be most suitable for any special purpose. 
Chapters deal with relative durability, weight 
and strength, heat insulating values, and rela- 
tion of wood surface to paint durability. As 
cypress is employed largely for containers for 
liquids, a chapter is given over to its taste and 
odor, one to its resistance to chemicals, and one 
to its use in storage batteries. Extensive data 
are given on the gluing characteristics of cy- 
press, and its nail-holding ability is given full 
discussion. 


TRANSPORTATION 


Car Surplus Shows Decline 


Class I railroads on Sept. 30 had 564,284 

surplus freight cars in good repair and im- 
mediately available for service, the car serv- 
ice division of the American Railway Asso- 
ciation announced Oct. 13. This was a de- 
Crease of 6,289 cars compared with Sept. 22, 
at which time there were 570,573 surplus 
freight cars. 
_ Surplus coal cars on Sept. 30 totaled 209,- 
165 cars, a decrease of 1,014 cars within ap- 
proximately a week, while surplus box cars 
totaled 293,424, a decrease of 3,317 for the 
Same period. Reports also showed 24,551 sur- 
plus stock cars, a decrease of 111 cars below 
the number reported on Sept. 22, while sur- 
plus refrigerator cars totaled 11,430, a de- 
Crease of 2,444 for the same period. 

















Week's Car Loadings Increase 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Oct. 3, 1931, totaled, 777,837 cars, as 
follows: Forest products, 25,716 cars (an in- 
crease of 181 over the preceding week); 
grain, 37,731 cars; livestock, 27,609 cars; coal, 
141,957 cars; coke, 5,719 cars; ore 27,724 cars; 
merchandise, 219,097 cars, and miscellaneous, 
292,284 cars. The total loadings during the 
Week ended Oct. 3 show an increase of 39,808 


» °ars above the week immediately preceding. 
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— 77a 4 
in ae » | Carelessness with 
OF-Te) late lale Oli 


It Pays to : Causes Serious Fires 
Prevent Such Fires 


A fire that might have been prevented is a double a prem os er 
calamity. Eternal vigilance is the price of safety—and most motern munoe 6 


: . : : storing and dispensing gas- 
especially so with the fumes of gasoline and oils. You oline; safe construction in 








cannot be too careful when a spark from a motor, the walls and floor; strict rules 
scratch of a match, or the flame from a cigarette may against smoking ; and proper 
touch off an explosion to start a destructive fire and end fire extinguishers for emer- 


gency use. An_ uncapped, 
unsafe gasoline tank, with a 
Lumber Mutual Insurance provides a threefold protec- leaking faucet, invariably 
tion for the lumber industry—it gives expert counsel on spells danger—and  espe- 
—- : her I on ott tae a cially in association with a 
handling gasolines and other 1azards, to preven es lighted match or a burning 
possible; it pays losses fairly and promptly; and by sub- cigarette. 


stantial dividends it reduces insurance cost. 


in serious loss. Gasoline must be handled with gloves. 


Write any of our companies for specific information on our 
fire prevention service, on Lumber Mutual protection both 
before and after loss, and on the saving effected by Lumber 
Mutual dividends. 










Central Manufacturers Mutual in- Lumbermens Mutual Insurance Ce., 
surance Co., of Van Wert, Oile. of Mansfield, Ohie. 

Indiana Lumbermens Mutual Insur- ester . 
ance Co., of Indianapolis, Ind, - of gg Ah A Asset 

Pennsylvania Lumbermens Mutual 
Fire Insurance Co., of Philadel- The Lumber Mutual Fire Insur- 
phia, Pa. ance Ce., of Boston, Mass. 


Abe) LORIN O 


MICHIGAN MAPL E- 
AND BEECH FLOORING— 











Some Offerings in Third Grade Flooring: 


64,000’ 25 /32x142” T&G Maple 100,000’ 25/32x244” T&G Beech 

100,000’ 25/32x2 ” T&G Maple 49,000’ 25/32x34,” T&G Beech 

56,000’ 25/32x24%4" T&G Birch 192,000’ 33 /32x244” T&G Maple 
53,000’ 33/32x3,” T&G Maple 
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Sugar Pine Jews Jo} eco fg mM Ani l 
California Soft Pine er 
Arizona Soft Pine Portl nd O Washington Veneer Co., arrived in Tacoma 
_ a a ' re. last week from Portland, accompanied by prisker 
W hite Fir Oct. 10.—With the exception of China, for- — — to take up his residence in this season 
eign markets are not calling for much lum- ‘°)*% W -"~ now the headquarters of the H. 5. 
ber. China is buying large quantities of fir, pen nd r. Nicolai has taken & suite at tion, hi 
LOUIS W UICHET, Inc. including railroad ties. A piece of business the Winthrop Hotel for the winter. with th 
of considerable magnitude is the shipping of | ~~ 
40,000 doors from here to Europe. The doors W ae = 
Shop—Selects—Common are on the dock here waiting for carriers. Seatt e, ash. oro 
Mills are holding down production to about Oc 9 i ott « 0 
° . ° ; i J é Jct. 12.—A leading exporter said some buysj. 
Dimension—Lath—Shiplap 35 percent of capacity, and in many instances pess was coming from the United Kingdon 
stocks are very low and in others badly and the Continent, all of which is ar 
Pattern—Flask broken. And it is said further curtailment pjaced either on a guaranteed exchange —— 
WRITE Taprove. "the Trestera pine mills toorwin of the American dollar standard Rumm 0 0%, 
P 12 operate ‘under slow bell until ieavloet eonit- abl ‘Sauna mo a a a ve 
712 Railway Exchange Bldg., Chicago tions improve ag toy mee rt i teal nel from t 
; : ne firm reported bo etter wholesale 
acti ae dette cen nica tates volume and more inquiry. Intercoastal vol. neal 
: . ’ a division ume is light, and space is plentiful. Buyers usine 
- : - =< ee nosy. 0 the branch of the National yeport a scarcity of low grade common, due fairly 
Lumber Manufacturers’ Association moved to the small production of mills making this —_ 
aiirornia ine into larger quarters in the Yeon Building rade boards 
this week. : Sons : Downe 
e i The contract for furnishing millwork for he 
and Sugar Pine bin Gi Tones, President of the Jones Lum- the $1,675,000 Federal marine hospital has ag 
elle Tonge Saad a ioe te a Ww — been awarded to the Puget Sound Manufac- ; toe 
. - ; ac é ay F he ans to ; ‘ ¢ : impro 
California Redwood use for business and pleasure. He com- a Sis See. ‘ this 
pleted 20 hours of solo flying this week pane 6c ee Suan samener Co. ‘have ae steadi 
WENDLING-NATHAN CO. Pe oe , . ying — moved to 3800 Second Avenue, N. E. steac! 
wr Established 1914 A. L. Jones, of the Gunter Lumber Co, inact! 
ww Lumbermen’s Bldg., Spokane, Wash. Kansas City, Mo., sales representative for 
ww ae 110 Market St., West Coast mills, spent two days in Seattle 
SAN FRANCISCO, CALIF, Oct. 10.—Several hundred members of the last week calling on lumbermen friends, 
Pacific Logging Congress will be guests of Oct 
the Clearwater unit of Potlatch Forests ° ing W 
(Inc.) at Headquarters and Lewiston, Idaho, Baltimore, Md. has c 
THE on Oct. 22, going from Spokane by special Oak, t8.<Bfter ententes : b pair 
train. The twenty-second annual congress a oe ———— re cold 
WILLIAM TAYLOR convenes here Oct. 21, and at 11:45 that night tween lumbermen and the steamship com- tion 
HOTEL the special train will pull out for Headquar- P@nies plying between the west and east of W 
ters, being scheduled to reach there at 7 roe wan ware ie oe been fixed at Some 
° ° a. m. the follow! ine. «i per thousand feet for October, as against 
in San Francisco ing most of the yp Bagg een he get the $11 which had been announced by the a 
Rooms with bath train will go to Lewiston, and an inspection ‘4nsportation companies. The lumbermen, at a 
of the mill there will be made. The special ‘'¢ is said, declared their willingness to ac- aed 
from $3.00 will remain there for two hours and then CPt the $10 rate with the understanding that than 
- ; this would be continued for the rest of the 
t > 
WOODS-DRURY CO., Operators sage = od nap g ent of tia ten Te: What they wanted was stability above a 
James Woods, Pres. ‘ : — all things. Steamship lines for their part, it ‘ 
Ernest Drury, Genl. Mor. ber company which bears his name, recently 5 stated, made the further concession of re prin 
addresed the Rotary Club of Toppenish, lieving lumber shippers of the obligation to _— 
Wash., on problems growing out of the pres- & factt 
ont business conditions. Mr. Dower nl i take all of the space they had contracted for last 
Sesgentth Sn a aan on a pnts Moa and which they did not actually need, but Pric 
trip of the several yards + ge om which they would have had to make use of, cone 
° ; . , pany OP- or pay for, unless relieved by the shipping 
ese Are the Limes | erates in the Yakima Valley. corporations us 
D. Hudson, president Hoo-Hoo Club, — gr erences ™ > ; cont 
when a lumberman ought to read spoke at the weekly meeting of the Spokane winees engage ee he Rtgs ed yom 
» : Realty Board at the Crescent tearoom on than 500,000 fe * innaient h Citic 
Re-sawed Fables”, that wise and Friday. His subject was the lumber indus- Joop pine for 4 et on Sees sae ae not 
, hook of } b . b pia its . ohteeah 2 leaf pine for Thomas & Myers & Co., whole- reat 
witty book of lumber stories by ry, its present situation and prospects. salers, from Georgetown, S. C., this being the a 
“the lumberman poet”. If it T W h first cargo shipment made for some time by ich 
, acoma as Rankin & Tyson. ; 
doesn’t make you feel better, . : William Morris, of New York, eastern sales po 
nothing will. $1, postpaid. Oct. 10.—The regular meeting of the Ta- Manager for the Union Lumber Co., of San meted 
coma Lumbermen’s Club adjourned early Francisco, stopped in Baltimore last Thurs- yet 
Address the Publisher yesterday to allow the members to attend day and conferred with H. A. Crane, who rep- 
the luncheon welcoming Hugh Herndon and resents the corporation here. The company 
American Lumberman Clyde Pangborn, transpacific aviators who manufactures and markets redwood lumber. 
431 8. Dearb 5 CHICAG were guests of the Tacoma civic and busi- John Eckels, conducting a yard at Reis- 0 
. Dearborn St., O, ILL. ness organizations. The two fliers landed terstown, a Baltimore suburb, under the name por 
at Wenatchee on Monday, after a non-stop of Reisterstown Lumber Co., was operated cur 
flight from Japan. The meeting of the club Upon last week for stomach trouble. He is nin 
was called to order and then was adjourned a —s oe along as well as could stil 
4 without any business being taken up. Don ye expected under the circumstances. sto 
H.E.WEBS 1 i= => Moyle and Cecil Allen, who made a trans- Ra 
AS) jj ote a oe Saeee. 2  ae Saee New York, N. Y a 
° Tacoma lumberman, in the plane Clasina 8 ¥ 10- 
erie mele 8 Madge, named for Mr. Buffelen’s daughter, Oct. 13.—The lumber market here has set- 4 
arrived safely in Tacoma Tuesday, but were tled down to a state of quietness. Shipments 22 
A UW, . . forced down several times during the trip. continue to enter the metropolitan area from r+ 
FAELZF ORV72 L772 The last of the suits pending in the Fed- mills in all parts of the country, but very @1 
FL00p; COLOR eral court here against the Rainier Pulp & little of this lumber is passing into the re- a 
4 Ny, TEXTURE Paper Co. of Shelton were settled this week tail yards. Retailers are cautious about P: 
G QUALITY by the payment of $35,000 by the company stocking up, and wholesalers and manufac- ste 
to nine oyster raisers who had complained turers are cautious about selling to yards = 
the company’s pulp mill had damaged their with too large a stock on hand. - 
business by draining refuse into Puget A good deal of attention is being paid here 4 
oO TIMBER ESTIMATORS oO Sound. The city of Shelton raised a fund of to home financing by banks and mortgage fo 
ar yp to settle the suits and keep the companies. Apartment-house building has in 
m operating. almost stopped, and modern apartments, put i 
JAMES Ww. SEWALL The Puget Sound Manufacturing Co., of up at the high building costs of a few years hs 
Consulting Forestry a + ap Agee Racer ay ae — contract to ago, are finding it hard to rent their space 8 
urnish a i e 
JAMES W.SEWALL PHILLIPS & BENNER hospital ine po te po gnc nga ee apt oo vey he er : ‘a te 
Old Town, Ruttan Block eattle. e mortgage requirements. The tendency is for te 
Maine Port Arthur, Ontario contract comes to nearly $30,000. financing agencies to favor private homes 4s 
° Harry T. Nicolai, president of the Oregon- risks. Suburban real estate trading is much re 
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prisker than city, and a good home building 
season is expected in the spring. 

H. S. Foley, of the Brooks-Sanlon Corpora- 
tion, has just left here after a business visit 
with the New York office of his company. 

Next Friday, Oct. 16, Samuel J. Record, of 
the Yale Forestry School, will address the 
Nylta Club. Dr. Record will explain some 
of the principles of forestry. 


Boston, Mass. 


Oct. 12.—Despite the extremely slack mar- 
ket for eastern spruce boards, partly due to 
the very cheap offerings of competing species 
from the West and South, the Godfrey Lum- 
per Co., of Boston, reports it is finding some 
business among northeastern retailers at 
fairly respectable prices. The company 
prought in a cargo of 456,663 feet of spruce 
boards by schooner from Pugwash, N. S. The 
Downes Lumber Co., of Boston, recently re- 
ceived a schooner cargo of 150,000 feet. 

Wholesalers say there is room for a wide 
improvement in the buying of Pondosa pine 
this month, but prices are now looking 
steadier. Demand for Idaho white pine is too 
inactive to keep prices firm at recent levels. 


Minneapolis, Minn. 


Oct. 14.—With weather excellent for fenc- 
ing work, the movement of small cedar posts 
has continued in fairly large volume, and re- 
pair work and new fencing will continue until 
cold weather. Highway guard rail construc- 
tion likewise is continuing. The movement 
of white cedar poles is comparatively slow. 
Some dimension material is being purchased 
for corncribs and similar purposes. 

Both northern pine production and sales are 
at a low figure, although a little more mate- 
rial is going to the box and crating interests 
than for some weeks. Other industrials are 
for the most part not active buyers. Orders 
still are confined largely to the line-yard 
trade, with mixed cars for immediate ship- 
ment the rule. Indications are that manu- 
facturers will have less stock this winter than 
last, although they report a good assortment. 
Prices remain unchanged, with only a few 
concessions. 

Low market and building materials prices 
continue to encourage the building of the 
more expensive type of residences in the Twin 
Cities, although the average wage earner is 
not building.“ Expensive dwellings, however, 
require high grade millwork, and manufactur- 
ers report a fairly satisfactory business as a 
result. In most rural sections there is little 
building or rep&ir work in progress, but, in a 
few areas where crop developments have been 
particularly favorable, some business is being 


7 St. Louis, Mo. 


Oct. 12.—Southern pine representatives’ re- 
ports indicate that retail dealers are further 
curtailing purchases, and the demand is run- 


ning lower from week to week. Mills are 
still operating on curtailed schedule, and 


stocks are becoming more and more broken. 
Railroad business is slightly better, with other 
industrial business very light. Boards, 8- and 
10-inch and No. 2 shiplap are $18.50@19 for 
small-mill loading and transit cars; $21.50@ 
22 for large-mill stock. No. 1 dimension, 2x4- 
inch, random lengths, small-mill stock is $19 
@19.50; large-mill stock, $22.50@24; 8-, 9- 
and 10-foot, is $17@17.50. Bé&better flat grain 
flooring, 1x4-inch, random lengths, small-mill 
Stock, is $28@29; large-mill stock, $29.50@31; 
Straight cars of i0- and 12-foot are $25.50@ 
26; straight cars of 16-foot and longer, $30.50 


@31.50. Car siding, Bé&better, 1x4-inch, 9- 
foot, is $30; car lining, No, 1 common, 1x6- 
inch, 16-foot, is $26; 18-foot, $30.50. 

West Coast sales are extremely light. 


Vertical grain fir flooring, 1x4-inch Bé&better, 
is $38.50; slash grain, $28.50@29.50 for Rail 
B loading, $1 less for Rail C loading. Bé&bet- 
ter fir drop siding, 1x6-inch, standard pat- 
tern, is $28.50@29. No. 1 dimension, air dried, 
no moisture content guaranteed, is $13.50@14; 
kiln dried, $9@9.50 off Rail B list. Timbers 


up to 12x12-inch, 40-foot long, full sawn, 
rough, No. 1 common, are $32.50; select com- 
mon, $34.50; select structural, $36.50. All 
above prices are f. o. b. St, Louis. 

Oak flooring demand continues fair, with 
the price tendency upward on scarce items. 
Hardwood demand is extremely dull;. produc- 
tion is very low with prices are going to lower 
levels. No. 2 sap gum 4/4 is sold at $17.50 for 
both rough and surfaced stock, f. o. b. 
St. Louis. 

District sales representative Baldwin, 
tional Gypsum Co., Minneapolis, Minn., 
calling on yards here today. 

Among the more than eighty owners of 
horses who have entered at the St. Louis 
National Horse Show is Mrs. Loula Long 
Copmbs, daughter of R. A, Long, president 
Long-Bell Lumber Sales Corporation, Kansas 
City, Mo., who has entered fifteen harness 
horses. St. Louis exhibitors include Fred W. 
Holekamp, secretary Holekamp Lumber Co., 
who has entered his prize-winning mare, Ken- 
tucky May Day. 


Kansas City, Mo. 


Oct. 13.—Mills say that seasonally cooler 
weather has had a beneficial effect on lumber 
sales. Most sales to retailers are still in 
badly mixed cars, but a few more straight 
cars were in evidence last week. All mills 
are trying to dispose of their stocks before 
winter sets in, and as a result have greatly 
curtailed their output. 

Industrial consumers have curtailed their 
bookings and operating on their present 
stocks alone, salesmen report. Radio manu- 
facturers seem to be the only ones buying 
in any volume in comparison with recent 
weeks. Motor car manufacturers apparently 
are cutting down on their production, and 
are not taking any sizable amounts. How- 
ever, body builders are still in the market 
occasionally for well seasoned stock. De- 
mand for millwork items has decreased. 
tailroad buying is at low ebb, for both car 
repair and maintenance items. 


Na- 
was 


Laurel, Miss. 


12.—Demand for southern pine con- 
tinues exceedingly light, although there 
has recently been some increase in sales 
to the agricultural sections. A survey 
recently made by one of the local mills 
throughout the South, east of the Missis- 
sippi River, and in Central Freight Associa- 
tion territory, revealed that a terrific short- 
age of regular items of yard and shed stock 
exists among over 90 percent of the retailers. 

The recent upheaval in foreign exchange 
has directly affected the export markets, es- 
pecially the United Kingdom and Continental 
Europe. <A decided decrease in volume has 
been noted, but very little change in prices. 
Exporters are now insisting on contracts for 
payment in dollars or at an agreed rate of 
exchange. South American markets show no 
response to extremely cheap offers. Cuba 
and the West Indies continue to buy only 
hand to mouth, and are able to secure their 
needs at ridiculous prices. 


Norfolk, Va. 


Oct. 12.—There has been very little activ- 
ity in the North Carolina pine market, but 
inquiry is promising. There has been no 
change in prices worthy of mention. The 
weather has been very good for producing, 
but there is no desire to push operations. 

Demand for 4/4 B&better edge circular 
sawn is fair, and all buyers are urging im- 
mediate shipment. The price remains the 
same, and though mills are delaying ac- 
ceptance of today’s offers, demand is hardly 
sufficient to establish an advance. Bé&better 
4/4 stock widths have been moving a little 
better, but are far from active. Mills are 
not offering much stock, and quick ship- 
ment of mixed cars is hard to obtain. Stock 
widths, 5/4 and thicker, have not been mov- 
ing so well recently. 

Edge No. 1 box, 4/4 rough and dressed, 


(Continued on Page 62) 
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KLAMATH 


IS THE HOME OF 
FINE QUALITY 


CALIFORNIA PINE 


(Pinus Ponderosa) 










The timber from 
this district has 
exceptionally fine 

quality and texture. 
It cuts with a good 
percentage ofhigh 
grade lumber. 


Our No. 2 Common and 
Better lumber is very much 
in demand by buyers who 
are seeking real values. 


SELECTS 
AND 
COMMON 


S4S or 
ROUGH 


| 


SHOP 
AND 
BO 


* 


Write now for quotations on 
any lumber you may need. 


Crater Lake = 
Lumber Co. = 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 











Why Chase 
Rainbows? 


There may be a “pot of gold” at the 
end, but you are absolutely sure of the 
profits that can be made through buy- 
ing at the present low prices. 


The lumber dealer who balances his 
assortments now will make some real 
money — prices are going to advance 
soon. 





Utilize the service of our organization 
in balancing your assortments of 





Soft Old Growth 
YELLOW FIR | 


UPPERS AND 


REDWOOD 


in Mixed Cars for 
Mill Shipment 





We will give you some real values—values that 
you can’t afford to pass up. Write now for full 
particulars, 


M. A. Wyman Lumber Co. 
908-9 White Bldg., Seattle, Wash. | 
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Merchandi 


LUMBER 


Fir, Redwood, 
Red Cypress, 
Wash. Cedar, 
Cal. Sugar Pine, 
Pondosa Pine, 
Oak Flooring, 
Maple Flooring, 
Cedar Lining, 
Red Cedar Posts, 
"Wolmanized" 
impregnated 

Lumber 
Stained Wood 

Shingles 

+ 

ASPHALT 
Shingles 
Roll Roofing 
Brick Siding 
SISALKRAFT 


. 
WALL BOARD 
| With “Seidel’s 


dulius OF 








Check Over Seidel’s 


IT'S 100% COMPLETE IN 
EVERY DEPARTMENT 


Let Seidel Supply Your Needs 
Sudden Service” 


St. Louis, 


has: LUMBER 


se Chart 


MILLWORK 
Frames, Sash 
and Doors, 
Finish and 
Mouldings. 

* 
INSULATION 

a 
PLASTER BASE 

° 


ACOUSTICAL 
TILE 


GYPSUM “BOARD 
WALL FINISH 
FLOOR FINISH 
LAWN FURNITURE 


PLYWOOD 
Fir & Hardwood 
Fir Wallboard 


2, 


°: 





















Pootpssono 


Our “ Jiffy Service” 


YARD STOCK 


4 


JOHNSON & 


N. C. PINE 


, by rail and water, will 
keep you supplied with all items in 


Let us prove it on your next order. 


WASHINGTON, D. C. 


¥ 


SHED STOCK 


WIMSATT 











Kiln Dried, Well Manu- 
factured, High Grade. 
Capacity, 250,000 feet 
r Day. 











1530-35 Oliver Bldg., 


North Carolina Pine and 
West Virginia Hardwood 


WILLSON BROTHERS LUMBER CO. 


CASING, 

BASE AND 

MOULDINGS 
Mixed Cars Our Specialty. 


PITTSBURGH, PA. 











For our high grade 


Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


**Ask the Wholesaler”’ 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 





dressed stock — 

















“The Heart 


umberman poet 
—take it home to her—ho 
$1.25 postpaid. 





Have yon delayed giving your wife this new book 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., 


Content’’ 


Let us send it to you 
w it will cheer her up! 


CHICAGO, ILL. 











YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 





Ben Hartquist of the Hatton Lumber Co., 
New London, Wis., was a visitor in lumber 
offices in Chicago on Friday and Saturday of 
last week. 


J. N. Brown, of Spokane, Wash., president 
of the Long Lake Lumber Co., returned home 
last week from a business trip to Chicago and 
New York, 


Henry Kopp, of Spokane, Wash., president 
of the White Pine Sash Co., who has been on a 
business trip to Chicago and St. Louis, Mo., 
returned to his home last week. 


Miss Violet Ebenreiter, oldest daughter of 
August C. Ebenreiter, Chicago lumberman as- 
sociated with C. W. Molin, is back on her job 
with the health department of Evanston after 
an operation at the Augustana Hospital. 


J. Colgan Norman, of Louisville, Ky., presi- 
dent of the Cardinal Hardwood Co., was in 
Chicago a few hours Wednesday, to call on 
local sales connections. He had been to Mil- 
waukee, Wis., and expected to drive through 
Indiana on his way back home. 


L. A. Nelson, of Portland, Ore., manager of 
the department of grades of the West Coast 
Lumbermen’s Association, was in Chicago this 
week for a number of conferences with lumber 
users. On his return trip he will visit Denver, 
Colo., where he will meet with State highway 
engineers. These men, he says, are finding 
lumber an excellent material for bridge con- 
struction. 


A group of Ontario hardwood men and the 
White Pine Bureau, and the city of Toronto, 
together Monday entertained thirty-eight dele- 
gates from the Builder’s Guild of Great Britain. 
The English contractors are studying building 
methods in Canada and the United States. In 
the afternoon they were taken for a drive 
around the city, and had an excellent oppor- 
tunity to study the architecture and building 
methods of Toronto. In the evening they were 
entertained at a dinner at the Royal York Ho- 
tel. 

One lumberman, at least, used to mix poetry 
with his ledger accounts, it has been discovered. 
During the observation of James Whitcomb 
Riley’s birthday on Oct. 7 there came to light 
a ledger, started in 1871 and continued until 
1874, that was kept by Alexander H. Pickel, 
who operated sawmills in the western part of 
Indiana. He made the ledger “double in scrap 
book,” however (to use the words of an or- 
chestra leader), for in it are many clippings 
from newspapers to which the beloved Hoosier 
poet contributed in his earlier days. 


How Insurance Funds Are Invested 


Nearly ten and a half million dollars is the 
total of the invested assets of the Lumbermen’s 
Mutual Casualty Co., of Chicago, President 
James S. Kemper reported at the semi-annual 
meeting of the organization’s board of directors 
and advisory board Tuesday. He said: 

Since organization in 1912, the investment 
policy of the company has been a very con- 
servative one, which was adhered to even dur- 
ing the boom years of 1927, 1928, and the early 
part of 1929. As a result the company today 
finds itself with little or no trouble in regard 
to its investment. 

Of the company’s $10,490,000 invested assets, 
12.9 percent is in Government bonds; 47.3 
percent in State, county, province and munici- 
pal bonds; .6 percent in public utility bonds; 
and 20.2 percent in first mortgage loans on 
real estate. 

Among those present at the meeting who are 


well known in the lumber trade were: William 
Buchanan, Tampa, Fla.; Homer H. Corwin, 





~ a 
Jackson, Mich.; John W. Cowper, Buffal 
N. Y.; Justin Peters, Philadelphia, Pa.; ¢ 4 
L. Purmort, Van Wert, Ohio; H. C. ‘Scarce 


Mooresville, Ind.; and George J. Farnsworth 
Ewald W. Dierssen, Frank J. Heitmann ap 
A. H. Stringe, of Chicago. 


Wood Used in Radio Tower 


ee the radio call for more uses of lum. 
r 

Here’s a picture that indicates that it doe 
This radio family in Des Plaines, IIL. bujj 
most of a four-wire aerial tower of wood, The 
wires run from the top of the tower to a staf 
on the roof of the house. The tower is in the 
garden and around its uprights, from th 
ground up, are constructed different kinds of 
buildings. On the ground there is built a sum. 
mer house around three sides of the towe 
with a long bench in a half circle. The same 
shelter serves as a store house for garden 
furniture in winter. Between the roof of the 





r — - 





xi 


we 
if 
| 











This wooden tower at Des Plaines, IIl., holds 
both a radio aerial and two bird houses 


summer house and the top of the tower are 
two different bird houses at different heights. 
The layout attracts a deal of attention from 
visitors in the suburb. 








Injured in Auto Collision 


Jerome C. Houston, who is in charge of the 
quotation desk at the Chicago office of the Long- 
Bell Lumber Co., was seriously injured last 
Friday afternoon while driving in Lincoln Park 
during a rain storm, when his car skidded and 
collided with another car. He was thrown t0 
the pavement, striking his head, and physicians 
at Columbus Hospital feared that a skull frat- 
ture might have resulted. An X-ray examina 
tion revealed no fracture, however, and he is 
recovering very nicely, although he will not be 
able to receive any visitors for several days yet 

His father, George C. Houston, of Kansas 
City, Mo., sales manager of the Long-Bell com 
pany, and Mrs. Houston hurried to Chicag® 
immediately, and Mrs. Houston will remaif 
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with her son until he is able to leave the hos- 
ital. His father left Wednesday morning on 
P business trip to the East, when it became ap- 
parent that Jerome’s condition was improving 
sO well. 





Leaves Association Staff 


L. P. Keith has left his position as field en- 
sineer for the West Coast Lumbermen’s Asso- 
ciation to become eastern sales promotion man- 
ager for the Puget Sound Associated Mills, a 
co-operative group which, with headquarters in 
Seattle, Wash., handles the eastern sales of 
twenty-four sawmills on the Sound. Mr. Keith 
took up his new work Oct. 1. 

He has extensive experience in sales promo- 
tion of West Coast woods in the East, having 
been engaged in this work since 1920, when he 
joined the staff of the West Coast Forest Prod- 
ucts Bureau. In 1926, after this organization 


In the Black 


Milwaukeeans Conclude Golf 
Tourneys 


MitwavukeEkg, WIs., Oct. 13—The wind-up 
event of the “golf conferences” which the Mil- 
waukee Hoo-Hoo club has been staging this 
summer, was held at the Kenosha Country Club 
at Kenosha last week, with the arrangements 
in charge of H. J. Trowbridge and the Head 
family, “Dan,” “Ducko,” and “Shorty.” 

H. J. Trowbridge, of the Kenosha Lumber & 
Coal Co., Kenosha, made first low gross in the 
morning play, and Oscar Loftsgordon, of the 
Loftsgordon Brothers Lumber Co., Madison, 
Wis., second. Don K. Grant, of the Wood Con- 
version Co., Madison, made first low net score 
in the morning play, and W. G. Meyer, of the 
W. H. Pipkorn Co., Milwaukee, made second 
low net. 

In the afternoon play Mr. Trowbridge re- 
peated his good golf and turned up a record of 
83, first low gross score for the 18 holes played. 
H. E. Frost, of the Exchange Saw Mills Sales 
Co., Milwaukee, turned in an 87, which was 
second low gross for the afternoon. William 
Hinkel, of the Eclipse Building Material Co., 
Milwaukee, had first low net score, of 71, for 
the afternoon, and Lothar Graef, of the Lothar 
G. Graef Lumber Co., Apvleton, Wis., turned in 
a 75, which was second low net. 

The Walter Meyer blind bogie prize was 
won by Arthur Bergmann, of the Johns-Man- 
ville Co., Minneapolis, Minn. Elmer Budzien, 
of the Wisconsin Lumber & Supply Co., Mil- 
waukee, made the long drive on No. 1 and Rob- 
ert Blackburn, of Milwaukee, made the nearest 
approach on a home. Arthur T. Jacobson, of 
the Dardis Lumber & Fuel Co., Menominee 
Falls, Wis., won the prize for the least number 
of putts on eighteen holes. 





Plan Hoo-Hoo Club at Louisville 


LovisviLte, Ky., Oct. 14.—Local lumberman 
have seriously undertaken the formation of a 
Hoo-Hoo club, under a program whereby the 
Louisville organization will include retailers, 
jobbers, producers, large consumers, salesmen, 
newspaper men, lumber traffic men, and every- 
one connected with the lumber industry who 
comes in contact with the public. 

W. E. Difford, secretary of the Kentucky Re- 
tail Lumber Dealers’ Association, and a hand- 
jul of remaining members of the old national 
body here, felt that such an organization in 
Louisville would be a big aid, in bringing cer- 
tain phases of the lumber industry together. 
_As a result of such efforts H. R. Isherwood, 
St. Louis, secretary-treasurer of the Concate- 
nated Order of Hoo-Hoo, and W. E. Griffee, 
field man for Hoo-Hoo, came here Oct. 13, for 
organization work, and to attend a special meet- 
ing held at the Brown Hotel last evening. 

Messrs. Isherwood, Griffee and Difford at- 
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had been merged with the West Coast Lum- 
bermen’s Association, he became a field engineer 
for the West Coast Lumber Trade Extension 
Bureau (which was consolidated with the asso- 
ciation in 1928), and this position he has held 
until this month. He was trained at the Colo- 
rado School of Mines and graduated from an 
engineering course at the University of Illinois. 
Hie was engaged in engineering work in Chi- 
cago until the war took him to Archangel, Rus- 
sia, as a lieutenant of infantry. After the war 
he joined the association staff. 

Mr. Keith has gained wide acquaintance 
among retailers, wholesalers, architects, engi- 
neers and industrial users of lumber in the 
middle West and on the East Coast. His ef- 
forts have been devoted largely to promoting 
structural uses of lumber. He has collaborated 
in the preparation of a number of the associa- 
tion’s technical bulletins on West Coast woods. 

He will make his headquarters in New York. 


Cat's Realm 


tended the dinner of the Louisvillle Hardwood 
Club and explained the program to the mem- 
bers of this organization. The Hardwood club 
adjourned after dinner, without a business ses- 
sion, and went in to the Hoo-Hoo meeting. 
A. E. Norman, Norman Lumber Co., presided 
at the latter meeting. Talks were heard from 
the visitors, from W. L. Hoge, of the Mengel 
Co.; Preston P. Joyes, W. P. Brown & Sons 
Lumber Co., Mr. Norman, Mr. Difford, Gus A. 
Christen, of the Kentucky Lumber & Millwork 
Co., and others. 

Following the talks R. R. May, May Hard- 
wood Co., moved that the lumber and _ allied 
industries represented take the necessary steps 
to form a Louisville Hoo-Hoo Club. The mo- 
tion was promptly supported by Preston P. 
Joyes, H. L. Corey and many others. 

Chairman Norman proceeded to name a com- 
mittee to handle the necessary details of or- 
ganization, members of which will visit with 
those eligible, and will arrange for another 
meeting to be called, just as soon as the trade 
has been canvassed for membership. 

The committee named for organization work 
is composed of J. Colgan Norman, of the Car- 
dinal Hardwood Co.; Joe Egan, Wood Mosaic 
Co.; Dave Mussellman, broker; Gus A. Chris- 
ten, Kentucky Lumber & Millwork Co.; Lan- 
ham Frazier, mahogany department of the Men- 
gel Co.; Joe Sweets, body division Mengel Co. ; 
Harry Kline, Louisville Veneer Mills; Henry 
Schoo, Frey Planing Mills; Walter Freeman, 
resident salesman for Long-Bell Lumber Co.; 
W. E. Difford, and Claude Watkins. 





Find Window Sash in Aged 
Building Extraordinarily Sound 


New Or.eans, La., Oct. 12. — Remodeling 
work on the United States Mint building here, 
which is being converted for use as a [Federal 
prison, has disclosed the remarkably preserved 
condition of wooden materials used in the 
erection of the structure, according to W. H. 
Scales, representative here of the National 
Lumber Manufacturers’ Association, who has 
made several inspections of the project. Despite 
the fact that the building is 94 years old, he 
reports, the window sash, except for mechani- 
cal wear and tear, are entirely sound and can 
be used elsewhere. They are being replaced 
because steel prison bars are to go into the 
windows, which calls for steel sash. The floor 
joists are in excellent condition, the carpenters 
on the job saying that the large timbers are 
very hard to cut with a hand saw. Some of 
the wood, where not exposed, is reported still 
bright. 

The state of preservation of the wood in the 
old mint building, as well as other construc- 
tion and architectural features, were discussed 
in a paper read before the Louisiana Engineer- 
ing Society, in a meeting today. 
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IT PAYS 
TO DEAL 
WITH 


Cypress. 


Yards and Planing Mills, 


SPECIALISTS 


That’s the way to get better 
values and quicker shipments. 


Take advantage of our mix- 
ed car service on orders for 


Special attention givento LCL 
orders and shipments. 


Write now for prices. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 
CAIRO, ILL. 





811 Roanoke Bldg., 


Phone Randolph 1069 


and Oak Flooring, Redwood, 


“Soo Brand’’ Maple and 


| WHITE STAR LUMBER COMPANY 


CHICAGO 


Manufacturers and Wholesale Dealers in Maple, Birch 
old growth Yellow Fir, 


Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 


Birch Flooring. 





Kiln Dried 


We represent Nicola Pine Mills, Ltd., 


LUMBER 


and Air Dried ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


Merritt, B. C. 


PAUL MILLER CO. 


General Offices: 308 W. Washington St., CHICAGO 
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A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of 
are listed in each new edi- 
Red Book and 
are announced 
TWICE 
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. Book credit rat- 
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Jumbermen 
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Ask for Pamph- 


rates, 
details of the 60 
day FREE Trial 
offer. 

Ou 
Department has 
had 
of experience collecting lum- 
accounts 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., 
East. Headquarters, 38 S. William St., New York City 
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ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle 


Telephone Randolph 4893 


Builders’ Commercial Agency 


St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Collection and Mechanics Liens 








Richard Shipping Corp. 
44 Beaver Street. NEW YORK 
Ocean Freight Brokers 
and Contractors 


Establishedi847 


Foreign Forwar- 
ders, Customs 
Brokers. We 
handle allclasses 
of cargo and at- 
tend to collection 
of invoices. 


Special department handling export lumber shipments 
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Write now for our catalog telling 


HELP YOU MAKE MONEY 


431 S. Dearborn St. 
Chicago, Ill. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 
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eee 97.5 oe eke 23.5 99 ; 999112 & , 2 oF a i+ 

1x4” flat eas 21.00 0.20 23.94 22.80) Longleaf— +4 & 14’.. 13.87 11.67}12 & 14’ 15.63 

fall 10” pase ‘oe Car Siding, Linin anos ee speeleces””**** 14.73 12.14]16’ . 5.63 14.4 

Otten 36.50 : ® |1x10” 73 15.35|ox6e" ss ( ti(‘i‘é~d MOO 16.05 1633 

B&better. . 26.32 26.6% 13 a htee ea 35.001 pat and Roofing 3 14.75 15.50)12 @ 14’ 10.1 . 2x6” 

o. 1 wie ooo | O&6/4" th “aad ot .&better— ro ° Lo 0.78}12 & ’ 9 - 
ge iba 14 os: 7 13} 4_9” " thick— , xd” 12@14 27.00 No. 2 Boards, 1x12” u6 openness 11.13 11.23)16’ ~ 14’, 11.38 11.71 
Casin ee 3.1115@10 T5) 4x4" 97... 24.01 25.00 Standard Length vy , x3° Ct — 

i ne Jamb |!2" .-.-.--. de ~ ° 1s 2919 .. posh mow 16.69 15.00]16’ deeicts arte 11.63) 12 & 14°.. 12.50 114 
ees: 21.37 wongleaf.. 21.93 25.711: Meee eees 10 10.27) 16’ °* 5408 tn 
3&better, fe Partition, 1x6” 9” 53:00 et wee. Sere 2x10” 3n16” “teats 14.00 124 
1x8” ss. 37.70 39.40]11/ andard Lengths § | No. 1 Wastes Sah ae. ae ee 12 & 14’.. 13.50 11% 
1x5&10” 46.00 44.5 1/16x4 — x4” 16 %x1%” Mines : ie Be 8 G8 13.32 12.19] 16 . 3-9 11.2 
.50|B&better.. 24.00 126” 16"... .33 >! oan ate 2x12” Ms 1s cercee 15.00 15.51 
x6” 16818" 22:00 28.00'No. 2 111. sl. 2.24)12 & 14’.. 13.71 9 12 & 14’ . 
1 9.10)12 & 1 5 45 
ENGEL Stee -eeneves 17.46 13.41/16 v-< 3 > 15.25 
MANN SP 2 vo. , @#tewoees 20.50 15.5 
RUCE ) 
Prices f. o. b. Ch DOUGLA | 
icago FIR 
mann white spruce b on air dried En W 
oar gel- -_ 
— and ceiling: ds, D&M, shiplap, drop | Pena telegram to AMERICAN LumMBERMAN] [Special ESTERN PINES 
- po 4” ” i ortland, Ore. . Special telegrz ( obannil 
ae 6-16". $45 00 S400 8 10” 12” |} on actual sale 4 Pa ~ 13.—F. o. b. mill prices - egram to AMERICAN LUMBERMAN] 
a &.. . .00 $46.00 $67.00 $77.00 | Only, straight and Re - ". 10 and 12, direct | ule ates Ore., Oct. 14.—Following f. o. | 
Peo , Wes ‘oas We AC cars, re “te , rices on actus sales rer ee 
No. 1, 6- te 43.00 45.00 45.00 62.00 | bday ag mills to the Davis Stattet ic: d_ by | the Western Pine. y Pooace were reported to 
No. 2’ 8-16’. 42.00 44.00 44.00 64.50 74.00 . were as follows: ical Bu- | during the period O \ssociation by members 
No. 3, 8-20’ : $8.00 np 38.56 38.50 $700 Vertical G | clude both Socek at on _ 12. Averages in- 

. , ea j ° 4 aah ay i olesale sales a Seal 
No. 4, 4-20’... 24.50 +e+} oe + 33-58 33.50 B rain Flooring based on mixed car orders. ee tine tele 
f No. 4 common, 1x4-inch and { 00 26.50 | 1x4” ........$24.00 oeen -, D Fonderosa Pine 
oot, which may contain 2 wider, 4- to 20- | 1x3” ........- 29, 10 $17.00 _. | IncH SELECTS AND C 
8- foot, is $26.00 20 percent an 4. & 5/4x4" ree we 29.00 ie | SLECTS AND COMMON, S2S— 
i | tM 25.50 : 6” g” 10” 19" 

&wd . lad 7 ( selects 9- ( - 
Dattr. ..... $6 r. 4, 6&8 10 12” Plat Grain Flooring D aukaniee - ‘ikeothbgi $35.49 $34.49 $40.32 $64.45 
N ....$66.00 $68.00 3 rece . AL..... 25.73 j ) 1 9 
No. lé&bir. 22... 62.00 6400 ‘et-oo ‘#700 | x” Le 19801635 oS. ee ot a D480 2780 34 
c Bb eosceceses 60.00 62.00 65. ae eee 9.50 16.25 | No. 2 common AI 21.70 ee 27.80 39.50 
. 2. |e -~ Sa 4 ol. 19.2 ri 96 03 
oth t 5/&6/4 in No. 2, 4-inch, add <4 75.00 ” Mixed Grain Plooring y No. 3 common AL 13.24 13.05 rs 26.6 

aa $9; 8-inch, add $6; 10- inch, ‘Nd ; 6-inch, SEE . cccaceun os SHOP, 5/4 AND 6/4, S2S— 3.77 
ry $6; No. % and 16- . $8; 12-inch, $11.25 No, 1 $22.53; \r e 
2-inch, add $s: A 4, add get add $7.50; . Ceiling saa 22.53: No. 2, $17.37 No. $13.83 

*Contains 40 to 50 percent — +4. et Se ee 15.25 13.00 & see AD wk 1775 6, © ee ae 
ey lengths—In Dé&better, N stig Oe 14.75 11.75 3EVEL SIDING, er D select AL... .$29.3 
, er and No. 1, add for 16-f ,. No. 1 and Drop Siding, 1x6” No. 4 Common, S 4 2 
sensthes, including 18- and 20 et 06; See other ee ot 80 ait ~~ SS 2 eae 

- + _ ee? i.o 4 
ie dh 3 18- and 20-foot, $2; A ae o tes ae gi 16.00 13-00 Idaho White Pine 
In No. 3 ca tar 16 Paes a add $4. we tmensrss 11.25 | INCH SELECTS AND COMMON, S2S— 
6-inch, add $1: for -foot in 4-, 5- ; Finish, xin ; cies ae ae 
. : or 10- i ’ and | Dried —_ es es 6 g” ” " 
12-inch, ~~ Fi ond t%-Qeet te te. ond | a ae — _ = selects sb are $44.83 $42.85 alt a onan 

evel | B&better .... > es 3 “13° ) selects AlL..... 31.85 32.97 ve se aan . 

os, "bat het over” odd lengths, 3- to 20- RE NS $31.00 $32.00 = $49.75 1 common AL 35.92 36.12 ios re 

10-foot. er 20 percent shorter than pe Boards and Shiplap i tase ane O83) 2813368 
Dé&btr., 4-inch. .$22 . x6” 1x8” 1x10” meet ioe at on , 16.51 17.88 19.27 92 69 

“ oe .00 7 eS Pee $12.75 °° x10 1x12” | SELEcTs S2S vat Se 
6-inch.. 27.00 E, te 5 nesens $16.00 pendants at $12.2 ) $12.00 $15.75 a P Be S2S, 5/4 AND 6/4, 4” AND WIDER— 
Lath, spruce and pine, 4-foot a covece 18.00 | No. 3 : oe 6.50 6.25 7.25 select AL....$75.08 D select Al $61.35 
, $5.45. , 4-foot; No. 1, $6.50; No. ee rare a 20 1.25 .- | BEVEL SIDING, 6” C saute 
aciaiaali ge essa gk gee a ea 29.80 
9 , % . MMON, S2S, RW RL PR 
WISCONSIN HEMLOCK %sivin'iisnes Is" 20" 22@24" 26-32" | Larch and Fir a 
4” $11.00 $10.75 $12 See e No. 1 dimension, 2x 6” 7 

Following are f. o , x $10.75 $12.00 $12.75 $12.50 N : ion, 2x 6” 16’ ..... $13.6 
. o. b. Wausa j i : 6” 10.50 10.50 oe Woe on 4 oe ae ade o ae No. 1 dimension, 2x10” | Massel es ieee a 
Ne, 1 Hemlock Boards, 815 u, Wis., prices: g” 10:50 107 + 44 ee ape $13.50 $16.50 we. 3 dimension ae ei aaageninnheees 14.38 
- \" ~ 75 -J be 20 3.95 » Or ort. 2r oori on cn ns Oe daa ol 
= eee . 12&14’ 16° 10” 11.50 11.25 12.00 12.25 11 75 pee rer boop . ee et. errs 24.81 
eae Seheneveher anes $19.50 ott 50 $21.50 12 11.50 12.00 12.00 13.25 1.75 13.00 16.50 p siding or rustic, C&better, 6” RI a1 
ee ne ce ae 23.00 24.00 25.30 | 2x4", 8’, $10.75; 10" $11.00 13.00 13.25 16.25 | » 6” RL. 1719 
| Bh seabebsharneceaiepegs 24.00 25.00 2650 | Random— alr a tate 2x6”, 10’, $10.25 — 

I pegeneeaeaaes 26.50 27.50 29.00 No. 2 = ere Syl KS” 2x10” 2x12” | WEST GS 

es ella aw li 27.5 28.50 30.00 | No. 3 . $6. $+ $6. 50 $6.7 75 $6.50 $10.00 OAST SPRUCE 

shiplap or flooring, add 50 5 4.00 ; [Special telegram to AME 
prices on No. 1 boards. cents to No. 1 Com - bi o American LumBerMan] 

No. 1 Hemlock Dim 3x3 ‘ — Timbers Portland, Ore., Oct. 12.—T 
enaion, 8181E— pat - Pe to 20’, surfaced... ae prices for mixed saahene an oa are 
2 eee 24.5 i2& 14’ 16° | 3x3 to 12x12” to 10° rough.............. 11.00 | Finis 1S Se Ss Ne 
ge ccc ante HERA fag | Oa <6 | Factory stock— 
i $380 3060 2480 3650 | N Pir Lath 1x12” ......, $43.00 Oo OLA $17.00 
it} a RR a ag lg a $: cent’ 34.00 5/4 ee 21.00 
OP emcanins 23. 5 Sentiegmean shar Main dias ialiioss ws coe. 3.00 on cae a ana 0 
ie hee SE nee 50 30.00 29.00 29.50 = better, Flat Grain Car Siding, 9 or 18’ 3evel siding 5/4 5 pce tat 22.00 
ion, ded 1x4 18 | 3.00 
of No. 1. uct $3.00 from price ) MEL W%x 4” monet? on: 
EAE sree seursecws spksinntene’s wah wesw $20.00 | 4x6", Fiat er. 19.00 10&12/4 ...-. 29.00 
5S Aue Fa SGiwaaedeneae Nam 21.00 | Winter. 20.09 Lath... . 3.00 
ert. gr. 25.00 Green box 11.00&13.00 
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0 $89.00 
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» 71.00 
5 36.64 
7 23.62 

ER— 
. $61.35 


29.80 


10.69 


. $13.61 
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RED CEDAR SHINGLES 





ttle, Wash., Oct. 10.—Eastern prices of 
seedar shin eles f. 0. b, mill are: 

New Grades 

Per Square 

snvals, 24 

Royals, RIE eee 
No. Soe e Cee C ee eR Ome mR 1.65 @2.45 
Ble nc cccin nce esa he ak Sn mmene ii 1.20@2.00 

ns, 18’ 

.  « oleae are 1.83@2.25 
SE conc avcdinecdogniedschaicns 1.15@1.35 
PEE ci ccdueesanebuhwderee’’s 1.10@1.20 

. No. 1, XXXXX es 1.40@1.90 
No, 2 or All Clear.......sseeeoee 1.20@1.50 
No. 3 or 10”. Cc le ar or better...... .30@ 1.40 

pimensions, 5”, 5/2...+++eeeeeeeeee 1.52 

Old Grades 
PerM 

Extra Clears 5/2... eee eee eee eens $1.50@1.68 

Extra Eft SUPT TU ER TA eS 1,.30@1.55 

Choice A'e, B/A. cesevcvcseccscvcses -10@ 1.00 

Common Stars GP icc0 eer newaw ees -10@ 1.00 

No. 2 Perfections “a0” gt 1.65 


Rite-Grade Inspected Stock 


New Grades 
Per Square 


” 


Royals, 24 


iS ictetiwe xe versaey Cake ane $2.40 @ 2.67 
BRIE he a ice tes Moe acne 1.60@1.80 
RI aa isry Ea aren iv ee Galen 1.30 
rfections, 18°— 

; No. DD te cde hae Oe ee > owe Oem eee 1.90 @1.96 
oe cess ther neers hereto nee ae 1.05@1.20 
SEE na esr al ack Scdaaeetasaary 90@1.20 

16°— 
No. 1, XXXXX ys! re 1.64@1.72 
No. 2, or All Clear.......0..-+-- 1.20@1.36 


No. 3 or 10” Clear or better...... -76@1.08 


PHILADELPHIA PRICES 


Philadelphia, Pa., Oct. 12.—IFollowing are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE F LooRING, 1x3-inch— 
B&better, $38.00; No. 1 common, $34.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 


Rough, merchantable grade, water delivery— 
6&$-inch 10-inch 12-inch 14-inch 16-inch 
$35.00 $43.00 $57.00 $65.00 $75.00 
GeorGIA AIR DRIED ROOFERS— 


Tongued and grooved, %-inch, 6-inch width, 
$19.00. 


Kitn DRIED YELLOW PINE ROOFERS— 
Tongued and grooved, standard, 6-inch width, 
$23.00. 








NorTH CAROLINA PINE RouGH Box, No. 1— 
10-inch, $25.00. 12-inch, $26.50. 


NorkTH CAROLINA PINE FINISH, 


Deettor, TMO-BHOR. occc ce csccrcscaves $40.00 
NoRTH CAROLINA PINE STEPPING, 

mmmetter, S/4R1 SIEM 2c cccssscoconss $63.00 
NoRTH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 
S48, %-inch scant, 2x3-inch, 9-foot, $18.50; 
2x3-inch, 16-foot, $20.00. Rough, 2x10-inch, 


10- to 16-foot, $21.50. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
Ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


Oct. 10: 
First 
eastern for chatinciiees terete $53.11 





Second 
$42.66 


WEST COAST LOGS 


Everett, Wash., Oct. 10.— List yy of logs: 


Fir: South Sound territory: No. 1, $16; No. 
2, $12; No. 3, 


Third 
$24.97 


§3x2y” 








North Sound territory: No. 1, $18; No. 2, 
$14; No, 3, $10. 
19900 Shingle logs $8@10; lumber logs, 


Hemlock: No. 2, $10.50@12.50; No. 3, $9@11. 
Spruce: No. 1, $20; No. 2, $15: No. 3, $10. 


END DRIED WHITE MAPLE 








rrices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. 1 & sel. 
On eee $105.00 75.00 
ae eee ee 110.00 80.00 
_. (eee: 110.00 80.00 
ifs em adtinia aemeonik ane mincn aa 115.00 85.00 
10/4 si Osis Ge as Gea Ebi Saale ae . 140.00 110.00 
Rs aca Sin aceite eee hears we 150.00 120.00 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 


folk prices received during the week ended 
Oct. 10, as reported by the North Carolina Pine 
Association: 
Rough 
Edge 4/4— 
PE Ee ee EE TOE 
Ee Siig ai hives 9: nie eGo ie et ie ell eowaler eels 24.40 
NE GL “Iai. Gi abente ea biatiai al waieeee we Ra el eiets 16.20 
Pe ee ea eR wee ne celeb eek ee 13.30 
No. 1 No. 2 
B&better No.1 box box 
OD oll pe ee $33.85 ee aera a 
2 2 ere 35.80 Rienee poate anes 
Bo Seer crea ns aver Stace 37.60 $26.40 $18.90 $15.55 
aa 37.75 arab eis siete 
DE eeceweeskeles 38.95 28.90 18.25 15.50 
ae 41.30 32.70 19.55 16.20 
PE nas io'e wanes 54.45 38.95 21.60 16.65 
Edge B&better— 
rie oe LG ah aoe wr ceria halo wal sactas EO rw le ld Ske $37.30 
ie DS i id ai es orth oe Si Ce 50.85 
UN oP res ars catigt Agim ta ein Orin te ralnih ial ida et aan 58.35 
Se Gaia Gidea Gos ea rel otaeere lik Setar es et dee 42.35 
sark Strips— 
NS MM Soc aia ai pwianie Ri tie as etatecd oo aee $22.80 
SS eS a et et en ek oe 10.70 
Dressed 2144" 3” & 
Flooring— W ide Wider 
ce Re ee $32.30 $31.10 
No. 1 common, }%”......e0- 27.55 27.40 
NO, 2 COMMMOR, 127 6. ccccecs 18.35 18,50 
3&better, bark strip partition.......... $25.90 
BOX DAK strip, GrenOeGd.....ccccccconves 12.60 
No. 2 
Roofers dressed 
2) SS arr re en eee ee re 17.15 
8. ae ee eer ae ee ame ey ons 17.55 
LY ah i tie, citrine era erste mM nnGcal aie WR Dente bee 18.10 
EES Sidi bra araice ect Ane a Pa ae Ma ae ee 22.00 





WESTERN RED CEDAR 


Seattle, Wash., Oct. 10.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 


18 foot, f. o. b. mill, are: 

Beveled Siding, 14-inch 

Clear 6A” “BRB” 

II 5 ork dicmsasacmcortate Oe a $20.00 $18.00 $15.00 
ee ee 20.00 17.00 
EE oa. Wile ee os 24.00 19.00 17.00 

Clear Bungalow Siding 

% inch ¥% inch 

8-inch 
10-inch 
12-inch 


1x gs” 
1x10” 
1x12” 
1x14” 
1x16” 
1x18” 
1x20” 





Clear Ceiling or Flooring, One Side V or B 


Pe Ee ew ikes beskeck ce toueyckerees $30.00 
oe Oe eh eakealesewekiuceatameeeus 40.00 
Discount on Moldings 
Made from 1x3” and under............... 55% 
Made from other sizes.............ccee0- 45% 


For 50,000 feet or more additional discount 5% 
Clear Lattice, S4S, 4 to 16’ 


59 
NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.: 


AsH— 
FAS Sel. No.1 No.2 No.3 
4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.00 
5/4 ... 60.00 50.00 45.00 33.00 18.00 
6/4 ... 65.00 60.00 50.00 35.00 18.00 
8/4 ... 85.00 76.00 55.00 40.00 18.00 
BircH— 
4/4 64.00 44.00 34.00 24.00 16.00 
5/4 ... 68.00 48.00 38.00 28.00 17.00 
6/4 ... 72.00 52.00 44.00 30.00 17.00 
8/4 ... 77.00 62.00 54.00 36.00 18.00 
1676 oe 90.00 80.00 70.00 55.00 ones 
12/4 ... 95.00 85.0 75.00 60.00 nee 
16/4 ... 130.00 115.00 100.00 aaa exes 
6/8 ... 58 4 39.00 26.00 20.00 eee 
3/4 60.0 42.00 30.00 21.00 osee 
Thin 474 80,00 42.00 80.00 ema gina 
Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $26. 


For select red, add $10. 


Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 


1x5-inch, two face clear, $60, one and two face 
clear, $42. 
Sort MaPLe— 
4/4 ... 6565.00 40.00 82.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sort ELm— 
FAS No. 1&sel. No.2 No.3 
BIE cu 48.00 33.00 23.00 20.00 
5/4 55.00 40.00 26.00 22.00 
6/4 ... 60.00 40.00 26.00 23.00 
8/4 ... 65.00 45.00 32.00 23.00 
Rock EtmM— 
4/4 ... 80.00 rr 55.00 25.00 19.00 
BFS és 85.00 enue 60.00 30.00 20.00 
6/4 - 90.00 wome 65.00 30.00 20.00 
8/4 ... 95.00 oS 75.00 38.00 26.00 
10/4 ... 105.00 eer 85.00 52.00 ee 
12/4 ... 115.00 eae 95.00 57.00 30.00 
Basswoop— 
4/4 .. 5.00 45.00 35.00 21.00 16.00 
5/4 .. 60.00 50.00 42.00 23.00 18.00 
6/4 ... 65.00 55.00 45.00 25.00 18.00 
8/4 70.00 60.00 650.00 26.00 21.00 
10/4 - 75.00 65.00 55.00 35.00 eee 
Sale 0 80.00 70.00 60.00 40.00 ‘een 
Keystock, No. epee, 4/4, $65; or on 
rades, FAS, $75; No. 55; No. l&better 4/4, 
70; or on grades, ras’ 86; No. 1, $60. 


One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $50; 1x5-inch, $55. 


RED Oak— 
4/4 . 85.00 65.00 50.00 $2.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
HarRD MAPLE— 
4/4 ... 58.00 48.00 36.00 26.00 13.00 
ae 0.00 50.00 40.00 28.00 16.00 
6-4 ... 75.00 55.00 40.00 30.00 16.00 
8/4 ... 75.00 55.00 45.00 32.00 16.00 
10/4 ... 90.00 70.00 60.00 40.00 eve 
12/4 ..-. 130.00 90.00 80.00 42.00 a 
16/4 ... 150.00 130.00 120.00 onde enews 
Harp MAPLE RouGH F.Loorine STocK— 
No. 1 No.2 No. 3A 
com. com. com. 
i TCE seeeceee $34.00 $24.00 $16.00 
BEE Sckperciduwstenacad See 26.00 18.00 
, err a en ages 28.00 18.00 
BEECH— No. 2 ont potter 
2 eer ree M0 3 
Oe cnace $66 OO S86 00 sie. 00 $35 00 $22. 00 





100 lin. ft. Additions for specizl widths of No. 1 and 
OM ..25 «nasi iadduntibicbduacendacat $0.25 | better in all hardwoods, standard lengths, are: 
SEY nccnutnkccwiecetsacesetebercine coke 35 | 8-inch and wider, $10; 10-inch and wider, $20; 
14° (IDI gg: | 1a-ineh and’ wider, $30. 
St. Louis, Mo., Oct, 12.—The following Following are averages of actual carlot 
. » ey ‘ — 


cross tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 
White Southern Heart 


Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8’, 8” face.. 1.05 .85 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 75 1.28 
No. 3, 6x7", 8’, 7” face.. .86 .65 1.12 
No. 1, 6x6”, 8”, 6” face.. .75 55 .96 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 


Switch Bridge 

Ties Plank 

CU. eer $35.00 $33.00 

ai hls aa rural sce areal 32.00 oe 

Te. Oe WO oiccs ckeease 30.00 cwme 
Southern sap pine, untreated— 

errr asedors enews -- 27.00 ii 

DD SKeccckecavach« Deenend ee ae 





sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 
facturers’ Association for business done dur- 
ing the week ended Oct. 3: 


}8x244” }2 x1% ” 3x2” 3x11” 
Clr. qtd. wht....$84.33 $75. 00 ooee 956.50 
Clr. qtd. red..... 61.00 ite dee eae 
ee. . We. aaa 48.50 tien 
Clr. pln, wht.... 58.37 52.79 40.75 
Cir. pin. red....- 45.92 416.48 $48. 00 37.82 
Sel. pln. wht 39.24 41.00 29.08 30.69 
Sel. pin. red..... 38.40 38.34 30.20 29.27 
No ot wht.. 24.36 jaa ney nes 
No. 1 com., red... 25.24 24.00 16.90 
ee. 3 COMB ase cs 11.79 12.90 ee 
1x2” %x1%” f,x2” fex1” 
Clr. qtd. wht... .$76. + ; — nee 
Clr. pln. wht.... 62. ~e-- $50.50 
Clr. pln. red..... 55. 39 ieaidata 45.50 
Sel. pln. wht.... 42.50 eae pate 
Sel. pln. red..... 35.50 ses eer 
Mo: & COml., TOG...  wcs0 oes 20.00 
we D GO... es ‘ $9.50 owe 
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seller, 
. , , , under 
Following Were average sales prices received for southern hardwoods during the week ended Oct. 6, Chicago basis: Boards 
VE - 
1/4 5/4 6/4 8/4 4/4 5/4 6/4 rithin 
. ’ / ’ j 8/ with! 
Rep GuM ; MIXED OAK— i No. 2 
eo eas See Gee FR © 8 Kweberebacce dvakeewsbase “oe 92 ORG anoKR an j ia 
No. i&sel. 4150@ 42.00 251 — eer Sd. wormy . 28.25@ 380.25 37.00 sma dy seach Sn te 5 acacele eee 1 ; 
ee eee e ReReReawNiak Kebadikbabeus PoPpLAR— - BAL 
i CE AR ee So ee, ee bemin Bales Pln. saps of fir | 
Sap GUM— & sel. . .45.75 eG sss kiki seer of pri 
Qtd. FAS.. 43.75 ee. ll re ea, Bo, BE AE rakivkvkksiines § vevieacésece Loe the pr 
, No. 1&sel. 30.50 29.75 32.75 33.75 AsH— oe ee tribute 
In. FAS : 
) ¢ 9 VAG m9 - ter 
og SS ee ae ee es Sa ae ere A CeCe Cee 71.00@ 73.09 bette . 
Te 62 Se Seer se ij. £FRUERORRRRE heme EE SE Oe —— Cn. cee 8 =  =—=eeineawedlea eecedeaho wea ene ge tive W 
ee ee Embree Gene mciela psa wise che ae eee nn he oi aes, Meme > cre 
NO. 2 woe S1.25@ 28.25 .cvccccsceee 23.25Q@ 28.50 .......000 Sort ELM— 
Sd.wormy ae ~~ =hGs€CC“ ’'” )' é¢beiethep@abainte se heteme@wiumitad  aicdeberecee sae FAS 12.50 
Buck GuN— 7 eee - @848 i  €ieicpadrrmimare. saamribied eacaae ieee eg eee EV 
Otd FAS $1.00 : eee i CoTTon woop en 
No. 1&sel. 31.25 | re ee ee Box bds. aa r 
TUPELO— BU Se ee a a eae ae eee see < 
Pin. FAS.. ..... Ps ls lta ft lan 39.00 =  VLircceccccces i te a atten, 3 ee men ‘ie 
No. 1&sel. 25.25@ 26.50 sce oukeeaterert 29.00 Lice, mete a eee re oe alee seca to dis 
No. 2  PECEGt SEED ccicrcisesoe wavexavaases EE EEA No. 3 ...« 37.00 rr ess ade ee car §) 
WHITE OAK— NE £6 Cece peith tere, webiste eins So Ck ee ee 20.00 ™ railro: 
Pin FAS.. 83 75 . Sn er eee ae 100.75 MAGNOLIA— ish al 
No L&st : 10 20 @ 99.00 On TS eo AS A a ogre Aes e | BPC res 18.00 14.00@ 48.50 56.00 56.00 on th 
a oe oe oe ones $3.78 No. 1&sel. . 31.50@ 32.75 ..........4. ——— = —«-- aeeaecae about 
Bees ie ee cag (TNHERNERS PetCOReReHeD FREEERereee's PM ntne: BobLMENERS SwKuecebeens 24.00 ect haeeeee third 
BO SOO, SHOU SASS sesenesersee seerecennsoe ceersererens i WN & HeWNGandRes. oFebsathease Beeheundpis a 
ReD OAK— ee 4 a 
Pin. FAS.. 61.00@ 63.75 ............ “tadeniesess 4ansnaleeade HOoLty— KA) 
No. 1&sel. 39.00@ 44.75 42.75@ 45.00 ....ccccecee cecccccccees OE a inioa's WS i Soe a ee a ene for 8! 
ee 6h aR |S wae whee mare e en i a: ee =6mC—C—i—*—CtC*=*C«C ew | ee eae bine eT ers in 
to otl 
limite 


) st 
e ’ ume. The export market has picked up. mel 
North English and Scotch yards are placing rt 
is eo S ar e epor a some orders for quartered oak, and there is ; 





P uiet. 
occasional demand for cypress and _ poplar aici 
; : : nO and other hardwoods both in England and cid 
For Editorial Review of Current Market Conditions See Page 21 the Continent. Exporters are in most cases pine 
narrow volume Quotations ae £ hiet demanding 80 percent deposit with the banks items 
NORTHERN PINE Né Yo vuotations, even oO sn before loading, due to the unstable financial whict 
grade Gulf stock are influenced by those on conditions abroad a ti 
~ . « « . | 
BUFFALO. N. Y.. Oct. 13.—The demand for other lumber. Mills remain shut down or are : “ars to sé 
northern pine is mostly for immediate re- ©” Part time, CINCINNATI, OHIO, Oct, 13.—Southern oak lous): 
quirements, and few carload orders are be- HEMLOCK continues firm and in fair demand, but there in lo 
ing placed Competition from other woods is little snap to other southern hardwoods, items 
is strong, in the higher grades especially, as BOSTON, MASS.. Oct. 13.—Sales volume is Gum is draggy and weak, despite low prices 
buyers are looking for ene nolan and are substantially less than it ought to be during U¥0ted on uppers. Poplar uppers also are BA 
not aS @ rule In neea Of any large amoun s Sites . : weak, but poplar lowers are better. Oak floor- stock 
. Octohe ( ‘ = repor rs favor- , é > ; ‘ ‘ 
of stock. Retailers are allowing their stocks agg IR copay Ba td nc gta gh ing is firm, with demand good. Automobile unde: 
a ReceENe Copreres cause of attenctive prices and the poten ers plants are taking more dimension. Furniture petit 
CYPRESS fully dry and well manufactured stock offered. factory inquiry for oak has improved, and limit 
Western hemlock is much unsettled by cut- "ds prices firm. man¢ 
ine imam ot Mam Wash tabtesata noes —_—_——_ tions 
CINCINNATI, OHIO, Oct. 13.—Cypress is Price offerings of New York interests. Native ' _ all re 
very slow, with prices softer, and inquiry hemlock is weak, despite light offerings. Some BALTIMORE, MD., Oct. 12. -The inquiry what 
ama}! An occasional order arrives for tank producers are planning to improve their manu- remains small. Rather wide differences are 
ssaenee ph ogy oop at Hse Maye Bhrnecea facturing methods, and make a hard drive to to be noted in quotations, and one bidder is Bi 
packs plentiful Ponca age Meester Sect aaieheny restore the popularity of white hemlock next always cutting under another. Export trade sout] 
wagon a 2 e saa _ season. is very seriously affected by unsettlement in cont 
single carlots for fill-ins. The box factory E peek 
: - . ci geg e : vb Surope. very 
trade also is using some low grade stocks. WESTERN PINES a was 
on Ney SOPeTS are: temperneny G8t Gf ihe ue your ¢ Sgr iy BUFFALO, N. Y., Oct. 13.—Hardwood de- slow 
MATESE, wo € a , BA, Oct. or ‘fie for = em mand remains rather quiet, though some sea- for 
0 restern pines are stl alling, ant lere sonable yick-up has take ylace lately part 
SALTIMORE, MD., Oct. 11.—Business in js increase “mi increase a ee ee ee ee ee “ 
I A ; ( ‘ai 1 in in is no increase in demand. An increase in Wholesalers do not look for any big volume Ark: 
cypress continues to be held down to a fairly water rates is expected shortly, which should of trade this fall, but they feel that the re- shor 
put shipments coming here from the W est on quirements of consumers in some lines, par- leat 
PPALACHIAN WOODS an exclusive rail basis. At present a differ- ticularly the automobile trade, will be B&b 
A A ential of more than $3 between orders booked heavier. The furniture manufacturers are $344 
in advance, and orders sold just before a 


Cincinnati, Ohio, Oct. 12.—Average whole- 
sale prices, carloads, Cincinnati base, on Ap- 


: Ae ” Stocks in wholesalers’ hands are continually 

alachian “soft texture” hardwoods: : ; : sgteten ' 

—. sn allege the increasing, and retailers refuse to stock up EASTERN SPRUCE Bi 
AD sp OAK— 


lie S not buying much stock. 
boat finishes loading, are not uncommon. 








Sree se ae : ’ : } plan 
4/4 5&6/4 8/4 BUFFALO, N. Y¥: Oct. 13.—A decline in BOSTON, MASS., Oct. 13.—1 ards are doing belo 
PAS ....--.+.$90@100 $100@115 $105@120 prices in Idaho pine has taken place during pial gt DUyINE, GRE G26 SNE an png box! 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 the last week, amounting to $2 to $5 in sonally light volume of eastern spruce. Prices edg 
No. 2 com..... 30@ 33 38@ 40 ieee Bhadeee T} ‘aatmnl nasa pig tops are barely steady at recent low levels. The feet 
50. ees 38 + ‘o +} | He +h 4 as } een in on . oh nee acai og os decline in the Canadian dollar is likely to en- shij 
Sd. formy ... 338 ) 55@ 5 62 ao , u ‘ 7tte grade er. . age j “tati : ‘ana dis snMruce - 
pe gl i , ——s —* The effect has been to unsettle the prices a epee oe ee ee _ 
eel d —_—— =e ws 20@100 in some competitive woods, though most of DOUG S FIR fac 
2 ag POE asa He 52@ EE 58@ 62 the mills have not announced changes in LA aon 
No. 3 com..... 28@ 30 369 38 38@ 40 [‘helr quotations. California sugar pine is NEW YORK, Oct. 13.—Inquiry is a little oo 
No. $con..... 20@ 22 27@ 30 28@ 30 holding about steady. The buying in these eee saa uA, ; ct. 1 RR sr is a " asa 
: woods has shown little or no improvement more active for Douglas fir commons and nes 
CHESTNUT— of late. timbers. Prices, while still soft, are showing ber 
re 70@ 75 85@ 90 95@100 - — a tendency to firm up. There is less inclina- 
ee. 3 OOM. cscs 43@ 46 54@ 59 60@ 65 KANSAS CITY, MO., Oct. 13.—Some west- tion on the part of wholesalers to sell below 
_No. 3 com..... 20@ 21 20@ 21 20@ 21 ern pines items are strong, while others are a profitable price, but little is being done to 
Sd. Nes & sia 32@ 35 36 3 weaker. There is somewhat of a shortage discourage broken-lot buying by retail yards. } 
No. 7 & oa ok 28@ 31 o6@ o9 36@ 38 of dimension items. Industrial buying is of Industrial orders are all for very small quan- sel] 
wormy ..... 31@ 235 33@ 36 38@ 40 no consequence. tities. buy 
né 
PoPLAR— HARDWOODS KANSAS CITY, MO., Oct. 13.—Fir mills a 
Panel & No. 1, ee ; . seem to be having difficulty in meeting buy- Int 
PAS oo 2:2'88@100 108115 120@ 130 NEW YORK, Oct. 13.—Domestie buyers are €?S' ideas of prices, and sales have been lim- val 
Saps ‘& sel.... 60@ 75 80@ 90 95@105 placing orders readily for hardwood for im- ited as a result. Small amounts are being gai 
NE i hg ala a 40@ 45 50@ 55 55@ 60 mediate use, but refusing to be sold anything moved in mixed cars, but there is no con- 
ih Mk: ceswws 283@ 30 32@ 35 38@ 40 for stock at any price. Oak, maple, beech, Centrated buying by any class of tradé 
eS * Pere 24@ 26 28@ 30 29@ 31 some birch’‘and poplar, and a little magnolia a 
MAPLE— are all being disposed of. Prices are a little BOSTON, MASS., Oct. 13.—Demand for both 
eee 10@ 15 15@ 78 78@ 8 better, since wholesalers and mill representa- mill shipment and transit lots of Douglas fir an 
No. 1 com.&sel. 45@ 50 52@ 55 57@ 60 tives have found that cutting prices below is now very slow. Much of the meager cur- an 
No, 2 com..... 33@ 36 38@ 41 39@ 42 production cost does not increase sales vol- rent business is going to a large New York We 
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october 17, 1931 


seller, Whos¢ erratic views of value are away 
under those of New England wholesalers. 
Boards have been sold on the Boston dock 
within a few days as follows: No. 1, $19@20; 


No. 2, $18@ 18.50; No. 3, $15@16. 





BALTIMORE, MD., Oct. 12.—Requirements 
of fir consumers are very limited. The range 
of prices is such as to make it difficult for 
the producers to realize profits, though dis- 
tributors of fir contend that they are getting 
better returns than do the sellers of competi- 
tive woods. 


SOUTHERN PINE 


NEW YORK, Oct. 13. Live inquiry is al- 
most completely missing from the southern 
pine market here. Wholesalers, commission 
men and mill representatives are all trying 
to dispose of lumber at any price. Some 
car siding and decking are being sold to 
railroads, and yards are taking a little fin- 
ish and dimension, but timbers are a drug 
on the market, due to competition of fir at 
about half the price for 12x12-inch, and a 
third the price for 16x16-inch. 








KANSAS CITY, MO., Oct. 13.—Fair orders 
for southern pine were received for retail- 
ers in the middle West last week, but sales 
to other sections of the country were more 
limited. Badly mixed cars are being ordered, 
but straight car sales were more in evidence 
than in recent weeks, because of the attrac- 
tive prices offered. Industrial demand is 


quiet. 


CINCINNATI, OHIO, Oct. 3.—Southern 
pine prices are softer, except on a very few 
items of boards and sheathing, dry stocks of 
which are not plentiful. The 50 cents advance 
on these items is sustained. Mills are eager 
to sell, and some quotations appear ridicu- 
lously low. Demand here is confined to fill- 
in lots, although there is better inquiry for 
items used in making small specialties. 





BALTIMORE, MD., Oct. 12.—Longleaf 
stocks, with the exception of 12-inch, are 
under more or less pressure, with the com- 
petition quite active. The turn-over is of 
limited proportions. North Carolina pine de- 
mand shows no improvement, with the quota- 
tions certainly no higher. Stocks on the 
whatves here are very low. 





BOSTON, MASS., Oct. 13.—The buying of 
southern pine is very cautious and prices 
continue to be unsatisfactory. Yard trade is 
very little if any better this month than it 
was in September. Roofers are moving very 
slowly at $21.50 for 8-inch air dried, and $22 
for kiln dried. Ordinary B&better jj-inch 
partition is offered at $33, and the nicest 
Arkansas stock at $36.50. Low range for 
shortleaf 1x4-inch flooring and high for long- 
leaf: B&better rift, $60.50@70; C rift, $48 @57; 
B&better near rift, $51@53.25; B&better flat, 


$34@35.50. 
BOXBOARDS 


BOSTON, MASS., Oct, 13.—Box and shook 
plants are operating 25 percent to 50 percent 
below normal. New Hampshire association 
boxboard mills reported 6,802,000 feet of round 
edge box lumber unsold Oct. 1, and 46,048,000 
feet sold on old contracts still being held for 
shipping orders. For square edge lumber the 
figures were 5,222,000 and 2,064,000 feet, re- 
spectively. Some of the larger box manu- 
facturers are negotiating contracts for next 
Season delivery at $3@6 under the low prices 
paid a year ago. Some actual current busi- 
hess in round edge white pine inch box lum- 
ber is reported at $18@20. 


CLAPBOARDS 


BOSTON, MASS,, Oct, 13.—Retail yards are 
Selling some clapboards but are doing little 
buying. The supply of eastern spruce and 
native white pine clapboards in first hands 
1S So light that quotations are seldom shaded. 
Intense competition continues to weaken 
values of clapboards from the Coast, and bar- 
8ains in red cedars are plentiful. 


SHINGLES AND LATH 


KANSAS CITY, MO., Oct. 13.—There was 
an increase in sales of shingles last week, 
and dealers say it is the result of cooler 
Weather. Lath are still weak. 
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BUSINESS CHANGES, INCORPORATIONS, ETC. 














Business Changes 


ALABAMA. Florence—Dave Anderson Tie & 
Lumber Co. moved to Waynesboro, Tenn, 

ARKANSAS. Cherry Valley—John A. Sifford 
Lumber Co. succeeded by L. F. May Lumber Co. 

CALIFORNIA. Riverbank—Will D. Austin has 
succeeded G. N. Lindquist in the management of 
the local yard of the United Lumber Yards (Inc.). 

ILLINOIS. Galesburg—W. M. 
Co. moving to Peoria. 

NEBRASKA. Deshler—Buntemeyer & Caughey 
succeeded by Deshler Lumber & Coal Co. 

Genoa—C. L. Abbott succeeded by Genoa Lum- 
ber & Coal Co.; headquarters, Kaufmann Lumber 
Co., Columbus, Neb. 

NEW JERSEY. Cranford—W. W. Mooney suc- 
ceeded by Cranford Coal & Building Supply Co. 
(Ine.) 

OREGON. Cottage Grove—Jacobson & Lemley 
succeeded by Cottage Grove Lumber Co. 

Eugene—Consolidated Mills Co. liquidating; suc- 
ceeded by Consolidated Lumber Co. 

PENNSYLVANIA. Media—J. P. Comegys mov: 
ing to Middletown, Del. 

Monocacy—Garber & Co. 
Happle. 

TEXAS. Lamesa—L, Rondals succeeded by Loo 
Rondals Lumber Co. 

WASHINGTON, Goldendale—M. D. Hicks and 
W. I. Fagaly have purchased the interest of E. 
Hicks in the sawmill of Hicks Lumber Co. 

Spokane—Mackey-Reisinger Lumber Co. suc- 
ceeded by Hudson Lumber Co. 

WISCONSIN. Wausau—Underwood 
moving its plant to Michigan. 


Barry Lumber 


succeeded by Samuel 


Veneer Co. 


. 
Incorporations 
ILLINOIS. Newton—Newton Box & Basket Co., 
incorporated. 

MASSACHUSETTS. Wareham—Cape Cod Lum- 
ber Co., incorporated; capital, 100 shares no par; 
Andrew Christenson, president-treasurer. 

NEW JERSEY. Milburn—Suburban Millwork & 
Supply Co., incorporated. 

NEW YORK. 
Co., incorporated; 
Ave.; old concern, 

Brooklyn tobert Lumber Corporation, organized 
with capital of $10,000; address Ida Hyman, 3739 
Nautilus Ave., Brooklyn; will operate in New York 
City 

Hornell 
corporated. 

New York 
ated. 

NORTH CAROLINA. 
well, incorporated; 
business. 

OREGON. Portland—Drake Lumber & Fuel Co 
incorporated; old concern. 

TEXAS. San Antonio—Central Lumber Co., in- 
corporated; capital, $6,000. J. L. Horne, 1823 
French St. 

WEST VIRGINIA. Huntington—Strong-Peytona 
Lumber Corporation, incorporated; capital, $5,000. 


Brooklyn—Kingshighway Lumber 
capital, $25,000; 708 Gravesend 


Maple City Lumber & Supply Co., in- 


Najer Veneer Corporation, incorpor- 


Greensboro H. B. Cald- 
wholesale and retail lumber 


Casualties 


INDIANA. New Market—William R. Childers 
sawmill destroyed by fire with loss of more than 
$10,000; mill and machinery burned; has been 
operating for forty years, but may not be rebuilt. 

IOWA, Oxford——Nagle Lumber Co., 
$1,000 in storage building. 

MINNESOTA. Minneapolis—M. G. Stewart Lum- 
ber Co., loss by fire, $75,000. 

MISSOURI. 


loss by fire, 


Rayville—S. C. Carter, loss by fire, 


35,000; hardware, lumber and implement busi- 
ness. 
NEW MEXICO. Las Cruces—A lumber yard 


owned by the Booth Investment Co., of El Paso, 
Tex., located ten miles north of Mesquite, was 
totally destroyed by fire with loss of over $2,500. 
NEW YORK. Suffern—-Whritner 
loss by fire $10,000. 
OHIO. Columbus—New 
loss by fire in mill, $40,000. 


Lumber Co., 


Steelton Lumber Co., 


New Ventures 


GEORGIA. Midville—Work has been completed 
on the new sawmill of Arthur Jackson and opera- 
tions will start as soon as motors are installed 
and tested, 

INDIANA. Greencastle—Ellis & Co. establishing 
a retail lumber yard. 

MISSISSIPPI. Meridian—Southern Pine Lumber 
Co. reported to start wholesale lumber business. 

MISSOURI. Kansas City—Foster-St. Clair Lum- 
ber Co. opening wholesale lumber business at 1413 
R. A. Long Building. 

NEBRASKA. Benkelman—J. W. 
opened a lumber yard. 

NEW YORK. Addison—J. S. Park Lumber & 
Supply Co. has opened a new lumber yard. 

New York—P. J. Wilson opening wholesale and 
commission lumber business at 449 E. 8th St. 

NEW MEXICO. Albuquerque — The Western 


Murphy has 


Material & Equipment Corporation has been or- 
ganized with a capital of $50,000; Chas. F. Meh- 
ring, interested. 

OHIO. Wellston—Wellston Wood Working Co. 
has begun operations here, manufacturing small 
handles, ete.; O. N, Pierce interested. 

OREGON. Portland—The Murdock Planers en- 
gaged in woodworking business at 747 Union Ave- 
nue N, 

Whitney—The Oregon Lumber Co. is about to 
open a sawmill near here. 

PENNSYLVANIA. Mt. Pleasant—J. H. Cook 
Lumber Co. will start a retail lumber business; 
headquarters, Yukon, Lumber Co., Yukon, Pa. 

VIRGINIA. Roanoke—Phelps & Armstead, in- 
corporated; woodworking; capital, $150,000; Benson 
M. Phelps, 416 King George Ave. 

WISCONSIN. Madison—Wisconsin Sash & Door 
Co. organized to take over business of Ripp & 
Son, 1882 East Main St., and will do a wholesale 
business in sash, doors and millwork, also manu- 
facturing special sash, ete, 


New Mills and Equipment 


GEORGIA. Savannah—The Evans Products Co. 
(Ine.), of Detroit, Mich., will begin operating a 
plant here in Novem»ver for manufacture of cir- 
cular crates for shipping fruit and vegetables; ca- 
pacity, 20,000 crates daily. 

MISSISSIPPI. West Point—Apanaug Mfg. Co. 
building addition to a spindle mill. 

OHIO, Apple Creek—John B. Ferguson has 
leased the old screen door factory here with ma- 
chinery, and will begin operations shortly; new 
machinery is to be added and the plant will make 
screen doors and several wood products. 

VIRGINIA. Cape Charles—The Shipping Con- 
tainer Corporation, R. Bell, president, plans con- 
struction of new plant about January. 

WASHINGTON. Tacoma—Cavanaugh Lumber 
Co., C. Cavanaugh, president, rebuilding plant re- 
cent damaged by fire with loss of about $65,000. 

Tacoma—Northwest Chair Co. enlarging and 
modernizing plant at 2201 S. Tacoma Way; cost 
about $20,000. 


Atlentic: ond Galf Cargo 


Statistics—Continued from page 41 





The following statement of domestic water 
shipments during August, 1931 and 1930, has 
been compiled by the industrial facts depart- 
ment of the West Coast Lumbermen’s Associa- 
tion, from reports of ten steamship companies 
and one hundred and five association mills: 
American Atlantic 


Aug., 1931 Aug., 1930 





Portland, Be. ..icccese 911,181 2,070,470 
Portsmouth, N. H..... 7,322,068 3,317,673 
Bostom, BEAMS. «..20666 19,143,299 11,850,430 
Providence, R. I...... 1,032,576 1,382,027 
New London, Conn.... 3,891,847 2,022,583 
Bridgeport, Conn. .... 1,413,355 961,400 
Aen. Ws Bivase cvs’ 583,121 
POUmeNOeNee, Te. Bae s 3 cvnenese 5 
Broeowiyh, TM... Evcvceccs 4,115,004 4,3 

New Torn, WN. F.ccccce 56,427,826 40,7 
Lf an. a ee 20,564,562 11,855,029 
CMO Be. Osx ces ceen 1,145,239 498,000 
Philadelphia, Pa. ..... 15,454,364 13,878,249 
Wilmington, Del. ..... 2,174,886 2,880,945 
Baltimore, Md. ...... 7,530,282 16,144,318 
ee a re ee 67,979 
Newport News, Va.... 1,203,529 620,980 
oe. RS eer 2,803,474 1,826,504 
Charteston, ©. ©C.iiss.. 2,520,554 

Savannah, GO. ....¢00. 23,884 
Jacksonville, Fla. 59,511 

pe eer ee ree 4,198,728 


Total Amer. Atlantic.158,519,290 


Gulf Ports 

OS eee 276,471 
New Orleans, La. .... 141,760 
ci CoE, Be wees 8 se eaenss 
Pensacola, Fla. ...... 1,214 
SOO. TOE: «soa 000s 98,177 
oN Se, ae ee ee ee 


356,409 


874,031 


Corpus Christi, Tex... 





wee. TRUE vcccewc ce 
Canadian Atlantic ..... error 
Geand Total ...0és 159,393,32 
Districts of Origin 
Puget Sound .....ccs 73,122,339 59,665,150 
Grays Harbor ........ 17,719,280 9,514,761 
Willapa Harbor ...... 3,037,052 5,094,593 
Columbia River ...... 52,681,067 44,529,733 
Ce De Goners cence anes. seecainacn 
Total American ....147,842,091 118,804,237 
British Columbia ..... 11,551,230 15,822,953 


Geand Total ....... 159,393,32 


134,627,190 
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(Continued from Page 55) 
kiln dried and air dried, has been very quiet. 


Box mills have been issuing instructions for 
shipping more stock on old orders, but are 
curtailing operations and have more stock 
contracted for than they care to receive. 
The small air drying mills are raring to 
ship their box boards, also clear boards. 
Demand for 4/4 No. 1 stock box has also 


dropped off A number of mills are oversold 


on 6- and 88-inch. There has been more in- 
quiry for 4/4 No. 2 stock box rough and 
dressed, in 10- and 12-inch widths, but it is 
difficult to get these items quickly in No. 1 
air dried Box bark strips 4/4 and other 
low grade items continue very quiet. 

Most planing mill operators have been 
kept fairly busy on old orders for flooring, 
ceiling, roofers ete. There is not sufficient 


demand for flooring, ceiling, and kiln dried 
roofers to maintain. Some reports say that 
6- and 8-inch air dried Georgia roofers have 
weakened. The demand has not been brisk 
for air dried roofers. Demand for 2x4-inch 
dressed has been good and this stock does 
not appear very plentiful in Virginia and 


the Carolinas. Good dry 2x6-inch and 8-inch 
rough framing is also scarce, for few small 
nills can cut these items and hold them 
until they are dry. This dry framing is 
usually ripped by the yards and run into 


roofers. 
Macon, Ga. 


Oct. 12 Roofer production continues light, 


few mills operating at all, and shipments 
are believed to be in excess of production. 
Most of the roofers are being taken in the 
Southeast. There are a few cars moving 
to the East 

Longleaf manufacturers have been fight- 
ing forest fires in southern Georgia. Rains 
during the last few days will remove the 
menace for the time being. 


Some shipments of longleaf are being made 


to the eastern markets, but a considerable 
amount is being consumed in the South- 
east There is some being loaded for export. 

Hardwood shipments, especially to furni- 
ture manufacturing centers, are a little 
heavier than they were a month ago. The 
furniture trade throughout the Southeast 
has shown a considerable pick-up. Hard- 
wood prices, however, are showing no tend- 


ency to advance. 
operating 


Mills continue on curtailed 
schedules. 


Bogalusa, La. 


Oct. 12 An educational, as well as a sight- 
tour of the Great Southern Lumber 
Co.’s tung oil trees and pine reforestation pro- 
jects was participated in by thirty men and 


seeing, 


women from Washington and St. Tammany 
parishes and Pearl River County, Mississippi, 
on the last day of September. J. K. Johnson, 
forester of the Great Southern Lumber Co., 


gave an instructive talk on both 
He said there is an average of 1,000 pine trees 
per acre, these trees being five years old and 
25 feet high. The Great Southern Lumber 
Co. has planted some 30,000 acres to pine trees. 

On account of the enrollment showing an in- 
crease of 100 percent over last year, it is nec- 
essary in order to meet Federal requirements 
for additional equipment to be purchased for 
the William Henry Sullivan Memorial Trades 
School, estimated to cost $1,607. Only half of 
that amount will be expended during the cur- 


undertakings. 


rent year. 
Warren, Ark. 

Oct. 12.—For the last three weeks the Ar- 
kansas soft pine mills have shipped from 10 
to 25 percent more lumber than they have 
produced, while sales have just about 
equalled production. Order files have been 
reduced to a very low level. Mill stocks 
have been reduced compared to sixty days 
ago. With production limited, there is little 
chance of the mills being able to build up 
their assortments of stock during the re- 
mainder of this year. Harvesting of the 
cotton crop has absorbed surplus labor for 
the time being. The mills have not started 
accumulating the usual large supply of logs 
in the woods they ordinarily do at this time 


of year. The unseasonably hot, dry weather 


AMERICAN LUMBERMAN 


has created a serious fire hazard in the 
woods, but so far’ only a few small fires have 
broken out. 


Demand is far below normal, dealers tak- 
ing only what stock they must have for 
quick shipment. No. 2 boards and shiplap 
are among the scarce items. Inch No. 3 is 
still in slight surplus, but stocks have been 
materially reduced during the last six weeks. 


The low price of cotton has practically cut 
off the southern demand, but the feeling 
prevails that there will still be some lumber 
used in the South during the next sixty days. 


Jacksonville, Fla. 


Oct. 12.—There seems to be no 
whatever for timber stocks, and the 
bers being sold do not bring enough money to 
cover expenses of operation. Shed stocks are 
being offered the yards in Florida at low prices, 
yet the yards can buy only what is absolutely 


demand 
few tim- 


necessary to maintain small stocks of the 
best selling items. A number of mills that 
have cut out are selling shed stocks below 
market in order to clean up. Large railroads 


like the New York Central and Pennsylvania 
that usually buy decking and car materials in 
lots of 100,000 to 500,000 feet, are placing a 
few orders for 25,000 to 50,000 feet, but whole- 
salers have been underbid as much as $5 by 
the mills selling direct. 

More of the larger cypress mills are contem- 
plating closing down for indefinite periods. 
Demand has fallen off more than any of the 
larger shippers expected, and small mills are 
underselling large mills. Not a single item 
is moving on a normal basis. Low grades, 
high Wide stock are moving 
slowly. 

Hardwood 
prices on 


being exported 


grades, ete. 
buyers 
stocks. 


from 


their own 
hardwood 


are putting 
There is little 
Jacksonville. 





Don't Give Up the Ship 


{Contributed by William A. Wingard, Pine 
Valley, Okla.] 

The good old lumber ship as she sails, 

Is tossed by storms, depressions and gales. 

It seemed that she has all but met her end, 

Tho’ manned by sincere and fearless men. 

Men who have passed through better days, 

And toiled the harder the ship to save, 


Proudly save her from a watery grave. 
Again she is in the same sad plight, 


But she will pass safely through the gloomy 
night. 

With a steady nerve, oh brave pilot true, 

Get your bearings, for it’s up to you, 


Do not despair or let cog 

Come what may, we'll never give up the ship. 

We'll stand united with all our might 

And see that she passes through the night. 

Once again, she will land at her pier, 

With the cargo all lumbermen hold dear. 

The men who stay will get the prize, 

The men who've worked with blood in 
eyes. 


the least slip, 


their 


It is darkness now on the stormy sea, 

With prices not what they used to be, 

And the living is surely hard to get 

But brave pilot, does it pay to fret? 

Stand still and idle and wonder why 

When you hear the distressing cry, 

From the good old ship that’s served you true 
With humanity's faith and confidence in you? 
For the howlers we care not a flip 

3ecause we'll never give up the ship. 


She rocks and rolls in an uncertain way, 

Indeed her plight is most sad today. 

But it’s the fearless men, who will 
let go, 

That will save the good old 

Men who have fought all the 

Through sunshine, happiness and tears, 

Through panicky days and gloom, 

3ut all always saved her from doom. 

And again I see the lumberman’s smile 

As he pauses from his task to rest awhile. 


never 


ship 
years 


you know; 


We'll weather the storm at any cost, 

The good ship will never be lost; 

For we'll bring her safely through 

With her colors flying true blue, 

And her priceless cargo safely home 

It matters not how men may moan, 

Pull tight on the rope, never let it slip, 
Sit steady, don’t give up the ship. 
Generations will rise up to applaud, 

A service to humanity, will be the reward. 


October 17, 198) 


OBITUARY | 


PAUL STAEHLIN, treasurer of the Ame 
ICAN LUMBERMAN for more than twenty Yean 
passed away at his home, 7350 South Unie 
Avenue, Chicago, on Saturday morning, Oc. 
10, 1931. He was one of a large family 9 
children, the son of a Lutheran minister ki 
entered the employ of the AMERICAN Lumpp. 
MAN Over thirty years ago. In all those Years 
he gave loyal and faithful service. He Wa 
kindly, charitable, accurate, dependable. He 
made a wide acquaintance and many friends 
To those who came in contact with him apj 
who learned to know him well it brings gag. 
ness, as well as to his associates in the busi. 
ness, to know that he is no longer here, H 
leaves a widow, Mrs, Eunice G. Staehlin and 
two sons, Paul and William. Funeral] Serv. 
ices were held on Tuesday, Oct. 13, unde 
the auspices of Englewood Commandery Np 











59, Knights Templar, with burial in Mount 
Greenwood. 
MAJ. EDWARD DANA REDINGTON, long 


known as the oldest living alumnus of Dart. 
mouth College, a native of Chelsea, Vt., ang 
for many years active in the lumber business 
died Oct. 9 in a_ hospital at Evanston, IIl,, at 
the age of 91. Maj. Redington served in the 
Civil War as a second lieutenant, 12th Ver. 
mont Volunteers, 1862-1863, and as major and 
paymaster, United States Army, 1864-1865 
Entering the lumber business he developed 
interests in Kansas and Chicago where he 


was active in 1871-1884. Later he became 
associated with the Chicago office of the 
Provident Life & Trust Co. In 1897 Maj 
Redington was appointed to the Board of 


Jury Commissioners of Cook County, by the 
judges of the Court of Record. He was pres. 
ident of the Dartmouth Association of Chi- 
cago and of the Chicago Association of the 
Sons of Vermont, and served as a trustee of 
Dartmouth College from 1895 to 1900. 


R. F. CARR, prominent in many 
business and president of the R. F. Carr 
Lumber Co., Memphis, Tenn., was killed in 
an automobile accident near Arlington, Tenn. 


lines of 


on the Bristol Highway, Friday night, Oct 
9. He was 55 years of age. Mr. Carr for- 
merly was a railroad man, and president of 
the Old Trails Insurance Co., as well as be- 
ing interested in the contracting business 
He was born in Montgomery, Ala., moving 
to Memphis a number of years ago. He is 


survived by his wife and five children. 


G. W. LOUGHMILLER, 60 years old, man- 
ager of the Simpson Lumber Co.'s yard at 
Wheatland, Ind., was killed Friday afternoon, 
Oct. 9, when his automobile was struck by a 
railroad passenger train at Wheatland. He 
was well and favorably known among the 
lumber dealers and manufacturers of central 
and southern Indiana. 





Patents Recently Issued 


The following patents of 
recently were issued from the United States Pat- 
ent Office. Copies thereof may be obtained from 
R. E. Burnham, patent and trade-mark attorney 
1343 H. Street, N. V Washington, D. C., at the 
rate of 20 cents each. State number of patent and 
name of inventor when ordering. 


interest to lumbermen 


1,804,704. Pressure bar for veneer machines 
George H. Osgocd, Tacéma, Wash. 

1,804,716. Sawmill setwork. George Tanner, 
Sandpoint, Wash. 

1,804,801. Lumber marker. Neal Panabaker, 
Coeur d’Alene, Idaho. 

1,804,969. Power drag saw. Hesse T. Bolen, 
3eaverton, Ore, 


1,805,022. Wood holding device for miter boxes. 


Eric Sodergren, Sierra Madre, Calif. 
1,805,043. Sawing machine. John O. Horton, 
Montrose, Pa., assignor to Beach Manufacturing 


Co., same place. 
1,805,058. Undercutter for sawing logs. 
S. Valley and Earl P. Ford, Matlock, Wash. 


1,805,179. and method of manu- 
facture. Dubuque, Iowa, 


Jerry 


Veneer article 
Emil C. Loetscher, 


1,805,318. Log and tree saw. William J. 
Steffier, Anderson, Ind. 
1,805,395. Work table and clamp. James F 


Glass, Conroe, Tex. 

1,805,437. Wood planing machine. Laurence E. 
Blood, Boston, and John B. Ward, Brookline, 
Mass., assignors to S. A. Woods Machine Co., Bos- 
ton, Mass. 

1,805,550. 
ing the 


Wood product and method of produc- 
same (protecting wood with a substance 


toxic to animal and bacterial life and fungus 
growth). Charles B. Lipman and Aaron Gordon, 
Berkeley, Calif., assignor to the regents of the 


University of California, same place. 

1,805,791. 30x 
Treat, Chicago, 
ping Co. 


Sidney W- 
Steel Strap- 


machine. 
Signode 


strapping 
assignor to 






































